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fit watch cases trap A" lugs. 
$4.50 per dozen. 

3— Webbing two-piece 
straps, %" aa Yo" widths. 
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pliable, with the wearing 


qualities of leather. . Colors: 
Buff, Navy Blue, Olive and 
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WOMAN walked into a watch 
repair shop in San Francisco. 


maker, didn’t keep time. Before she 
had a chance to go on, the watch- 
maker popped open the case, gave 
the works a quick glance, exclaimed: 
“Why, lady, this watch needs a thor- 
ough cleaning. I’m surprised it runs 
at all!” 

And was his face crimson when 
she indignantly told him that only 





a few days before he had charged 
her $10.50 for cleaning the same 
watch ! 

She also told the San Francisco 
Better Business Bureau, which had 
this to say in its bulletin: 
“According to recent complaints, 
many persons are being charged for 
watch cleaning jobs which are done 
carelessly, or not done at all. . 
Reputable watch repair shops de- 
plore this situation, which casts a 
reflection on the entire industry.” 


® © 





66Q'ORRY, but it will take quite 
a while to repair your watch. 
It’s the war, you know.” 

That sets a customer’s teeth on 
edge. He hears this sort of excuse 
80 often, not only from you, but from 
butcher, baker, and candlestick- 
maker. He’s heard it so many times 
he doesn’t believe it. But what are 
you going to do?—-your excuse is a 
valid one. 
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Her watch, she told the watch- ~ 


sPEAKING OF THE JEWELRY TRADE 


Realizing that its members have 
a hard time getting the idea of war- 
time difficulties across to some of 
their repair customers, the Texas 
RJA has found a way to help them. 
The association has distributed to 
each of its members a card to be 
displayed on counters, in windows, 
or in repair departments. The card 
reads: 

“Due to the scarcity of materials 
and the shortage of skilled watch- 
makers, your jeweler is unable to 
give the prompt repair service he 
gave prior to the war. Kindly bear 
with your jeweler during these ab- 
normal times—be patient and he 
will continue to give the finest re- 
pairs in the speediest possible time.” 

The card, signed by the Texas 
Retail Jewelers Association, helps 
Texas jewelers put the touch of 
authenticity and authority into it 
when they have to say, “Sorry, it’s 
the war!” 


o 


I N the town of Winchester, N. H., 
is a man who has been making 
grandfather clocks for almost 60 
years. 

He is 73-year-old Bert F. Wood, 
a retired jeweler. Mr. Wood first 
took to the making and repairing of 
grandfather clocks when he was only 
15 years old—that was in 1886. 

When he retired from the jewelry 
business several years ago, he decid- 
ed to spend the rest of his life mak- 
ing these sentimental old-time clocks. 

He himself produces everything 
in the clocks. He first makes the 
works, and then carefully builds the 
cabinets from flawless, seasoned 
wood which he gets chiefly by buy- 
ing up old pianos at auctions. 
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F you want to open a store in a 
town where you're badly wanted, 
the name is Selbyville, Del. 

No kidding! You and your store 
will get a hearty welcome from 
Selbyville citizenry. The man to 
get in touch with is Homer H. Pep- 
per. Mr. Pepper is the business pro- 
moter of the Selbyville Rotary Club. 

“We have a particularly good 
field, quite a territory, and without a 
jeweler,’ Mr. Pepper wrote to us 


” WHAT THIS TOWN ~*~ 
NEEDS MOST IS..:" 


BOO & The 
ROHS OE JES 


last month. “We, as a Rotary Club, 
are very interested in securing one 
for this town. We will try to locate 
a place of business that will be suit- 
able for him.” Mr. Pepper explained 
that not only was his town without 
a jeweler, but the jeweler in the 
next town had recently retired. 
Selbyville has a population of 882 
inside the town limits, and its stores 
also serve surrounding territory. 
Homer H. Pepper’s address is: 
Pepper Bros., Inc., Selbyville, Del. 






o 


OU’D be surprised the number 

of things there are to worry 

about when you're making a movie. 

For instance, here’s something 
we'll bet you didn’t realize. 

Anytime that a clock or watch 
appears in a movie—and clocks often 
do appear in interior scenes—the 
time shown on its face has to be 
checked constantly. In a movie, one 
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Before the war... most Jewelers hardly got their fee! 
wet in the pen business. Since then waves of calls have 
come in because the big pen retailers’ stocks ran dry, 


Why did the other fellow do the big job 

on fountain pens, an item that’s a “natura 

the jeweler? Because the jeweler concentrated on diamonds 
and watches, letting a sea of volume flow by him 


ad 


for 


. . . high unit, long-markup pen sales. 
But now . . . having seen what the fountain pen business 
can be... . how important it can be. . . TAKE THE PLUNGE 
Use your tried and proved advertising and 
promotion genius in the pen business and be the post-war 
leader. Really get into the swim. 
It’s easy with the Parker “51” to keep you 
afloat and going strong. 








The Parker Pen Compan 


- JANESVILLE, WISCONSIN 
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scene may last three minutes. But 
don’t forget that scene was shot 
over several times, and from several 
different angles—then the bits were 
pieced together. So somebody has 
to reset all the clocks and watches 
at every “take” to make sure that 
they indicate only the passing of 
three minutes. 

Maybe it seems like much ado 
about nothing—if the clocks skipped 
all around in one scene probably 999 
people out of 1000 never would no- 
tice it. But number 1000 might 
be a watchmaker, and oh boy! Then 
the letters would start to pour in! 

The movie business isn’t all beer 
and sarongs. 


© © 


ISE in the ways of psychology 

is Barclay & Sons, jewelry 
firm of Newport News, Va. Realiz- 
ing that these are times when people 
want facts rather than furbelows, 
Barclay’s decided to run an adver- 
tisement telling their customers just 
how they feel about shortages versus 
boom sales. Austere in makeup, the 
quarter page newspaper ad drew at- 


JOE JEWELER IN UNIFORM 


tention by its striking simplicity; 
held it with “straight stuff” copy. 

“Get Thee Hence, Satan” Bar- 
clay’s ad was headlined. ‘During 
these trying times when merchandise 
is scarce and the known and nation- 
ally recognized brands are extremely 
limited, a jeweler is often tempted 
to go outside the field of recognized 
manufacturers and purchase un- 
known makes of merchandise in 
order to keep his stock up,” the copy 
said. Buying, and selling such mer- 
chandise is a risk to the merchant, 
Barclay’s explained, and that mer- 
chant “stands to lose his reputation 
which he has spent years in a com- 
munity to build.” 

“Barclay & Sons will lock their 
doors before they will offer for sale 
one article of questionable make or 
quality,” the ad assured Barclay cus- 
tomers. “We have spent over 48 
years building the name of Barclay 


_& Sons and we are not going to sell 


it for a ‘red pottage,’” it declared. 


© © 
fe this column four months ago 


we talked about a soldier and 
Marine who are carrying on thriv- 





"Joe says the mainspring's broken." 
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ing watch repair businesses on South 
Pacific islands. 

Now here are two other GI’s in 
business repairing tickers in central 
India. The two soldiers, Pfc. G. W. 
Tice and Sgt. R. H. Lambright, have 
set up shop to take care of the 
broken watches of their brethren in 
service. Private Tice was a pre- 
cision worker for the Sperry Gyro- 
scope Co., and he’s been giving les- 
sons in repair work to Sergeant 
Lambright. 


The boys whipped up a lathe 
from a salvaged gun turret motor. 
They’re getting plenty of customers 
— it’s almost as tough to get a watch 
repaired in a regular jewelry store 
or repair shop in India as it is in 
some parts of the U. S. 


© > 


N antique musical watch, that 
plays a theme from Chopin’s 
E Minor concerto, is the star of a 
new movie, “In Our Time.” Of 
course there are also the usual boy 
and girl in the picture—but if it 
were not for the watch, boy wouldn't 
meet girl and the plot would go pffft. 

It seems that the picture was part- 
way made when they got to the 
scene where the heroine’s musical 
watch draws the hero’s attention, and 
that’s how they meet, see? Well, no 
watch! Production was held up 
while frantic prop men wondered 
what to do. 

Finally, when everybody had 
snatched themselves nearly bald, up 
showed a prop man with the watch. 
Seems he’d found it with a Los An- 
geles jeweler. 


© 


HERE’s a new racket in Lon- 

don. It seems that American 
soldiers have a grande passion about 
signet rings. So what do some en- 
terprising little er, rascals, do? They 
go around from store to store, buy 
up all the signet rings available at 
a fair price, and then resell them 
to Yankee servicemen at a price 
which gives them about a 200 per 
cent profit. 

Said one jeweler: “We had a 
dozen rings last week—some of 
them still at their prewar price of 
$6. One man bought them all. They 
are now probably on sale again 
with the cheapest priced at $40.” 
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VAY THAT LARIAT DOWNS 


OU WON’T need anything near that _ the pattern—even in knives. And remember... 


drastic to gather postwar silverware This year’s advertising of “Eternally Yours” 
customers into your store. and all the other lovely 1847 Rogers Bros. 
Crowds are sure to come a-running—if _ patterns (on the air and in Life Magazine) 
you feature “Eternally Yours,” the beauti- is more than three times greater than in 1942! 
ful 1847 Rogers Bros. pattern that women 
everywhere are waiting for. 





This popular design is unique in silver- 
plate. Both for the height and depth of its or- 
namentation, and the delicate openwork of 
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What Mrs. Consumer Expects 


From Merchants After the War 


by ALICE E. GLAZIER 


HAT do the consumers think industry can con- 

tribute to a better America after the War? Pre- 
tend with me that you are listening to Mrs. America 
1944 addressing American industry. 

The contributions of industry to our living have not 
gone by unnoticed. I know that due to the progressive- 
ness of industry under the American way, my standard 
of living is much higher than in any other country, and 
that my life is filled with more luxuries because of mass 
production and distribution. 

But . . . let me remind you of what some consumers 
were thinking and saying just a few years before the 
war: 

Some consumers criticised advertising, and while it 
all should not be condemned, there was ground for what 
they were saying: “It lied”; “It exaggerated’; “It 
offended good taste’; “It didn’t always tell us the 
truth”; “It didn’t always tell us the things we needed 


‘to know to be good buyers.” 


VAGUE GUARANTEES ARE RESENTED 


We had begun to get a little disgusted with guaran- 
tees which seemed to promise much, but when we sought 
fulfillment of them, we found they were worthless. 
Vague guarantees are of no value and give a false sense 
of security in a product which is not worthy of it. 

We were getting a little tired, too, of being given the 
“run-around.” When something went wrong, or when 
we as consumers felt we had been taken advantage of, 
We sometimes found it difficult to find anyone to take 
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the blame. We had done business with the retailer, 
but he said it was the manufacturer’s fault, and the 
manufacturer would then place the blame elsewhere. 
We, the users, had no reliable source of contact with 
the producers of the merchandise we bought. 

I understand that cooperatives are liked chiefly, by 
80 per cent of their members, because they can be 
depended upon to furnish the truth about the products 
sold. 


I am sincerely thankful for American industry’s abil- 
ity to furnish the materials of war to our fighting forces. 
But although I would be the first to commend you, I 
get a little weary of hearing you brag about what you 
are doing. It seems like a waste of paper, to me, for 

(Please turn to page 174) : 








@ Mrs. Consumer, 1944, is a smart, thinking 
woman, it won’t pay manufacturers or retailers 
to try to kid her in post-war America. This is 
abstracted from an address by Alice E. Glazier, 
consumer-relations director of the Buffalo Bet- 
ter Business Bureau, at a meeting sponsored 
by the National Association of Manufacturers. 
© Copies of the entire presentation may be 
obtained from the National Association of Bet- 
ter Business Bureaus, 212 Cuyhoga Building, 
Cleveland. 
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There's a blazing cartoon-style sun made from yellow paper— 
but these cut-out snowmen don't mind. They're mixing drinks. 


Like a Mint Julep on a Hot Day 


Away with plush and velvet fabries during these equatorial weeks! 
Get cool, smooth-textured blues and greens into your window backgrounds 
and show summer merchandise with props to suggest actual use 


UST a minute! Who said there wasn’t any summer 

business? No need for special effort in window 
selling? What about Mrs. Jones? She needs a new 
iced tea set to brighten up her porch suppers, but she 
may not think of it until she sees one in your window 
. . - or someone else’s window! She might buy a salad 
set, too, if she saw one she liked. 

And young Bill Jones’ best girl has a birthday in 
July. He'll probably just send her flowers unless he 
sees a display of birthstone rings and decides it’s time 
to make a real hit! 

And Nancy Jones is on the lookout for pretty trinkets 
to doll up her new summer cottons. She'll probably 
buy some of those gadgets on display in the department 
store unless she sees some gay pieces in your window 
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first! And you don’t want the Jones family to forget 
that you are headquarters for wedding and anniversary 
presents throughout the year. 


SUMMER BIRTHDAYS AND WEDDINGS 


We sometimes speak of the doldrums of summer 
business as if it were a law of nature for which there 
was no remedy. Of course, there’s summer business .. . 
summer jewelry business . . . to be had for the asking! 


The asking being in the form of window displays keyed ~ 


to summer activities and summer needs. Soft pedal the 
coffee sets and the more ornate jewelry. Bring out the 
pitchers and ice tubs, the tall glasses and the salad sets, 
the bright pottery and the informal costume jewelry. 
Continue to show also, of course, diamond rings and 
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Call your summer jewelry "beau 
catchers." Show them against 
small bow-knots on beaver board 
circular pads, and suspend the 
pads from cut-out bows. A 
fashion figure cut-out stands in 
the middle of each of the circles. 


attractive gift selections, for people continue to get mar- 
ried and have birthdays and anniversaries all through 
the summer! But don’t neglect adequate and attractive 
displays for all of them. 

Make vour summer windows gay . . . Use bright colors 
as accents . . . awning stripes . . brilliant flowers .. . 
amusing cut-outs. 


COOL BACKGROUNDS; AVOID PLUSH 
Make your windows look cool . . . Use blues and greens 


for background colors . . . Hang pots of ivy or fern on 
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. . Use smooth-textured fabrics or paint for 
Avoid deep-ply fabrics such as plush 


the walls . 
backgrounds. 
and velvet. 
Make your windows look refreshing . . . Use glass 
and lucite display units . . . these give an effect of airi- 
ness and space . . .Use mirror plaques on the floor and 
against the walls Crumple clear cellophane in 
pitchers and glasses to simulate ice. , 
Suggest the summer use for the merchandise you 
. . gay china and casseroles for buffet suppers 
(Please turn to page 109) 


show . 


by VIRGINIA DIXON 


A musical salute to August 
birthdays; rings set with sar- 
donyx or peridot are displayed 
in small slots cut in the notes, 
and also in ring holders on the 
“birthday cake" elevations. 
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How G. E. engineers vision the jewelry store of the future . . . Diagonal all-glass front . . . continuous, 
eye-level wall case projecting to the building line . . . against-the-window display case, with drapery. 


Lishting Will Go Dramatic 
In Post-War Jewelry Stores 


**Light can become a truly creative medium for the jeweler, an aid 
to his customers and a powerful sales force for his eclerks”’: 
37 per cent of American jewelers want to install new lights 


by J. P. DITCHMAN and W. D. RIDDLE 
Of the General Electric Co. 


HEN Mr. America steps out to choose a gift in and better fixtures, new and better light sources will 
the post-war world and Mrs. America resumes _ aid the customer, help stores sell moré effectively. 
her quest for the perfect complement to her costume they Jewelry stores are especially dependent upon thought 
will find jewelry stores making more exciting use of ful planning and controlled illumination for successful 
light! Planned lighting will invite them in, help them operation. The room must become an appropriate back- 
make easier, quicker, more accurate appraisal of precious ground, surround the merchandise with an aura of 
stones, watches and silver. New lighting techniques, new beauty, create a lasting impression of quality. Because 


110 THE JEWELERS’ CIRCULAR-KEYSTONE 





« i 
‘ 
& 
; 
i 
f 
d 
’ 


ee ee De ee pent eae a eon 











both customer-purchase and dealer-display are more 
Whan the exchange of dollars for jewelry, store design 
enct constitute a subtle appeal to the buyer’s pride and 
Vissire. In essence, jewelry displays require the highest 
F of showmanship, to generate and emphasize the un- 
Wonscious belief that the buyer is taking a principle part 
py a heart-warming show produced for his or her exclu- 


8 ve benefit. 













LIGHTING AND FIXTURING 

> Architecturally, there is no known way to separate 
Fiore lighting from store design, no way to achieve good 
display without good illumination. In consequence, the 
li ting of the future necessarily tends toward architec- 
‘tonic planning. To create harmonious post-war in- 
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Three-shelf eye-level display cases are secondary 
lighting units. They help to sectionalize the store. 








teriors, to put the right kind of lighting exactly where 
it can be of the most use to both customer and jeweler, 
fixturing becomes more important than ever before. 
Good fixtures, good lighting tools, were available be- 
fore the war; improved ones will be on hand with the 
return of peace. With new fixtures and lamps, lighting 
effects can range from delicate subtlety to dramatic 
accent. Greater variety, flexibility and control of lighting 
will give the jeweler a far broader postwar lighting 
pallette. He can achieve soft, general illumination 
throughout his store with new fluorescent lamps. He 
can highlight specific areas with amplified intensity and 
appropriate suggestions of color. The emotional as well 
as the visual scope of artificial illumination will be ex- 
panded by the employment of new controls, new fixtures 
so architecturally harmonious that they can be com- 
pletely integrated in the decorative treatment. 


WHOLE STORE A SHOW WINDOW 
Looking at the lighting of the future in all of its new 
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Fluorescent lamps make a luminous selling unit from 
the eve-level wall case, pictured at the left of the 
facing page and above with construction detail. 


forms is as stimulating as looking at the drawings in an 
architect's sketch book. An infinite number of good com- 
binations of old familiar incandescent lamps and dra- 
matic new fluorescent lighting can make the jewelry 
store of the future more attractive than ever before. In 
the principle drawing with which this story is illus- 
trated are incorporated a number of interesting new 
architectural ideas. As seen from the street, the all-glass 
front of the dramatic post-war jewelry store is diagonal. 
It has been recessed, at the readers’ left, to perform two 
important functions, attract maximum attention and 
minimize glaring reflections. It also performs an im- 
portant secondary function, allows the projection of four 
sections of a continuous eye-level wall case to become an 
interesting on-the-street display unit. At the readers’ 
right, heavy draperies background an against-the-win- 
dow display case designed to stop casual passers-by. A 
(Please turn to page 153) 


A luminaire suggested for the showing of precious 
jewelry. It contains fluorescent lamps, plus a 
shaded incandescent unit to reveal gems’ sparkle. 

















































Here, in space borrowed from the store's fourth floor art gal- 
leries, Tilden-Thurber's optical customers select eye-glass frames 


and accessories. Curtained door leads to the work-shop. 


This New Optical Department 
Gets Support from Oculists 


Oculists examine eyes; Tilden-Thurber fills the prescriptions 
—that’s the formula for this service’s immediate success; 
many professional men in Providence send their patients there 


by MILDRED S. SULLIVAN 


GOOD many jewelers—especially those in the 
credit selling division of the trade—have optical 
departments which are an important factor in the store’s 
business. Almost universally t,ese departments are based 
upon an optometric service under whic. the jewelry 
store not only supplies the glasses and frames but also 
provides the examination from which the prescription 
for the glasses is prepared. ‘ 
Tilden-Thurber, fine jewelers in Providence, R. I., 
when they decided recently to add an optical depart- 
ment, also decided that they would handle it in a way 
that is rather unusual in the jewelry field. In their 
opinion, the examination of a patient’s eyes is a purely 
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professional function that should not be tied up witha 
merchandising operation any more than a drug store 
should diagnose ailments and write the prescriptions 
which it fills. 

Many jewelers would not agree with this view, on the 
ground tat a capable optometrist can be just as capable 
and conscientious in a jewelry store as in his own office, 
and that the rendering of an optometric service is essen- 
tial to the success of an optical department. Tilden 
Thurber, however, stuck to their guns, and the results to 
date indicate that it is entirely possible to build a prof- 
itable optical business on the basis of this philosophy. 

Needless to say, the project was not embarked upon 
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“hout long and careful preliminary study and plan- 
¢. In fact, the idea had been under consideration 
+ several years, and at various times has come to the 
seefront of discussion, but something always caused a 
delay. Usually, it was because the company could not 
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Left—Newspaper 
announcement of 
Tilden-Thurber's op- 
tical service, staffed 
by a registered op- 
tician. Below—Typ- 
ical of subsequent 
advertisements. 
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obtain the services of the type of optician it wanted— 
one who would combine technical skill as an optician 
with the business ability and experience required to 
manage the department. No compromise could be made. 
Tilden-T hurber, in its career of nearly a century, had 
built an enviable reputation for high standards of de- 
pendability and integrity, and the optical department 
must be in keeping with these standards. 
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Finally, about five months ago, the company was able 
to find a man with the desired qualifications—these 
plans became a reality and the department was officially 
opened on Jan. 17. The management was, of course, 
especially eager to get it started at this time because of 
the help that its added business will render in compen- 


.Sating for the wartime shortage of merchandise in other 


departments of the store. And it comes at a time when 
the general need for new eyeglasses and changes in 
prescriptions are greater than ever before, due to the 
longer hours of work and general wartime activities. 

The new department is located on the fourth floor, 
adjoining the art galleries. The space was previously 
one of those galleries and was selected for the optical 
department because it provided a quiet and comfortable 
place for the selection and fitting of various types of eye- 
glass frames and accessories. Practically no change was 
made in the physical nature of the studic. A ceiling 
cover provides an even illumination by reflecting and 
diffusing light from the skylight. And it is attractively - 
decorated with six or seven pictures from the store’s art 
galleries, these being changed from time to time to pre- 
sent something new. Adjoining the studio is the work- 
shop. 


OCULISTS REFER THEIR PATIENTS 


Although it is only a few months old, the department 
already has made gratifying progress, and many oculists 
have started to recommend the department to their 
patients. Being the type of business that it is, the man- 
agement does not expect quick results but aims rather 
to develop this new addition on a professional, ethical 
basis. 

“We decided that it would be a fundamental to offer 
no eye examinations,” explains W. G. Thurber, secre- 
tary-treasurer, “because we feel that is best done by the 
oculist. Our field lies in operating a professional 
department, where frames and accessories may be sold. 

“Before installing the department, we contacted prac- 
tically every eye doctor in the area, either by personal 
call, by telephone, or by letter, outlining our plan and 
asking their opinions. The number who endorsed the 
idea and expressed willingness to recommend the ser- 
vice to their patients indicated that we were on the right 
track. 

“Oculists were all reached with the formal announce- 
ment of the department, and all will be contacted from 

(Please turn to page 171) 
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Another departmental innovation—men's and women's gloves, 
shown with related accessories such as handbags, canes, billfolds, 
belt buckles. This is on the street floor next to the leather goods. 
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Speakers Urge Careful Buying 
At NWJA New York Conference 


Harold Alberts re-elected chief of wholesale jewelers’ group. 


as 275 debate trade policies between now and V-Day—and after 


ON’T find yourself caught on V-Day with a lot of overpriced, poorly- 
made goods that won’t move off the shelves without a turkey dinner 


thrown in free. 


This was the biggest overtone, so far as retail jewelers’ interests are con- 
cerned, of the National Wholesale Jewelers’ Association’s war conference, 
June 1 and 2, at the Hotel New Yorker in Manhattan. 

The 275 on hand set a record not only for numbers but for intent partici- 
pation in the three sessions, right up till the closing minutes when Harold 
Alberts, of I. Alberts’ Sons, Inc., Boston, was re-elected president together 


with the rest of his official staff. 

Keynoting the conference, President 
Harold Alberts lashed out at smugness 
over the present billion-and-a-quarter or 
more dollar volume being done by the 
jewelry industry. He declared: 

“Despite shortages, restrictions, and 
taxes, both wholesaler and retailer have 
been able to carry on_ successfully 
through these trying times, thanks to the 
abundance of money and the over-all 
scarcity of purchaseable goods. As a re- 
sult of this situation, for which we cer- 
tainly can claim no responsibility, we 
have acquired a certain amount of con- 
ceit, taking to ourselves credit for caus- 
ing a result which has actually been 
thrust upon us. 


COMPETITION COMING 


“This self-esteem is a rather pleasant 
sensation, and in itself of little serious 
importance, but, with that conceit, there 
is usually a sense of complacency which 
prevents us from analyzing our true 
place in the national economy, and from 
realizing the temporary nature of our 
present advantages.” 
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For the future, President Alberts pre- 
dicted great prosperity, based on re- 
construction and rehabilitation, but with 
powerful competition facing the jewelry 
industry—not only from auto, radio and 
the like but from many outgrowths of 
war invention and research. 

“How we plan and cooperate now 
will decide how ably we will meet this 
challenge and prosper in the days to 
come.” 

An all-time high in membership in 
NWJA was reported by Secretary 
George A. Fernley, 164 active members 
and 101 associates. Assistant Secretary 
H. R. Rinehart asserted that Govern- 
ment bureaus must be watched after 
the war, or else “we'll have to report, 
and confer more than ever.” Expanded 
bureau plans, he went on, call for OPA 
to “prevent inflation,” WPB to “control 
reconversion and resumption of civilian 
production,” and the WLB “to regulate 
wages.” 

“The Federal Trade Commission has 
been studying costs and methods of dis- 





President Harold Alberts sets the pace... 


tribution,” Mr. Rinehart went on. “Iti 
rumored that the Commission will seek 
broader powers to control and regulate 
distributive costs, to eliminate cost 
it thinks unnecessary, even eliminating 
price differentials. Its chief counsel has 
proposed a radical change in the Robi 
son-Patman Act. Whenever the FI 
has reason to believe a price differential 
is unjust it would order it eliminated 
and have the power to fix a new differet- 
tial. In other words, it could hold 4 
hearing on differentials in the jewelty 
industry and order business on new 
schedules it considers just.” 
Washington is a center of pressuft 
groups, the assistant secretary concluded: 
“We must look to Congress for reliél 
. . labor has its representatives, so d0 
farmers; business men must make their 
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heard just as vigorously.” Echoing 
BP scaght, Mr. Fernley urged that 


s be reminded of the importance 
business in the economic life of 
the nation. 





WEMEYER VIEWS TRENDS 


"G. H. Niemeyer, chairman of the 
Jewelers Vigilance Committee, viewed 

weral trends with outspoken earnest- 

: 
“Chiselers. “Practically every law or 

Seulation that has been imposed on the 
trade is first of all scrutinized for loop- 
holes, analyzed to see how it can be 
gireumvented or is just plain ignored. 
' . Is it the fault of the laws or the 
epulations? Probably so because of the 
failure of our legislators and regulators 
to provide facilities for the proper en- 
forcement of their edicts. An offender 
who is fined 5 per cent or 10 per cent 
of what he has made out of violating 
aregulation in some cases just laughs up 
his sleeve. There are more lawbreakers 
than the police authorities can take care 
of. 

Complacency. “The windfall caused 
by the war came at a very opportune 
time for our industry. It would be diffi- 
cult to imagine how the stocks of many 
of our retail stores could have been 
moved under any other conditions. ‘The 
jewelry industry, and particularly the 
retailer, is more liquid, and its inven- 
tories are lower than they have ever 
been before. It is interesting to observe 
that a surprising number of our retailers 
actually believe their latent merchandis- 
ing ability has at last had its opportunity 
and is largely responsible for the marvel- 
ous business they have been doing. 

“Nothing could be more dangerous 
than that state of mind. The intelligent 
ones know that they couldn’t even keep 
the public from what they wanted in 
their stocks by limiting their store 
hours.” 

Loose buying. “How much free capital 
in the retail industry is now being in- 
vested in inflated values and how much 
of the released capital will. eventually 
be available for restocking of our stores? 
Will our manufacturers, wholesalers and 
importers again be called upon to help 
finance our retailers to the extent they 
did before the war? Have the advan- 
tages of rapid turn-over been learned 
by the war-time experience of our re- 
tailers? Or will they slip back to a one- 
time-a-year turn of their stocks without 
regard to its character? 

New-comers. , Deliberate 
of production ‘ restrictions 















































violations 
and price 







e 
- 













Ss 27 SE OT ho OSD eS 







s S| = rE 
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ceilings on articles made of gold and 
silver or on the sale of imported articles 
such as watches, which can and should 
be obeyed, cannot be condoned. . . . 
The illegal production of articles made 
of gold and silver has been more exten- 
sive than is realized. . 


OLD FIRMS IN CLEAR 


“A list of the names of those who 
have been cited for violations does not 
reveal any of those of our reputable and 
old-established firms. Who then are re- 
sponsible? From my observation they 
are new-comers who are seeking to es- 
tablish themeslves in our industry with- 
out regard for its ethics or traditions. 
These elements have already obtained 
a strong foothold in some branches of 
our industry and threaten others; the 
extent of their ultimate progress is up 
to those in our industry who regard them 
and their methods as a menace.” 


regulation of profits, Mr. Zeitung said 
that there had been too many abuses in 
pricing and that such controls might be 
a good thing if they would make more 
goods available to satisfy more con- 
sumers. 

“The consumer has a huge appetite 
which has not been satisfied for the past 
two or three years.” Mr. Zeitung said. 
Money now in War Bonds and savings 
accounts, he predicted, will be spent on 
things the consumer has always wanted. 

Wholesalers have been “very lax”, in 
their postwar planning, Mr. Zeitung 
said. “If you are going to occupy the 
right place in postwar you must plan 
now,” he asserted, “and planning is sell- 
ing.” 


EDUCATION NEEDED 


‘ Manufacturers expect wholesalers to 
do more of a selling job, including “edu- 
cational bolstering,” with the smaller re- 





The officers, in the usual order: treasurer, Joseph B. Bechtel; vice-president, Silas B. Reagan; 

president, Harold Alberts; immediate past president, Arthur P. Care; vice-president, R. Dix 

Edwards; vice-president, Leon J. Engel. Not shown here, secretary George A. Fernley and 
assistant secretary H. R. Rinehart. 


Bureaucratic controls. “We know only 
too well that there is a very powerful 
group in Washington which believes that 
our Government should maintain its hold 
upon raw materials, production, distribu- 
tion, prices, wage rates and most every- 
thing else under some form of economic 
planning. . It is our obligation to 
discuss these questions with others—not 
merely our business friends, but our em- 
ployees as well—because they too, if 
they only realized it, have. as large a 
proportionate interest in the matter as 
we have, or more so.” 


ZEITUNG ON POST-WAR SELLING 


Postwar markets will go through three 
stages, predicted A. L. Zeitung, sales 
director of the International Silver Co. 
First will be a period of easy sales be- 
cause of a pent-up demand for many 
jewelry store items, particularly silver 
plated flatware; second will be a lush 
period of ready spending; last will be 
a return to a buyer’s market and real 
competition. 

In the competitive period, said Mr. 
Zeitung, manufacturers, wholesalers and 
retailers “will have to distribute in 
larger volume and at lower profits.” In 
his opinion, he declared, “by so doing 
we will make more through larger vol- 
ume.” 

Taking issue with Mr. Rinehart’s op- 
position to various proposals for the 





tailers, Mr. Zeitung warned. “The manu- 
facturer often depends on the wholesale 
salesman . . . to do a selling job for 
him the same as if he visited the retailer 
himself.” 

Too many wholesalers have been con- 
fining their selling to “30 days and 
cash” retail accounts, Mr. Zeitung 
said. There must be more equitable dis- 
tribution of merchandise during the re- 
conversion period, he said, if the big re- 
tailers are not to gobble up everything 
leaving the requirements of the smaller 
retailers unfulfilled. 





CARE LOOKS TO FUTURE 


Arthur P. Care, E. W. Reynolds Co., 
Los Angeles, chairman of NWJA’s Post- 
war Committee, warned the wholesalers 
that they will have to watch out for 1) 
a boom followed by a quick economic 
collapse; 2) big losses on inventories of 
inferior or substitute merchandise. 

In order to be prepared for any emer- 
gency, Mr. Care suggested that whole- 
salers pay attention to the following 
points in doing their postwar planning: 

1) “Unfilled orders in hands of your 
manufacturers should be reviewed often 
and any orders for substitute merchan- 
dise should be kept at minimum.” 

2) “Harmonious and intelligent” em- 
ployee relationships. Said Mr. Care: 
“Ask them for suggestions that will help 
increase sales, give better service and 
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make their work happier. Adopt an 
incentive plan Encourage them 
to feel that employer and employee are 
‘fellow workers,’ each responsible for 
his own part in the business success.” 

“Satisfactory employee-employer rela- 
tions will pay our industry big future 
dividends when collective bargaining be- 
gins to increase by leaps and bounds 
after the war,” he said. “It only takes 
a few disgruntled employees to make the 
nucleus in which the agitator sows his 
seeds of discontent. 

3) “Both the wholesalers and retailers 
will be called upon to see that . . . mer- 
chandise . . . receives a quicker, more 
efficient, and more economical distribu- 
tion than has ever before been achieved. 
Economy in distribution will be one of 
the ‘musts’ of the post war era.” 


R. Dix Edwards, about servicemen . . 


4) A sound cash position. “Manufac- 
turers’ terms are now practically cash. 
Meeting the huge demand for even quota 
amounts of their products will require 
a continuation of this procedure in- 
definitely.” 


PLAN FOR SALES 


5) Salesmen now in the services will 
have to be retrained after the war, Mr. 
Care said. Wholesalers should study 
their customers now, to determine 
whether they have lost any of their old 
dependables, and whether their new cus- 
tomers “can be depended upon to buy 
from you after the war.” 

About postwar markets generally, Mr. 
Care had this to say: 

“It is possible that during the boom 
period, that will inevitably follow the 
temporary armistice slump, that an over 
supply of retail outlets will be created. 
This should be guarded against as many 
will probably not survive the period 
of readjustment following the boom 
years. 

“Certain cities have gained _ tre- 
mendously during the war. We should 
watch those that will lose this extra 
population after the war. This may 
affect your sales considerably. 

“Competent authorities predict a 10 
per cent increase in population with the 
same increase in employment—two years 
after victory.” 


CONTINUING SHORTAGE 

Most jewelry items will remain scarce 
for about six months to a year after 
the war, and there will be no revolu- 
tionary changes in manufacture and 
styling for about the same period, said 
Leonard Shiman, Shiman Mfg. Co. 
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Reasons: a shortage of genuine and syn- 
thetic colored stones, inability of manu- 
facturers to tool up, and hesitancy on 
the part of manufacturers to “go all 
out until they have a clearer picture of 
postwar conditions.” However, new 
techniques and processes perfected dur- 
ing the war will produce, “in the not 
immediate future,” better made and 
more attractive goods, Mr. Shiman said. 

“Unfortunately, not all black market 
manufacturers are going to disappear. 
Many of them will remain to plague you 
and me in the years to come. They will 
develop into the ‘cut price boys’ who, in 
order to stay in business, will depend on 
chiseling the prices of more ethical man- 
ufacturers. We will not be able to ig- 
nore them and only a high type of com- 
petition, both in goods and services, will 
help to compete with them.” Mr. Shiman 
told the wholesalers. 

“New firms, both legitimate and other- 
wise, are going to have an effect on 
competition in our industry. Some of 
the merchandise shown by these new- 
comers is fresh and attractive and the 
consuming public likes it. Older, well- 
established enterprises that take their 
trade positions for granted are in for a 
rude awakening. . . . With the coming 
of a buyers’ market all of us will have 
to use all the ingenuity we possess to 
























can watch manufacturin i 
added: & busines He 
“I am primarily interested jp 
building of this country, and lm 
isolationist. I am primarily interested 

employing 30,000 people, 40,000 
50,000 people in the watch industry fh 
this country.” 

Though American watches wil] 

a problem of reinstating themselves after 
meeting very heavy war demands, My, 
Potter stated that the industry, je 
or non-jeweled, will be in a better 
tion to meet foreign competition, 
cially if “some of you importers 
put your money into new plants jn” 
country so as to make watches here , 
to make this a dominant manufactyr 
center for watches.” 

First flush of American-made wa 
after the war, will be tremendous, 
this flush cannot be maintained “jf ; 
are going to have a demoralized 
due to ‘nondescript’ watches being 
the retailers’ shelves and moving » 
slowly it will be necessary to give 4 
turkey dinner with each watch,” Mp 
Potter went on. He contended that dig 
tributors of nondescript watches ay 
likely to be caught in a net with plen 
of merchandise but no demand—unleg 
they sacrifice their nondescripts “which 
only had value due to American watches 
not being available.” 

















































CHIDES OPA 


The OPA came in for criticism from 
Mr. Potter for having allowed the sale 
of some foreign-made watches at double 
previous values, especially when OPA 
wouldn’t let American manufacture 
raise ceilings on Government watch 
due to increased domestic jewel cogt 
He declared that the State Departme 
has been fooled by propaganda that 
more watches we buy from Switze 
the less war materials the Swiss ¥ 
furnish the Germans, and asserted 




































Silas B. Reagan advises cash on hand... 


keep ahead of competition. I don’t think 
that quality will suffer, but I do believe 
that prices will—and the consumer 
should benefit.” 

The safest postwar planning will in- 
clude high taxes, Mr. Shiman said. “I 
think we can assume that all restrictions 
as to manufacture will be removed but 
to be realistic we cannot assume that 
taxes will be lower or .even that the 
jewelry sales tax will be entirely re- 
moved.” 


BIGGER U. S. WATCH INDUSTRY 


American watch manufacturers are 
better equipped, better manned, better 
experienced to manufacture the demands 
of this country than ever before, said 
T. Albert Potter, president of the Elgin 
National Watch Co., who declared that 
this business must be made “so interest- 
ing that new capital will expand the 
American industry.” 

Declaring that in his opinion every 
American citizen who is now distributing 
foreign watches in this country would 
rather be selling an American product, 
Mr. Potter said he would like to see 
American importers get into the Ameri- 


















Leon J. Engel, made Washington trips ... 


information about the quantity of im 
ports should be made public, since the 
Germans have this knowledge anyway 
and therefore the enemy would not be 
helped by our publishing the facts. 

“All we ask is that the retailers ft 
member the sacrifice we have made,” Mt. 
Potter said in closing. “All we ask } 
that we are given a real opportunity 
load American shelves with Amerival 
watches to be sold without the handicap 
of an overloaded stock of Swiss nol 
descript watches in this country, and 
if necessary there be an equalization o 
imports to permit this.” 

(Please turn to page 196) 
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The Longines Symphonette 
fe MISHEL PIASTRO, Conductor 


7 A new portrait 


ee WOsaay i's Mea & T HONORED WATCH 





A CHICAGO listener wrote “The music of the 
Longines Symphonette is as fine as the Longines watch 
is famous.” It sums up the comments of hundreds of 
listeners who have written us. The Longines Symphon- 
ette is daily becoming one of the significant musical 
organizations on the radio. We think that you, too, will 


. enjoy their programs of the World’s Most Honored 
be Music and we invite you to listen. Your local newspaper 
~ will give you the station and time. Fully eighty per cent 
5 . of the population of the United States and Canada are 
: within listening zones of the stations carrying the 
n Longines programs. 


LONGINES - WITTNAUER WATCH CO. INC., NEW YORK, MONTREAL 
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POPULARITY: CONTEST 


“lao | A Popularity oa 


Who Are Middlesex County's 
Most Popular War Workers? 


uns rus eeeas| moms | Nor War Workers — 


FIRST PRIZE FIRST PRIZE 
$100.00 Ladies’ Bonded +1 $100.00 Gents’ Bonded 
Diamond Ring Diamond Ring 
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VOTING BALLOTS : ons wn 
PERTH AMBOY'S Q L =} R = N ~ AWARDED FROM 
OLDEST CREDIT Tas sea oF Ta 


133 SMITH STREET PERTH AMBOY 





Get out that loup, and you can read Albren's rules 
for its highly successful traffic-building promotion, 


by SARAH FAGAN 





Homeward-bound from their jobs at a war plant, these Perth 
Amboy war workers cast their votes at Albren's jewelry store. 


ONTESTS to find X City’s “most beautiful baby” the wind-up in the theater. 


or Y Town’s “most glamorous bathing girl” are old Said S. Jack Price, manager of the store: 
stuff. But here comes Albren, Inc., a modest chain of “Personnel managers of the various war plants told 
credit jewelry stores, with a $350 prize contest for us that the contest stimulated a great deal of talk in 
“favorite war workers.” the factories, and served as a morale stimulant. 
“Who Are Middlesex County’s Most Popular War “The publicity was ‘colossal,’ to use Hollywood 
Workers?” Albren’s advertised in the Perth Amboy, language. 
N. J., newspapers. Offered as prizes to eight lucky “Store traffic increased, and with it came sales that 


winners—four of them men and four women—were two might not have occurred otherwise. For instance, 8 
$100 diamond rings, two $50 diamond rings, two $20 group of 12 war workers entered the store at one tim 


birthstone rings, and two $5 leather wallets. to cast their votes for a fellow-employee, and befor 
That was early in April. they left the store we had a deposit of $20 on a $110 
During the next six weeks, Albren’s had a sealed bal- watch, two cash sales amounting to $32.50, and two 

lot box in the store. All adults in Middlesex County watches left for repair.” 

were invited to come in and cast their votes, one ballot The big ballot box, atop one of the counters, attracted 

for “favorite man war worker” and another ballot for attention during the contest, and Mr. Price remarked 

“favorite woman war worker.” that it was surprising how seriously most people took 


And at contest’s end, in late May, prizes were awarded the matter of voting. Many people inquired about the 
the winners from the stage of the Majestic theater, big- ballot procedure [get out your spyglass, and you cal 
gest movie house in town. John S. Vozella, manager of read the type in the center column of the ad]. Evel 
the local War Manpower Commission, presented the children came into see whether they would be allowed 
gifts on behalf of the jewelers and of the thousands of to vote for their dad or mother. 

“voters.” “Needless to say, we are well pleased with the results 

Publicity, obviously, was spontaneous from the start. and consider the money well spent,’ Mr. Price summed 
Newspaper readers saw the faces of the winners pic- up. “We believe this a good stunt for any jeweler if 
tured in connection with a generous story day after a war production community.” 
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"Boy, am I sore! I didn’t patronize a 
dealer who supplies genuine 


RONSON Lighter Accessories.” 


Ik you sell a supply of Ronson Lighter Accessories to Mr. 
Lighter Owner, maybe that one sale won't startle your cash 
register. But when he finds that they “‘act” faster, last longer 
and are definitely the tops in every way, he’d be a mighty 
abnormal man if he didn’t keep coming back for more. 


Multiply that one sale by his repeat purchases. Multiply one 
Mr. Lighter Owner by the great and growing number of lighter 
users among your Customers and prospects. Then compute the 
result in terms of profits, traffic and goodwill. Sort of an im- 
pressive picture, isn’t it? 


If you carry lighter accessories (and you should, as, aside 
from profit, it’s a convenience lighter owners appreciate), be 
sure to handle and spotlight RONSON ACCESSORIES. Be- 
cause, if you sell a lighter owner inferior flints, fuel or wicks 
today, he may be tempted to try some other store tomorrow. 
Sell RONSON*REDSKIN and please him. Sell nondescript 
accessories and—well, you answer. The customer never forgets. 


War-time production necessitates that orders for RONSON Ac- 

cessories be placed in advance. Mail yours today or write for 

complete information. Art Metal Works, Inc., Newark 2,-N. J. 
*Trade Mark Registered 


PRESS... it’s int 
RELEASE...i’s out! 





"MGHTER ACCESSORIES 


LIFE, SATURDAY EVENING 


NATIONALLY ADVERTISED IN poss comen's, useery, 


ESQUIRE, CLICK, OUR ARMY, OUR NAVY, U. S. COAST GUARD, LEATHERNECK 















Make Your Dollars Fight... Buy War Bonds 





FOR JULY, 1944 


ing me RONSON Lighter Accessories 
right along. He says they're the world’s 
best for al] lighters. And, boy, is he 
right!" 





‘FLINTS’ 


The distinctive “REDSKIN” 
coating is a guarantee of high 
quality, extra-length, tempered 
hardness, showers of sure-fire 
sparks, freedom from powdering. 


3 in an envelope. Retail 10g. Counter display card 
holds 24 envelopes of ‘flints’ or 18 of ‘flints’ and 6 
of wicks. Also packed in Glass Vials (40, 100 and 
200 ‘fiints’) especially for Servicemen going over- 
seas. Also in slide-drawer, safe-deposit “Five- 
Flinter.” Retail 15¢. Counter display board holds 
24 “Five-Flinters.” 


RONSONOL FUEL 


Lights instantly, lasts longer and 
burns with a clean, steady flame. 
Pleasingly scented, too. In de- 
mand wherever lighters are used, 
Four fluid ounces in bottle. Retail 25¢. 


RONSON WICKS 


High-absorption, extra-length. 
Scientifically made for full capil- 
lary action—light quickly and 
burn evenly. 


1 wick, with Inserter, in envelope. Retail 10¢. Self- 
selling display card holds 24 envelopes of wicks. 


RONSON SERVICER 


A convenient kit of all necessary 
Accessories to keep a lighter in 
first-class working order for a 
long time. 


Contains one 4-oz. bottle of RONSONOL, three 
extra-length RONSON * REDSKIN ‘Flints'; RONSON 
Wick with Inserter; RONSON Spark Wheel Clean- 
ing Brush; general instruction book. Retail 50¢ 
complete. 


AVOID INFERIOR IMITATIONS 


RONSON QREDSKIN* 










119 








EWEL tributes to our Russian ally. Characteristic design themes include calibre rubies set 

closely together in representations of the bulbous, onion-shaped domes of Orthodox churches 
(rings at upper left, brooch at lower right); diagonal bars suggesting the bandoleers of the Cos- 
sack uniform (ring at lower left); and the chanticleer head in the spirit of Rimsky-Korsakoff’s 
fantastic ballet, Le Coq d’Or. The alexandrite is the principal gem suggested for these pieces, 
since it was named after Alexander II, having been discovered in the Ural Mountains on his 
birthday. These conceptions are the work of Sol P. Kaufman, New York jewelry stylist. 
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The Alexandrite, first discovered in the Urals in 1833, was named 
for Alexander II, Tsar of Russia. This remarkable stone 


changes its hues like a chameleon to show the colors of the Russian 
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Army, ranging from a dark green to a deep raspberry red. 


Because of world conditions, we regret we have no Alexahdrites on 





hand. We do however have an assortment of Cat’s Eye, another 


variety of Chrysoberyl. For all stones, always consult 


S. NATHAN s. CO,INC. 


Stone Headquarters & 610 Fifth Ave., N. Y. 20, N. Y. 
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The United Nations control more than 99.99 per cent of the world's diamonds. 
The Axis obtains a few diamonds from Borneo, occupied by Japan, plus possible 
leakage from Brazil, Venezuela and other nations. Jap fleg indicates Borneo. 


The Diamond Industry in 1943 





19th annual review 


by SYDNEY H. BALL 
Of Rogers, Mayer & Ball, mining engineers 


INETEEN forty-three was a memorable year in 

the diamond industry. The demand for industrial 
stones exceeded the dreams of the most optimistic; the 
demand for gem stones had never been greater. Stocks, 
which had been considered a menace to the industry, 
melted away and apprehension now exists as to what 
may happen if consumption does not gear itself to new 
supply. 

World industry is today using industrial stones at 
double the rate of their current world production; the 
supply of gem stones is almost equally inadequate. 
Stocks of diamonds courageously bought by the Diamond 
Corporation at a time of over-production, are approach- 
ing exhaustion, but they have served their purpose. The 
Diamond Corporation has supplied, at pre-war prices, 
the United Nations with industrial diamonds to fabricate 
the war implements to defeat the Axis powers. I, for 
one, am glad the Diamond Corporation is a British and 
not a Nazi organization and that, in the distressing years 
of 1926 and 1927, through its courageous purchases of 
vast quantities of stones the market could not absorb, 
it held intact the diamond mining industry. Had this 
not been done, the United Nations would have had no 
mines in readiness to furnish them with an adequate 
supply of the super-abrasive so widely and efficiently 
used in our munitions plants. 
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How to ‘Get Complete Information About Diamonds in 


The information presented here is only a small part of a 
oughly complete and up-to-date study of the diamond indusiy. 
which has been prepared exclusively for THE JEWELERS’ CIRCU 
LAR-KEYSTONE by Sydney H. Ball, internationally recognized 
mond authority. z 

The entire 30,000-word report, with tables on production, com 
sumption and prices and a detailed chapter on industrial diame 
has been printed as a booklet, available at 50 cents a copy. 
check or stamps for your copy to THE JEWELERS’ CIRCU 
KEYSTONE, 100 E. 42nd St., New York 17, N. Y. 
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The 1943 diamond production (both gem and indus 
trial stones) was 8,140,000 carats, or 3589 pounds, worth 
some $29,000,000. Of this, 2835 pounds were aT 
and 754 pounds gem stones. Q 99 

World production has decreased each year since 1940 and the 
1943 production was only 63 per cent of that of 1940. The 
answer, of course, is the war. Many of the men on the staffs 
of the mining companies have joined the armed forces, and, if 
addition, mining supplies are depleted. An attempt is being 
made to increase shipment of supplies to the mines and it is 
likely that the 1944 production may exceed that of 1943. 

A second effect of the war is to disperse widely over the 
world the diamond cutting industry, once so largely centered 
in the Low Countries. 

The diamond industry’s future is encouraging. Stocks are 
small and in certain grades exhausted. The industry is well 
co-ordinated and astutely managed. Demand for diamond : 
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Owns diamond set in our jewelry is cut in our own 


modern Cutting Feirtiaans 


Specialists in the cutting of Square and Emerald Cut Diamonds 


H. Gee. BLIIS 


Diamond Cutters 
64 WEST 48th STREET NEW YORK 19, N. Y. 
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jewelry continues good, and hundreds of plant managers and 
tens of thousands of artisans know that “working” diamonds 
are a “must” to the industry of tomorrow. 

ROUGH MARKET , 

‘The Diamond Corp. purchases in normal times about 95 per 
cent of the world’s diamond production, in dollar value, while 
its subsidiary, the Diamond Trading Co., sells the rough stones 
to brokers and cutters. 

The Diamond Trading Co. has two offices, one in London, 
where “sights” are held normally every two weeks, and the 
Kimberley office (Dutoitspan Road), where the interval be- 
tween “sights” is longer. The latter is the main office of the 
company, although its chief function is to supply the demand 
of South African cutters and industry. Both offices are re- 
ported to have shown somewhat larger sales than in 1942; it 
is roughly estimated that two-thirds of the year’s sales were 
by the London branch and one-third by the Kimberley office. 

In October, 1941, the Diamond Trading Co. set up a branch 
in Hamilton, Bermuda, apparently to market some £1,500,000 
worth of cuttables, said to have been sent to the Western 
Hemisphere when the Low Countries were invaded, and rough 
imported in bond and shown at the New York World’s Fair. 
The purchasers were American cutters and brokers, the prices 
those of London, and payment was made in dollar remittances 
to London. On May 17, 1943, stocks on hand had been sold and 
the agency wound up. Sales had amounted to £1,864,800 in 
1942, and were £165,000 in the first three months of 1943. In 
the life of the branch, it is reported £1,987,774 worth of stones 
were imported from South Africa and £1,494,823 worth from 
the United States. Also, some $280,000 worth of stones (syn- 
thetic sapphires, etc.) seized from the Nazis (largely Pioneer 
Import Co.) were sold. 

In mid-1942 the Diamond Trading Co. was put under the 
orders of the Diamond Controller, C. H. Rodwell, thus reliev- 
ing the company of the embarrassment of deciding in wartime 
to whom stones should be sold. He named eight firms as 
“secondary distributors.” These latter must list those agents 
and customers who sell to the retail trade. If such customers 
are not on the approved list of the Control, its sanction must 
be obtained before a sale is made. Both the secondary dis- 
tributor and the customers must report all sales monthly; 
sales can be made only to cutters approved by the Board of 
Trade. All exports are licensed by the Controller, the Board 
of Trade Export Licensing Board, and the Ministry of Eco- 
nomic Warfare. 

Notwithstanding the fact that the war shut down the Low 


You'd see scenes like this if you visited the depths of the Dutoitspan 

mine, reopened in the Fall of 1943 by DeBeers Consolidated Mines, 

Ltd. Picture shows the loading of blue ground at the Wesselton 
pipe mine 1600 feet below surface. 
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Countries’ cutting industry, the sales of the Diamond Corpos 
tion have progressively increased since 1938. “American ¢ 
ties” (fine goods suitable for cutting into relatively jq 
stones) are in demand, but the supply is limited. Ame 
is buying some fine smalls to be cut by her apprentice-g 
into melee, but the increase in rough sales during the last ths 
years is largely due to the unprecedented demand for indy 
trials. The United States was the principal buyer. Ry 
also bought quantities of industrials and .the British 
Canadian Governments were also reported to have been buyiy 
industrials. a 

It may be stated that, on the average, there is less profit 
the sale of industrials than in gem cuttables and that mogt, 
the former are produced in the Belgian Congo and, to a } 
extent, in the Gold Coast, Sierra Leone and Angola, 
London financial commentators suggest that this presages ¥j 
deterioration of the South African diamond companies— 
parently forgetting that DeBeers, through its subsid 
handles all sales of rough and stands to make a tidy profit 
each carat sold. 

The following table shows recent annual sales by the 
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cuttables £6,250,000; industrials £4, 
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London advices early in 1944, however, stated that 1948 
reached an alltime record of over £20,000,000—of which 
000,000 (30 per cent of the total) were industrials and £1 - 
000,000 (70 per cent) cuttables. If this be true, 1944 § 
must necessarily be less, as stocks are low and the value 6 
1948 sales over twice the value of present production, ‘ant 
the company is short of sorters, due to the war. The 19% 
gain is believed to have been largely in gem stones, althouglt 
over £6,000,000 worth of industrial grades were sold. 
might have been slightly greater, were it not for a shortage of 
sorters and the reported desire of the Diamond Control 
somewhat restrict sales. 4 

Of the total sales in 1941, 26.6 per cent by value were indus. 
trials, while in 1942 the percentage in dollar value was 40 am 
by weight 85 per cent and in 1943 in dollar value some 30 per 


‘ cent. There is no doubt that industrials never before have beet 


such a big factor in rough sales. Apparently cuttables i 
1943 showed a gain of 128 per cent over similar sales in 18 
and industrials an increase of over 45 per cent. ‘ 

The price of fine cuttable rough was increased several time 
during 1943, although, as agreed, that of industrials remaine 
stabilized. In the past two years, the price of gem rough bh 
increased about as follows: fine cuttables over a carat, 70 pe 
cent; the same three-quarters to one-half of a carat, 45 pet 
cent; one-half to one-quarter of a carat and cleavages, 20 per 
cent, and melee 15 per cent. 

On June 5, Sir Ernest Oppenheimer stated that 1948 bi 
fair to be a much better year than 1942 and that the first h 
year’s sales made and arranged for were nearly equivalent to 
those of all 1942. He stated that sales of gem stones had bee 
good, South African and American cutters taking the big roug) 
and Palestine the small. At the March “sight” over £1,000,0 
had been sold, and more could have been sold, were it sorteé 
At the “sight” late in June, £3,000,000 worth was said to havé 
been sold. The September “sight” was entirely of small goods 
Sales were said to have exceeded £1,000,000, cutters from 
America and Palestine being the principal purchasers. In Octo- 
ber, sizes were offered and were eagerly purchased by Ameri= 
can and British cutters, although it is believed that the nee¢ 
of the latter have been satisfied for some time. Sales approxi- 
mated £2,500,000. Small stones were the subject of a “sight” 
in December, and £2,000,000 worth are said to have been sold. 

The large sales' were dramatized by a cable originating im 


(Please turn to page 140) 
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PM cetsteaks are much rarer than orchids these days and far more satisfy- 
ing, and we think you deserve the best, Mr. Jeweler, when you sell the best. The diamonds 
we sell you and you sell the public are the kind men and women wear with pride and pleas- 
ure, forever. They have been carefully selected by a firm whose experience in the judgment 
of diamonds and whose reputation for reliability go back for almost sixty years, a firm whose 


integrity helps to build its customers’ business. 
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Brazil’s Cutting Industry Today 


About 5000 lapidists, including many women and children, are at work 
im Brazil’s gem-cutting shops; mechanization seen necessary 
if Brazil is to compete in costs with Germany after the war’s end 


by FREDERICK H. POUGH, Ph. D. 


Curator of Geology and Mineralogy, 
American Museum of Natural History 


EFORE the war, the bulk of Brazil’s gems were 
exported to Germany for cutting, and in Idar by 
far the greater proportion of the rough which one saw 
being cut was of Brazilian origin. Agents went out from 
Germany to purchase material to keep the Idar lapi- 
daries supplied from all over the world, and many of 
them went to Brazil. 
German cutting costs were low, even lower than the 


present Brazilian wage scale permits, so there was little — 


incentive toward the development of a home industry 
in Brazil to supplant the exports and utilize their own 
products. Further, the Germans were naturally not at 
all interested in developing domestic competition in 
Brazil, and so communicated as little as possible of their 
secrets to others. This was true of the few German 
immigrant lapidists, who came over long before the war 
and the recent political developments, as well as of 
the agents of the Idar cutters. Hence, we see that there 
was little pre-war lapidary development in Brazil, and 
little incentive for such development. 4 


5000 BRAZILIANS CUTTING STONES 

Today the picture is very different; with access to the 
European markets cut off, the Brazilians have had to 
develop their own industry in order to continue profit- 
able gem production. This has been, on the whole, a 
thoroughly desirable change in the picture, for it now 
gives employment to perhaps 5000 people and brings 
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a much larger financial return to the country; as we 
as much more revenue for the State. 

The European market for gem stones was gradually 
cut off, so there was no sudden cessation of buying or, 
production. In fact, some of the old dealers are reported 
to be still purchasing fine rough for release to the olf 
markets after the war. As the old outlets: were drying” 


i 
Xu 
a 


up, new markets were developing, in North America, # 


but these new markets required a different product 
which led to new developments in Brazil and grea 
changes in the whole organization. There was no longe 


a market for the lower grades of rough which had beef) 
cut into beads and cabochons; the North Americans 
wanted only the best. But this policy left a large 
unsalable stock on the hands of the miners, a type of” 
goods which had formerly paid much of the costs of 


the operation. Cutting costs in the United States are 
so high that it was and is quite impractical to cut thé 
cheaper quality of stones here. Furthermore, with ow 
system of priorities, even if a large number of peopl 
wanted to go into the business they could not now g 
the equipment. 

Brazil found itself with a nucleus of competent cu 
ters, a failing market for rough, a. fine demand f@ 
faceted stones and a well-stocked labor market—so wh 
could be more natural than the development that 
have seen there? Within two or three years the num 
ber of cutters has gone from a hundred or less up to 
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Among the newest Robinson & Sverdlik presentations is an 
outstanding group of *Gemstone rings featuring STAR SAPPHIRE, 
AQUAMARINE, TOURMALINE, AMETHYST and TOPAZ, set in 
diamond studded mountings... The rings shown above-are representative 
of the glamorous beauty and distinguished styling of this important | 


line . . . Stock on hand for immediate delivery. 


ROBINSON & SVERDLIK 





Stylists in Stones 
3 RINGS 


‘New York 


enter ‘ e : 
610 FIFTH AVE., Rockefeller : featuring all the Stones of Fashion 


at every retail level from 


350 to s5000 








Till industrialization and a higher standard of living draw miners 
to better-paying jobs, Dr. Pough believes. This article is the fifth 


and last in a thorough and up-to-date survey of Brazil’s gem trade 


figure which is variously estimated at three to five 
thousand. The industry is concentrated in a few cen- 
ters; Rio de Janeiro, Bello Horizonte, Theophilo Ottoni 
are the main towns. 


CUTTING IS SECTIONALIZED 


Most of the shops are tremendous expansions of facili- 
ties and a dilution of knowledge and experience. One 
or two qualified and trained cutters have six or eight or 
ten assistants whom they are teaching. Much of the 
work is done on a production basis; each of these new 
cutters does only one stage in the process, such as the 
roughing out, or the polishing of a few facets on the 
crown, after which the stone is passed on to another 
worker. Many of the cutters are women or children, 
who become expert at their phases of the work but are 
not, of course, qualified to carry on all of the activities 
necessary for the production of the finished stone. 

The cutting system employed in Brazil is much like 
that of the modern electrically-powered Idar shops, 
without any more mechanization, and this hand work 
still requires experience and judgment for the best 
results. Dops are held by hand against a common 
jam peg or board, and a standard product turned out 
subject only to the variations that are possible in these 
methods.. So far no attempt at mechanization, calculated 
and adjusted angles for different stones, and so on, has 
been attempted. The workers soon acquire the experi- 
ence necessary for the ordinary cutting jobs, and since 
much of their work is on non-critical material, like 
amethyst, citrine, and aquamarine, perfectly satisfactory 
results ensue. 

Much of the cutting is of stones which are cut to 
definite sizes, called calibrated. The quality of the cut- 
ting varies greatly, some shops turning out poorly pol- 
ished and poorly shaped stones, others doing work which 
is quite comparable to the best work which came from 
Idar. Probably we can look for a gradual improvement 


in cutting and a greater variety of shapes as time goes. 


on, but there are difficulties which make the future of 
the industry somewhat of a gamble. 


POST-WAR GERMAN COMPETITION? 


Cutting costs by good lapidists today are about 15 
cents a carat for ordinary stones, perhaps ‘a little less 
on large orders of easy rough. Anything difficult, like 
garnet or topaz, costs more; perhaps 20 cents a carat 
for a few stones, and proportionately less for larger 
orders. Ordinary piece-work shop-cutting is much less. 
However, this does not compare too favorably with the 
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How long will Brazil continue as the chief supplier of gem stones? 




















old pre-war German costs, when a dozen 10 x 8 onyxes 
could be bought for $1 delivered in New York. If the 
Germans go back into gem cutting after the war, and 
there is no reason for thinking they will not, it will be 
difficult for the Brazilians to meet these prices. Any 
change in the Brazilian labor situation will probably be 
for the worse, from a cost per carat standpoint, and that, 
too, does not foreshadow a happy future for the infant 
industry. Then, mention should be made of the peculiar 
cash-in-advance financial setup required by Brazilian- 
American export-import laws which make business deal- 
ings difficult today and which, unchanged, will certainly 
throw business to other countries; all other a, 
being equal. ; 

Perhaps the most important factor in the cutting of 
gems, where the rough has great value, is the experience 
of the cutter. Apprentices who are trained to do only 
a few operations cannot cut difficult or unusual stones) 
satisfactorily and they have no conception of the meth-) 
ods of getting the most from the rough. Incompetent] 
cutters can be expensive, however low their wages, if 
they fail to produce the best stones and the maximum” 
recovery from a given piece of valuable rough. This is’ 
terribly true in Brazil today, and much fine rough has | 
been wasted by improperly trained, inexperienced cut- | 
ting. It was possible to send good rough to any on€ 
of many cutters in the old days in Germany with rea* 
sonable confidence that the maximum quantity of fine 
stones would be returned. Such results are by no means) 
assured in Brazil. ; 

Brazil may, of course, resort to restrictions on exports) 
to bolster the post-war industry, but that will hardly) 
be a permanent cure. The answer, for the future, wil | 
probably lie in increased mechanization for greater proy 
duction and the almost complete elimination of ham 
work for ordinary gems of the citrine-amethyst class; 1 
a few good shops with better trained cutters for the les 
common and more difficult stones, like fine aquamarine) 
topaz, rubellite, etc.; and a few master cutters fom 
unusual stones or especially difficult jobs. 

There is considerable cutting of diamond melee i 
Brazil now, and it is being done at costs which perm! 
the exportation to the United States, but no attempt w 
made by this author to investigate the very speciali 
diamond industry in Brazil, so it would be best not 
attempt any prognostications about future trends in th 
field. 

Now that we have gone into many aspects of the gel 
trade in Brazil it might be interesting to sum them @ 
(Please turn to page 151) 7 
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Perrecr musical notes have existed since creation . . . yet 


it takes the genius and articulate artistry of a 





Master to blend Nature’s notes into a classic composition . 
of perfect beauty . . . and so it is with a fine diamond. 
In the Baumgold factory precise mathematical planning 
and scientific knowledge are employed to achieve 
perfection in cutting. All 58 facets are cut 
at geometrically perfect angles, expertly 
calculated to assure maximum radiance and beauty. 
For generation after generation, Baumgold 
master diamond cutters have carried on the tradition 
of perfection. Their pre-eminence in the field 


of diamond cutting was not born . . . it was made. 


BAUMGOLD BROS ne 


j 02 West 47th Pict » New York Ciby 


Los Angeles Office: 220 West Sth Street 


AFFILIATES: Diamond Tool Research Co., manufacturing diamond tools for vital war industries. 
Quartz Products Co. of New York, manufacturing highly important parts for war communications. 
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"I always hire nice-looking girls—my public expects it of 
me," says Misti. The girls are well trained; sales-wise, too. 


NY jeweler whose store still does not include a 
costume jewelry department—or who has in- 
stalled one but carries it on in a half-hearted sort. of 
way—might be surprised at the amount of volume and 
profits that he is missing. 

For example, consider the Misti Jewelry Co. of 
Omaha and Reno, a substantial and highly profitable 
business which has been built on what is basically the 
same appeal as any standard retail jewelry store, but 
which confines its dealings solely to jewelry of the ‘‘cos- 
tume”’ type. 





The “fall opening" is a big sales event at the 
Misti Jewelry Co. The display windows are draped 
to “unveil” the latest trends in costume jewelry. 
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by A. E. TYLER 


This is Miss Theta Hampton: 
"Misti" is her trade name 





Misti Makes Money 


With Costume Jewelry 


“Misti” is the registered trade name of Miss Theta 
Hampton—a charming lady who disproves the theory 
that blonde good looks and brains are never found to- 
gether. And just for good measure, she adds a large 
dash of originality and daring. 

Misti Jewelry Co. had its inception early in the de- 
pression about 13 years ago. At that time when many 
people were forced to sell or pawn some of their most 
cherished: bits of personal adornment, Misti conceived 
the idea that she could build a business by making it- 
expensive replicas of valuable pieces to spare people 
the embarrassment of explaining the disappearance of 


a favorite article while it was temporarily in “Uncle's” 


keeping. 

The idea prospered, but it entailed a lot of work for 
a relatively small volume and as the economic skits 
cleared the original idea began to lose its value. At this 
point Miss Hampton decided that the logical next step 
wasto get into the selling of ready-made costume jewelry, 
in which a’ more substantial and permanent busines 
could be built. Out of this beginning have grown two 
highly prosperous stores—one in Omaha, the other if 

(Please turn to page 188) 
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Put the 5th War Loan Over the Top! 
BUY MORE BONDS 


IMPERIAL PEARL SYNDICATE 


607 Fifth Avenue 


New York 17, N. Y. 
5 N. Wabash Ave. 607 S. Hill St. 
Chicago 2, Illinois Los Angeles 14, Calif. 
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stud-spiral. An item of jewelry find- 
ings, a mounting fora . 
setting for a stone, etc., 
used for making up =) 
shirt-studs. 

stuffing spoon. See GRAVY 
SPOON. 

stump. 
TOOL, 

style, or stile. The angu- 
lar plate that casts the fat 
shadow on a sundial; a 
also called gnomon. See SUN DIAL. 

succinite. The mineralogical term 
given to Baltic amber, which yields 
succinic acid. A confusing use is 
the application of the word to an 
amber-colored variety of grossular- 
ite garnet from the Ala Valley in 
the Italian Piedmont. 

succinum. Ancient name for amber. 

sugar and cream set. As made in 
sterling or silver plate, a sugar 
bowl and a cream pitcher, each 
about five inches wide and three 
inches high. Sometimes a silver 
tray, about 8% inches long, forms 
a third piece. 

sugar basket or sugar basin. A 
pierced silver holder with baled 
handle and glass lining, usually of 
blue color. Originally made in the 
eighteenth century. 

sugar bowl. A receptical with or 
without a cover, with two handles, 
used for serving sugar at the table; 
frequently made to match a tea 
service. 

sugar sifter. A table appointment, 
in the shape of a gravy ladle, with 
pierced holes in the bowl, which 
permit the sugar to be sifted. 

sugar spoon. A spoon used for serv- 
ing powdered or granulated sugar. 

sugar tongs. A table appointment 
used to serve cube or cut sugar. 

sulphur diamond or sugar _ stone. 
Pyrite. The compact white to pink 
datolite from the Michigan copper 
district. 

Sultan Baber diamond. A more or 
less mythical Indian diamond, 
which disappeared with the Great 
Mogul at the time of the Persian 
Conquest. 

summer time. English term used for 
DAYLIGHT SAVING TIME, 

sun dial. Usually a plate, with grad- 
uations representing hours and 
fractions, from which projects a 
point (the style or gnomon) that 
casts its shadow when the sun 
shines on it; the shadow travels 
over the dial with the sun’s ap- 


See STAKING 
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parent motion, marking apparent 
solar time. Sun dials have been 
made of other than the usual form; 


Sun Dial 


with concave instead of flat faces; 
in shape of a ring; portable instead 
of stationary, etc. See TIME. 

sun opal. A variety of fire opal. 

sun stone. A grayish white or reddish 
variety of oligoclase with many 
parallel oriented thin plates of 
hematite or goethite, and their re- 
flections give a golden sparkle to 
the stone. 

sunk-center. Timepiece dial with the 
part inside the hour-circle in a 
plane lower than the hour circle; 
this together with sunk-seconds is 
called a double-sunk dial. See 
SUNK-SECONDS. 

sunk-seconds. Watch dial with the 
seconds dial recessed so that the 
hand runs well below the path of 
the hour-hand, which is thus al- 
lowed to be set closer tothe main 
level of the dial. See DOUBLE- 
SUNK, SUNK-CENTER. 

supplementary arc. The portion of 
the circular motion of a watch bal- 
ance that takes place after impulse 
has been given, when the balance 
is free from contact with the 
escapement. 

surface hardening. See CASE-HARDEN- 
ING, 

surface tension. See CAPILLARITY. 

Suriam garnet. Syriam garnet. 

surprise piece. An attachment to the 
quarter-snail of a striking or re- 
peater watch, for insuring against 
accidental errors in number’ of 
strokes sounded. | 

surveying chronometer. 
chronometer with addition of elec- 
tric contacts that afford break-cir- 
cuit time signals that may be sent 
by wire or loud-speaker to an ob- 
server at a distance, for determin- 
ing longitude on land, or other 
surveying uses. 

suspension. 1. The parts of a clock 
pendulum that have to do with sup- 
porting it at its upper end. 2. The 
parts of a marine chronometer that 
connect the inner metal case of the 


A box- 





movement with the outer case of 
wood; usually an intervening metal” 
hoop or ring, with pivots and bear. 
ings set at quarter-points on the - 
ring. See GIMBALS. 

swag. A term applied to the festeon: 
or wreath decoration of draperies, ” 
leaves and flowers. This decora. : 
tion was used frequently by Adam 
Brothers 
school. 


swaging. Working metals into de ” 


of London and their 


| 
} 


sired shapes by hammering cold # 
metal into a usually rather simple J 


form or mould made of harder 
metal. Swaging does not mean — 
power die-press work on cold metal, 
because the force is applied with a © 
hand-hammer; nor does it mean 
hand-work on hot metal, which js © 
properly called forging. 

sweating. Soldering by coating both | a 
surfaces thinly with solder; then © 
binding them together, cold, and 
applying heat, instead of heating 7 
the bare-surfaced work, with flux | 
to lead the solder between the sur- | 
faces. a 

sweep seconds. 
center of movement, of length equal = 
to the radius of the minute cir- | 
cle on its dial, indicating seconds or © 
seconds and fifths on the circle, 
making one turn on dial in one 
minute; used in chronograph 
watches, timer watches, or clocks, © 

sweetmeat dish. An English term for 
a small tray or shallow dish suit- 
able for the reception of dried 


fruit, sweetmeats and other table | 


delicacies. 

sweet-water 
pearls. 

swindled stone. A diamond with 4 
_large spread and little depth, made > 
to look like a much heavier stone” 
than it is. 

swing. In a lathe, the measurement} 
of its capacity to handle diameters 
of work; “four inches swing” would 
mean 4 inches height from top 4 
lathe bed to center of spindle 
which would accommodate work 6 
a maximum diameter of eighi 
inches, for facing work; or of le 
diameters for some work on edge 4 
side, allowing for height above bet 
of the tool rest, slide rest, etc. 

swing handle. See BALE HANDLE. 

swing tailstock. See JEWELING C 
PER REST. 

swing-tool. A metal bar supported 
its ends on pointed pivots in bea 


pearls. Fresh water 
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A JEWELER'S DICTIONARY 
(From Page 134) 


ings in a frame. Work to be filed 
or lapped truly flat is cemented or 
screwed to the bar; the pivots al- 
low a slight swinging motion so 
that the work accommodates itself 
to the flatness of the acting file or 
lap, preventing formation of 
rounded corners at edges of work. 
Swiss lapis. A fraudulent and widely 
used term for reddish or grayish 
chert or jasper dyed blue to imitate 
lapis lazuli. It can be distinguished 
by its higher luster, the lack of 
pyrite inclusions, and the frequent 
presence of small knots of quartz 
crystals which do not take the dye, 
and hence, remain white or gray. 
German lapis is the same sort of 
material. 
swivel. An item of jewelry findings, 
for attaching watches, etc., to 
chains; usually with a loop 
of metal having a hinged 
section that may be opened , 
to insert a watch case bow, 
or a bail or ring; and that 
is normally held closed by a 
spring. The closed end of 
the loop is fastened usually 
to a jump-ring on a base 
that is free to turn. 
swivel-vise. A bench vise with 
jaws on a base that may be turned 
and fastened in any position, for 
convenience in getting at work. 
Sydney shell. Macassar shell. 


synchronized clock. An independent 
spring-driven or weight-driven 
clock, set to accurate time period- 
ically from a master clock con- 
nected with it by an electric cir- 
cuit; a “secondary” clock. See 
ELECTRIC CLOCKS. 

synchronous clock. A clock driven by 
an alternating electric current mo- 
tor, its speed and timekeeping reg- 
ulated by the frequency rate 
(cycles per second) of a generator 
at the source of the current, con- 
trolled by a clock there. See 
ELECTRIC CLOCKS. 


synthetic. A term applied to an arti- 
ficially made substance which has 
all the physical properties and the 
chemical composition of a natural 
substance. Synthetic gem stones 
should be sharply distinguished 
from imitation stones; the former 
are physically and chemically iden- 
tical with the natural material, 
while the latter are similar only in 
appearance. Curved striae, or 
lines of growth, and—frequently— 
round bubbles show synthetic 
origin. 

synthetic alexandrite. A misnomer, 
because this material has the com- 
position of corundum or synthetic 
spinel, instead of chrysoberyl. It 

is colored by vanadium oxide, and 

is generally rather violet even in 

daylight. : 





Swivel 
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synthetic chrysoberyl. Reported to 
have been successfully made, but 
not as attractive as the synthetic 
corundum imitation, and hence, not 
on the market. 

synthetic corundum. A_ synthetic 
product with the chemical compo- 
sition of the natural mineral, alu- 
minum oxide, and the inclusive 
term for numerous gems like 
synthetic sapphire and ruby. Syn- 
thetic corundum gems with impuri- 
ties to color them in imitation of 
non-corundum gemstones cannot 
properly be called synthetic, as for 
example, the so-called “synthetic 
alexandrite,” which is really imita- 
tion alexandrite. See AMARYL; 
BIRNE; DANBURITE; FORMATION 
STRIATION; FREMY RUBY; SCIENTI- 
FIC RUBY; RECONSTRUCTED RUBY, etc. 

synthetic emerald. Today, usually a 
misnomer, for while synthetic em- 
erald has been successfully made, 
it has so far played little part in 
the gem business. It may some day 
become a more important factor, 
but great care should be observed 
in the use of this name. Also used 
as a deceptive name for emerald 
triplets, and for a beryllium glass 
supposedly of the emerald compo- 
sition. 

synthetic ruby. A synthetic reproduc- 
tion of the natural material. It 
can be distinguished from the lat- 
ter, from the presence of curved 
growth lines and, often, round bub- 
bles, but has almost identical com- 
position and properties. This term 
cannot be applied to any other type 
of imitation of the natural ruby. 

synthetic sapphire. See SYNTHETIC 
RUBY. 

synthetic spinel. Synthetic magne- 
sium aluminate, but with a higher 
alumina content than natural 
spinel, hence, not quite identical 
in properties. The coloration of 
this material is usually different 
from any natural stones, pale blues 
(sold as “synthetic aquamarines” 
or “synthetic zircons”), and other 
light colors being the rule. See 
AQUAGEM; BERYLITE; DIRIGEM; RO- 
ZIRCON ; etc. 

synthetic turquoise. A _ blue-stained 
amorphous imitiation of turquoise, 
with a composition quite different 
from the genuine; hence, an im- 
proper usage. 

syntholite. Trade name for the syn- 
thetic corundum imitation of alex- 
andrite. 

Syriam or Syrian garnet. Almandine 
garnet, an ancient, commonly men- 
tioned and exceedingly question- 
able locality name, derived from 
the name of the capitol of the old 
kingdom of Pegu (Lower Burma). 


T 


tabasheer. Amorphous, opal-like sil- 
ica, found in the joints of certain 
species of bamboo. It is ‘white to 





bluish-white in color, and become 
transparent when saturated With | 
water. In many respects it resem! 
bles the natural mineral substan 
hydrophane. 

table. The large horizontal top face 
of a facetted gemstone. 

table clock. A term used mostly fo |) ~ 
ancient domestic clocks designed fgp | 
portable use. Historically, prior | 
about 1510, table clocks are th 
link between clocks and watches : 
See TRAVELING CLOCK, 

table diamond. An early form of dig 7 
mond cutting, the 


octahedral point be- / 
ing worn down to Ni 


square, the opposite 

point to a very small 
Table 
Diamond 





plane and the sides 
squared up, the width 
of the two sides to- 
gether equalling the upper plane 
surface. Flat stones, or lasques, 
omitted the lower part, and the 
table consisted of a top with the 
upper sloping sides. 
table fork. See DINNER FORK. 
table knife. See DINNER KNIFE. 
table roller. See ROLLER TABLE. 
tableside. The crown. 
table spoon. A spoon with an eliptical 
bowl used for serving; the size 
larger than a dessert spoon. 
tablestone. Refers to an ancient form 
of cutting, and to the flat modem 
ring stones, often with insets of” 
metal or gems, and frequently en- 
graved. i 
Tahiti shell. Shell of a variety of 
Margaretifera found in the south 
Pacific, with a green nacre and 
black edges. Variously called Gam- 
bia, Auckland or Tahiti shell, de 
pending upon the export centers, — 
tailings. Milling term for the crushed ~ 
and valueless residue from an ore-— 
treatment operation. ’ 
Taj-e-Mah diamond. Meaning “crown” 
of the Moon,” a large Indian dia- 
mond from Golconda. Cut in a” 
rosette, it was among the loot cap-~ 
tured in 1739 by Nadir Shah and is © 
believed to still be among the 
Iranian treasures. It is said to” 
weigh 146 carats. i 
takin. Native name for an emerald” 
engraved in Delhi. q 
Takowaya or Tokowaya. A center of 
Russian emerald mining in the7 
Urals, a source also of chrys0— 
beryl (alexandrite) and phenakite. 
tale. A very soft, (1 on Mohs’ hard) 
ness scale), light-colored hydrov 
magnesium silicate. It is crushed 
for taleum powder, etc., and the im= 
pure massive variety is known 
STEATITE or soaptsone. 
tali. An Indian neck ornament. 
Talifu jadeite. An example of the un 
certain locality ascriptions based 
upon the names of trade cente! 
Talifu or Tay-hy-fu is in Yunnal 
Province in China but is not # 
known source of jadeite. q 
tallow drop. A cabochon cut stone. — 


tallow top. A low cabochon. 
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A JEWELER'S DICTIONARY 
(From Page 136) 


taltalite. Brazilian term for emerald- 
green tourmaline. 

tama. Japanese name for jade, as is 
giguku. 

tambour. Design of a clock case, with 
the movement in a drum-shaped 
part with the dial on front end, this 





Tambour Clock Case 


drum being on a wide base that 
increases gradually in height from 
its outer ends up to points where 
the base meets sides of drum. 

tambourine watch. Earliest form of 
watch, cased in a metal drum with 
metal covers hinged on both sides, 
with their edges projecting beyond 
the sides of drum. Similar ancient 
cases but with covers to be pressed 
on drum and not hinged, are called 
canister cases, 


tang. The part of a file, graver or 
other tool used in a wooden handle 
that is pointed, to be driven into 
the handle. 

tangential. A principle in designing 
escapements whereby impulse-force 
is to be applied in a direction co- 
inciding with a tangent to the 
circle of motion at the point where 
contact of parts is made. In tan- 
gential locking, the force against 
the locking-part is applied in a di- 
rection coinciding with a tangent 
to the circumference of escape- 
wheel at the point where a tooth 
rests on the locking part. 

tank. An Indian unit of weight for 
pearls. It equals 24 ratis, or 
0.145 oz. 

tankard. A drinking vessel on a flat 
or moulded base or low foot, with 
tapering or bellied sides, a handle 
and lid hinged to the handle; known 
as a flagon in England about 1500; 
not common in the American colo- 
nies until a century later. 


tantalus stand. A stand holding two 
to four liquor bot- 
tles with a cross bar 
and handle at the 
top and with hinges 
at the side near the 
top, so the top sec- 
tion may be turned | 
back and the bottles bi 
removed. Named 
after the mythologi- 
cal Tantalus, who in 
Hades, was condemned to stand up 
to his chin in water, which receded 
whenever he attempted to drink. 


tanus. Considered a sort of emerald 
by Theophrastus, but apparently 
not highly valued and thought by 





Tantalus 
Stand 





~John Hill (1746) to be a earieny of 
jasper. 

taper. 1. A form in which ian is 
a gradual and uniform decrease in 
diameter from end to end. 2. A 
metal bit to fit in taper-chuck or 
tailstock spindle to form a center 
for lathe work. SEE TAPER CHUCK; 
TAILSTOCK. 

taper chuck. Chuck for watchmaker’s 
lathe; of solid steel except with an 
axial tapered hole for holding 
taper-centers, taper-shanked drills, 
etc. See CENTERS, LATHE; TAPER. 

taper jack. A writirg table accessory. 
before the invention 
of gummed envel- 
opes, consisting of a 
spindle on which a 
coil of taper was 
placed. The end of 
the taper, passing 
through a socket at 
the: top, was lighted 
for melting sealing 
wax. Other types 
were box-like or 
globe-shaped. 

taper stick. A miniature candlestick, 
used from about 1688 until the ad- 
vent of the gummed envelope, for 
melting wax to seal letters, also 
when sealing a document. 


tarnish. The thin film of color on the 
exposed surface of a metal. In 
most cases the film is a metallic 
oxide. The tarnish that forms on 
silver, however, is silver sulphide. 

tarshish. A stone of the High Priest’s 
breastplate; having been derived 
from Tartessus in Spain, it is very 
likely that it referred to citrine 
quartz, rather than to topaz or 
peridot. However, Kunz suggests 
that yellow jasper was probably ac- 
tually used as the tenth stone of 
the breastplate. 


Tasmanian diamond. White topaz. 


Tassie’s pastes. A series of paste re- 
productions of gems made in Lon- 
don, between 1770 and 1790, by 
James Tassie (1735-1799), a Scot 
sculptor, reproducing every famous 
gem then known in all the Euro- 
pean collections. Said to be in- 
ferior, however, to Regent’s pastes. 

Tauridian topaz. Pale blue Russian 
topaz, an allusion to the locality. 

Tavernier, Jean Baptiste (1605-1689). 
A French gem dealer and traveler 
who made six journeys to the East, 
Where he saw many of the trea- 
sures of the rulers. He recounted 

_ his travel in Les Six Voyages de 
Jean Baptiste Tavernier and to 
this work we owe the descriptions 
of many famous gems including 
some which subsequently disap- 
peared, like the Great Mogul. 

Tavernier rule. A method of calcula- 
tion of the value of gems, by which 
the price increases by the square of 
the weight in carats or grains. 
This rule, also called the Indian 
rule, is not satisfactory for it leads 
to error in the values of very small 

and very large stones. 





Taper 
Jack 


-tea tray. See WAITER. 












Tavernier table. The Great Table - 

Tawmaw. One of the best known Up. 
per Burma jadeite occurrences, 
known since the Seventh Century, 
Also spelled Tammaw. 

taxoite. Green serpentine, from Ches. 
ter County, Pennsylvania. 

tazza. 1. A bowl-shaped drinking yes. 
sel with baluster-shaped stem, 2 
Later, a round bowl or plate up to 
14 inches in diameter, mounted op 
a short stem and comparatively 
small foot, used for serving cakes 
and fruit, also perhaps for support. 
ing tankards to protect the table 
top from stains. Tazze (plural) 
_date from the 16th, 17th and early 
18th centuries. 

tea caddy. A small container for tou 
dating from _ the 
Queen Anne period. 
Some of the early 
ones had locks and 
keys because tea, in 
early days, was cost- 
ly. Many were beau- 
tifully decorated 
with chasing or en- 
graving. 

tea kettle. See KETTLE. 

tea knife. A_ six-inch 
hollow-handled knife, 
usually with a stainless steel blade; 
smaller than a dessert or luncheon 
knife; also known as a childs 
knife. 

tea maker. A silver appointment for 
the tea table. The size and shape 
of a tea spoon with a cover on the: 
bowl, to retain the tea when the 
hot water is poured on it, as it 
stands in the cup. : 

tea set. A service usually consisting 
of five pieces—coffee, tea, sugar, 
cream and waste bowl—made in 
sterling and electroplate, with ket- 
tle and stand to match. 

tea spoon. A spoon with an eliptical 
bowl, containing about one-fourth 
the content of a table spoon. The 
small tea spoon, or five o’clock tea 
spoon, is of the same shape but 
about one inch shorter. 

tea strainer. 1. A small wire basket 
hung in the spout of a tea pot. 2. 
A tea table appointment with a 
wire mesh bowl and handle, used 
for straining tea. 
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tea urn. See URN. 

tecali. Coined name for the dyed 
Mexican onyx marble, which has 
been widely sold under the name 
Mexican jade. It is derived from 
the name of the locality where it 
is found, though the Kunz version 
is Tecalco, and the Bauer Tecati, — 

teeth. In gearing, the cogs on a wheel, 
differentiated from “leaves,” which 
are the cogs on a pinion. 

tektite. A naturally occurring si 
ceous glass fragment, thought t 
be of meteoritic origin. Moldavite 
and queenstownite are tektites. 

tell-tale clock. See WATCHMANS 
CLOCK. 

(Continued next month) 
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Atlas jewels are formed to a great, lustrous depth, and pre- 





cision ground and polished by the methods and machines 
of the diamond cutters. @ Made in America, they have won 
the recognition of the manufacturers of the finest jewelry 


as the world’s standard of excellence. 


Manufacturers! Write for samples 


ATLAS MANUFACTURING CO. 


MANUFACTURERS OF GLASS, PLASTIC, PORCELAIN, METAL SPECIALTIES 
New York 10, N.Y. 


19 West 24th Street WAtkins 9-3634-5-6 
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THE DIAMOND INDUSTRY IN 1943 
(From page 124) 


South Africa in the fall stating that four tons of diamonds had 
been shipped from Johannesburg since the outbreak of the war. 
The figure is reported to include three tons of industrials sent 
or to be sent to Canada, per the British-American agreement. 
The value was over £3,500,000. The shipments are believed 
to have been the largest and most valuable in history. 

As to the future after the war? As a.guess the demand for 
industrial stones will decrease somewhat but will not slump 
badly, as too many executives, plant foremen and artisans know 
that plant efficiency depends on the diamond. Industrial sales 
are likely to be greater than those of pre-war years. There 
should be also a fair market for gem stones, for the following 
reasons: first, if the idea is properly handled, the American 
people will put part of their war savings into gems; sooner 
or later the Antwerp and Amsterdam cutting industry will be 
renewed on some scale and they will need rough—especially 
small; and the people of the Continent, fearing inflation and 
distrusting their currencies, are likely to put part of their capi- 
tal and their savings into diamonds as an investnient. For this 
purpose at least, diamonds have never failed them. Lack of 
stocks, however, is likely to prevent sales from being as large 
as those of 1943. 


RETAIL TRADE 

The retail trade in the United States throughout the year 
had an adequate supply of loose cut diamonds, both large and 
small. Due to government limitations on metal, however, some 
diamond jewelry was in short supply before the year-end. 
Prices of stones over a carat were not only firm, but rose; 
those of melee were firm until Mussolini fell—hastening, it was 
believed, the re-creation of Antwerp as a cutting center. Sales 
were particularly large, of engagement rings (bigger and better 


stones are demanded), wedding rings, and wedding ring gy, 
In many instances, the purchasers were married during ¢ 
depression and now for the first time can afford the 
desired diamond. Some brown and yellow and other faney diy 
monds were sold, but the sale of such diamonds has not j, 
creased much in the past two years. The tendency to 
fewer melee in mountings, noted since 1939, continues, 
jewelers increased their stocks of diamonds, since these stong 
are still available, while many other jewelry lines can no} 
be replenished. Most of the items sold were of medium pj 
(particularly from $100 to $300), although some importa 
items priced in five figures were disposed of. 

So far as New York importers, cutters and dealers eq 
estimate, the gain in diamond sales over those of 1942 Was 
about 80 per cent. 


STOCKS 

If this war continues for a year or more, all stocks of indy 
trial diamonds in the hands of the Diamond Corporation aj 
of the producers will either disappear or be reduced to a mig. 
mum. For five or six years the finer grades have been scar 
Now .the demand for crushing bort is such that stocks yj 
soon be exhausted. The industrial stone is used up completey 
and does not, therefore, reappear on the market. The law gf 
supply and demand will result in higher prices, particulary 
in the cheaper categories of industrials. 

Fine large cuttable rough has been difficult to obtain fy 
several years. Indeed, as the mines which have been operate 
in the past four years are, on the whole, dominantly producey 
of industrials, gem stone demand during that period has beg 
supplied largely from existing stocks. The rather precipita 
re-opening of Dutoitspan and Klienzee suggests that sud 
stocks were uncomfortably small. 

So far as we can foresee, the industry will continue to dray 
on stocks, both industrial and gem, in 1944 and 1945, but 
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Fancy Cut Diamonds 


Matched Pairs and Single Fancies in all sizes our 
specialty. We also carry a large stock of Mellee, 
Marquises, Emerald Cuts and Round Diamonds. 
Call on us for your needs. 












We wish to notify the trade that we buy 
estates consisting of diamond mounted 
platinum and gold jewelry and colored stones. 






SORT ba SRSLY OE RI AND, OEE LET PRET TG OE: ASAT POR! Re a EE 


ALIN Leen ae) 


HOS FIFTH AVENUE NEW YORK 


BROAD 


Telephone MEda 
e M 


POR JULY, 1944 





im the latter year,.new supply and consumption might well be at the rate of $3,240 a carat. Fine diamonds have neve) 
more or less in balance. higher, the present price even exceeding that of the 

Indeed, not since 1870 has the rough market been so much ties of this century. s 
a seller’s market as now. A well cut one-carat stone of good quality, including 

Stocks of rough in the hands of American cutters, while not tax, now costs at the ordinary retail store from $650 tg | 
large, are adequate. Fine large cut in the past year has at and top grades may sell for more. 5 

- times been difficult to procure, though the melee situation is Since the Fall of 1939, DeBeers has published average; 
much easier than it was. The retail jeweler’s shelves are soon of cut goods from one-half to three carats or more, “A 
going to show a number of vacancies, but compared to his _pilation of the prices published follows: 
confreres abroad, his stocks are still fairly good. 

The total stock of cut diamonds in the world grows from 
year to year and now must have a value of approximately ten is “ 
billion dollars (of which one-half is in the United States). and 1940 matrs 
Yet even in times of depression, only a small percentage of 
these stones comes on the market, not only because of the love 
of the gem and its supposed investment value, but in many 
cases because of the sentimental value of a gift from a loved 
one. 





$100 - $200 $100 - $250 
325 - 600 325 - 600 
900 - 2000 
from 1500 

r 

1943 


RETAIL PRICES IN THE U.S.A. (includes 10% tax) 


Since 1939, fine large rough has increased in price some 70 $150 - $350 
per cent and fine large cut (one carat), without tax, 40 to 70 —— = - an 
per cent and, with tax, 70 to 100 per cent. The American 1500 
trade has had difficulty in keeping American retail prices in 2 
line with the frequent price increases announced by the Dia- The figures are on the low ‘side for unusually fine stor 
mond Trading Company and sooner or later, if the condition These figures show the following increases in the past 
continues, increased prices must result in decreased sales vol- and a half years: a 
ume. In the meantime, melee has tripled or quadrupled in 
price. Half-carat goods have been increased more than carat Without Tax 
goods, the increase being, without tax, 90 per cent, and, with 8714% - 874% 
tax, 80 to 125 per cent, according to quality. Cut stones of One carat 39 - «7 
two carats or more show smaller increases (80 to 50 per cent 
without tax and 60 to 85 per cent with tax) than the one-carat 4 
stones, but in some instances the price is a matter of negotia- Early in the year the demand and price in all sizes 
tion between buyer and seller. Some exceptionally high prices qualities were upward. Peace talk following the Tunisian 
for large cut have been paid and purchases running into four tory in June for some reason weakened prices. Soon, he 
figures are more common than they were, say, two years ago. the market firmed and remained so for the rest of the yey 
One jeweler advertises a 5.71-carat pink fancy for $18,500, or The removal of price control on small diamonds had itt 
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effect on the market. The price of melee in New York weak- 
ened some 10 per cent in December. 

The American price certainly is no longer low, and if the 
American cutter is forced by increasing prices of rough abroad 
to raise it much higher, it will become an unhealthy one. 
Further raises may cause a crash, with American brokers, 
cutters and retailers holding the bag. 

When the war is over, if no further incrgases occur, the 
prices of diamonds of one carat or more should hold, for pre- 
sumably no more will be mined and sold than can be absorbed 
by the public. But the artificial price of melee, incident to the 
destruction of the cutting industry of Belgium and Holland, 
will break once it is evident that those industries will arise in 
the post-war world. The growing importance of the industrial 
stone in the world’s sales and the expected increased price of 
crushing bort will in the long run affect favorably the price 
of gem stones. With good sales of industrials, the Trading 
Company may more patiently await receipt of its price of gem 
stones. 

If one thinks American prices are high, turn to France 
under Vichy regime; it is stated that stones were worth $160 
in pre-war days can now be sold for $5,000, a 30-fold increase. 


WORLD PRODUCTION 


For the fourth year, because of the war, accurate figures as 
to the world production of diamonds are not available, but 
the estimates in the following table are believed to be fairly 
accurate. World production (gems and industrials) in 1943 
is estimated to have been 8,140,000 carats (1.628 metric tons), 
valued at some $29,000,000. Compared with 1942,.the weight 
was down 12 per cent and the value was up 314 per cent, due 
to the-better quality of gem stones produced. Bort again rep- 
resented about 79 per cent of the caratage and gem stones 21 
per cent. The Belgian Congo was the leading producer by 
weight (60 per cent; 65 per cent in 1942) and in value (20 
per cent), unless the American purchases in Brazil at inflated 
prices put Brazil in first place. The British Empire produced 


26 per cent of the total by weight and 36 per cent by vy 
Late in the year, Dutoitspan was re-opened; in conseq) 
the pipe mines, by weight, accounted for one per cent of the 
production, the rest being alluvial. c 
The following table shows, as accurately as available st. 
tistics permit, world production for the past four years; 














—— 
World Production of Diamonds, 1940-43, by Countries in Metric Carat 
(including Industrial Diamonds) %; 
Country 1940 1941 1942 og 
“thee 1 784,270 786, 980 “791,850 
SE CRA Beek : y ; : 
Belgian Congo.............. 9,603,000 5,866,000 *6,018,000 nee 
French Equatorial Africa... . . *16,000 20,000 *20,000 5.00) 
French West Africa.......... 65,782 57,736 57,736 *20;000 
Gold Coast (exports)**. .: *825, 000 1,000,000 *1,000,000 "950,009 
Sierra OW lent 750,000 850,000 *850,000 *850,000 
South-West Africa........... 30,017 46,578 *56,420 *100, 000 
ya eer 2,250 *1,750 *], +009 
Union of South Africa : 
OM, «inte Se USES wad b eee b yo, SA ca ey *80, 
EEN ics. oj 'acsis doe oav eas *172,419 *112,300 ****106,000 "122,000 
Si 
Total Union of South Africa  *543,463 *112,300 ****106,000 202,000 
NOE Ee eee! *325, 000 325,000 300,000 *275,000 
British Guiana................ *26,764 *27,000 *27 ,000 *27, 000 
Other Countries*** ........... 31,750 34,350 44,350 *30, 000 
13,003,296 9,127,694 9,272,356 8,140,209 


7 * Estimated. 


** Exports 1940; production 1941-38. 

**** South African production without Namaqualand, about 
76,505 carats. 

*** 1940 and 1941: Borneo, India, New South Wales, U.S.8.R. 
and Venezuela (Venezuela, 29,899 carats in 1941); 1948: 
Borneo, India, New South Wales, Rhodesia, U.S.8.R., Vene- 
zuela (Venezuela, $4,038 carats); 1943: Venezuela (22, 
845.75 carats), Borneo, India, New South Wales, U.8.A,, 
Bolivia. 





The Union: of South Africa and South-West Africa, both 
being far below productive capacity, showed gains over 1942, 
respectively, of 90 per cent and 67 per cent. Angola continued 
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Because of conditions 
which we have no control we UY 
are not able to guarantee deliv- 
ery of all models of ALTON 
watches. However, all ALTON 
watch orders will receive our best attention, 
and we will supply whatever possible. 


We urge our customers and friends to be 
patient with us during this uncertain period, 
until we are again able to fill all orders com- 
pletely and promptly as in years gone by. 


W. & G. DIAMOND RINGS AND SETS 





Matched set in 14K, yellow gold. 
Solitaire has .05 Carat center dia- 
mond. Wedding ring has three fine 


Matched set in 14K, yellow gold. 
Solitaire has two side diamonds and 
-10 Carat center diamond. Wedding 


ring has three fine diamonds. diamonds. 
Grade Grade Grade Grade 
A AA A AA 
0843—Set—Retail...$97.50 $109.50 D879—Set—Retail ..$71.40 $77.40 
Keystone Price .... 78.00 87.60 Keystone Price .... 57.00 61.80 
D844—Solitaire— D880—Solitaire— 

SSP 63.90 75.90 MNS ied sink'so.0 Sa 37.50 43.50 
Keystone Price ... 51.00 60.60 Keystone Price .... 30.00 34.80 
D&45—Wedding Ring D88i—Wedding 

MUNI “cbstsoece ove» 35.40 Ring—Retail .... .... 35.40 
Keystone Price .... .... 28.20 Keystone Price .... .... 28.20 


Prices and quality of W. & G. Diamond 
Rings and Sets are the same as in 1943— 
no advance in price, no reduction in quality. 


SEND FOR THE W&G DIAMOND CATALOGUE 
FOR READY REFERENCE 


Weksler & Goodman. Ine. 


Distributors of Kevstone, Star, Belove. and 


I.D. Watch Cases 
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its modest gain, a characteristic feature for many years. The 
Belgian Congo, short of staff and supplies, showed a jg per 
cent decrease in production. War cut the production of the 
French colonial empire in half. Venezuela, due to exCessively 
high waters and the partial exhaustion of the easily operated 
deposits, suffered a decrease in production of one-third. Brazil 
lost a little due to rock crystal and mica mining disturbing its 
labor supply. 

The 1944 production may show an appreciable increase, par- 
ticularly if supplies reach the B.C.K. mines (Belgian Congo) 
in quantity. 


DIAMOND CUTTING 
After the invasion of Belgium and Holland in 1940, whig, 


used to cut about 90 per cent of the world’s diamonds, Oppor- 
tunists realized that the low-cost manufacture of cut stone; 
was out for the duration. In consequence, the American, Bra. 
zilian and South African industries expanded and new indy. 
tries sprang up in Great Britain, Palestine, Cuba and Port 
Rico. The old industries of India and Borneo were little af. 
fected. In 1943, the industry appears to have expanded 
slightly. 

The present cutting centers, which employed about 7750 cut. 
ters in 1942, had some 11,000 artisans and apprentices in 194, 
The former figure is about one-third of the prewar labor forge, 
Due to the war, Belgium, Holland, Germany, the United State} . 
and Great Britain lost cutters, while South Africa, Palestine, 
Canada, Porto Rico, Cuba and Brazil gained. 

Within a year or two of the time peace is declared, the 
Belgian and Dutch industries will arise from ruins. It is 4 
moot question as to how many of the Belgian and Dutch 
cutters will return to their homeland after the war; many 
will, but other emigrés will be unwilling to return to Euro 
and risk again being forced to flee. If the Low Countrief 
industry revives, most other cutting centers will not be ing 
position to compete, with the possible exception of Palestin 
and perhaps America and the Union of South Africa in th 
large sizes, provided the wage scale is drastically cut in th 
latter two countries. 

The present industry appears able to satisfy the world 
demand for virgin cut, which in a prosperous year may i 
$60,000,000. Roughly, the value of the cut of the more impor 
tant cutting centers at present follows: the United St 
$18,000,000; Palestine, $11,000,000; South America, $10,000, 
Union of South Africa, $8,000,000; all others, $10,000,000. © 
other words, the cutting industry, when strikes do not prev 
can take care of the world’s needs and at times slightly ¢ 
produce. 

Little news appears as to the condition today of the th 
cutting industries now under Nazi control, namely, the \ 
Rhine region of Germany, Belgium and the Netherlands. 
is a fair guess that little or no gem cutting is being done 
any one of the three. In Germany, a few industrial 
are doubtless being shaped and old ones reshaped. The 
jewelry business has apparently dried up and the four j 
papers are now merged in a single publication, “Zeitschrift 
Goldschmiede, Juweliere und Graveure.” 

Early in the year, safes containing uncut diamonds in # 
werp were broken into by the German authorities. The 
had received so little “collaboration” from the Antwerp 
that they took over the entire industry, Louis Franzel= 
merly of the German Consulate in Antwerp—being appoimt 
controller of the diamond industry. In 1942, transactions 
the Antwerp market are reported to have been value 
$2,600,000, 182,832 carats being involved. The Belgian um 
ground press states that no more rough remains to be 
but that the Germans are trying to get the Vichy authe 
to return uncut stones said to be Belgian property which 
confiscated by the French in 1940. It is reported that, in} 
350 cutters were employed on part time. ; 

It is said that the Forminiere is withholding from sale,| 
storing in the Congo, fine cuttables, against the day when) 
industry will be resumed in Belgium. In support of this 1 
it may be noted that the Congo companies were not parties 
the recently announced Gem Producers Agreement. 7 

The Belgian cutting industry in 1941 established in Lom 
the Correspondence Office of the Diamond Industry (Cof@ 
its object to induce the return, after the war, of Belg 
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cutters to the homeland. In the meantime, it attempts to 
restrict the growth of other cutting centers by limiting the 
supply of rough gem material, particularly in the small sizes, 
Antwerp’s specialty. Currently a large stock of rough suitable 
for the Belgian cutting trade is being set aside for use as 
soon as Belgium is liberated. It is rumored that Cofdi is not 
particularly helpful to Palestine, Mexico, Cuba and Brazil in 
their respective attempts to get rough. Apparently Cofdi and 
the British Ministry of Supply (Diamond Control) work to- 
gether harmoniously. 

In Holland, the industry must be dead. In the Spring, among 
the shops closed were jewelry shops, and the making of gold 
and silver ornaments was banned. By May 22, 1943, the press 
stated that all Jews had been run out of Amsterdam and were 
being deported to Poland. As practically all the diamond cut- 
_ters were of the Jewish faith, there can be no cutting industry 
in Holland. 


DIAMOND CUTTING — UNITED STATES 

Early in 1943, there were in America some 700 cutters and 
300 apprentices who were members of the Diamond Workers’ 
Protective Union of America and some 800 employees outside 
of the Uni:n, mostly women, a total of some 1800 artisans. 
The present’ number is about the same, and the industry is 
trying to hold its gains. Late in 1942, the New York State 
Labor Board took over from the Federal Government the 
supervision uf apprentices, some of whom are girls (minimum 
wage, $14 for a 35-hour week). On November 30, 1943, 40 
cents an hour was declared to be the minimum for apprentices. 
By January 1, 1943, about half the 700 boy apprentices were 
drafted and more were soon to be called. As the year wore 
on, more and more women were employed, replacing the men 
drafted. 

Early in the year, the Union stated the cutters would accept 
an eight per cent wage increase for an eight per cent increase 
in production. This was agreed to on February 8, 650 Union 
cutters benefiting; a similar increase for apprentices became 


effective April 5. The Union shops are on a 35-hour week, the 
non-union shops from 40: to 60 hours. When all wages Were 
frozen on March 2, theoretically workers could neither Strike 
nor demand higher wages. The cutters tried to walk out indi- 
vidually, but the War Labor Board stopped that. 

Some men in the trade announced in mid-summer their ¢op. 
viction that the American industry can survive after the wa; 
mechanical methods of speeding up the work offsetting the 
lower wages of Europe. Certain of the American cutters now 
however, make as much as $250 in a 35-hour week—more than 
Congressmen are paid. 

Late (September) in 1943, there were among the manufae. 
turers of jewelry 101 cutting shops and among the whole. 
salers 538 diamond merchants. 





DIAMOND CUTTING — SOUTH AFRICA 


At the beginning of 1942, about 82 cutting shops in South 
Africa employed some 400 artisans, of whom 20 were appren- 
tices and 56 probationers. The number of apprentices was 
increased to 150 in August, 1943. The period of apprentice. 
ship is five years, wages being on a sliding scale, £6 per month 
for the first six months and £30 for the last six months of 
apprenticeship. The industry has the hearty support of the 
government and of the powerful South African diamond jp- 
terests; the first in the hope of giving employment to its citi. . 
zens, particularly the returning soldier; the second in the — 
hope of increasing its sales. The Diamond Workers Union, on 
the other hand, while undoubtedly equally interested in the” 
development of the industry, has in the past refused to permit 
an adequate number of apprentices to be trained and has dee 
manded wages which, in the opinion of many, will even 
throttle the industry. 

Due to the South African 10 per cent export duty on r 
diamonds, the Union has a 10 per cent advantage aga 
competitors, except those of the United States. Wages 
so high, however, that, notwithstanding this advantage, only 
the finer and larger rough can be cut competitively. Wages” 
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since 1939 have increased fourfold and cutting costs five times, 
Sir Ernest Oppenheimer believes that in cutting sizes 500 
cutters can be employed. As the “Antwerp sizes” Cannot be 
economically cut in South Africa, DeBeers is to back in ey, 
possible way the re-establishment of the industry in Belgiuy 
after the war ends. The diamond producers are st, 
fairly large quantities of small stones, which are eventually 
to be cut in Antwerp. 


DIAMOND CUTTING — GREAT BRITAIN 


Diamond cutting in Great Britain is entirely under Goyer, 
ment control and the Controller of Gem Diamonds, F. A 
Mathias, Esq., has limited gem cutting to six of the largest 
factories, with from 275 to 300 cutters, and 85 per cent of 
the finished product must be exported. Of course, most of 
‘the workers are Belgian refugees. British ex-servicemen ay 
being used to the maximum extent possible. 

In July, 1943, the cutters struck for higher wages, but, 
being unsuccessful, they returned to work. Wages are 
(up to £50 a week), but are lower than those of South Afrig, 
and the United States. 

When the war broke, Great Britain had a small industry 
making diamond-set tools but no die- or instrument-jewe 
industry and only a very small gem cutting industry. Now gh 
has all—although it was necessary, when Belgium was invaded 
and the refugees arrived, to manufacture locally all the cut. 
ting equipment. While gem cutting has been subordinated 
to the industrial tool and die industry, there are now some 30 
cutters in some ten shops. 


DIAMOND CUTTING — PALESTINE 


Diamond cutting in Palestine has grown rapidly. Starting 
in May, 1938, with some 70 brokers and cutters, the number 
in a few months increased to 200 and early in 1942 there wer 
said to be 82 shops employing 2000 artisans, and early ip 
1944, 3500. The cutters are in large part refugees from th 
Low Countries, and the industry was founded by Jews from 
Amsterdam. Indicative of the rapidity of the growth are th 
imports of rough from South Africa: 1938, £8200; 1939, 
£23,000; 1940, £102,200; 1941, nearly £500,000; 1942, nearly 
£1,000,000, and in 1943, some £1,500,000. The specialty is the 
cutting of melee (under one-half to about one-fiftieth of 1 
carat) and even “sand diamonds.” It is said that 85 per cent 
of the operations and 80 per cent of the value of the product 
is melee. Recently some large stones were being cut. Th 
stones reaching the United States are well cut, the poorer 
grades going to the Near East market—largely India ani 
Egypt. The industry may well expand further and, due to 
the type of the operatives, their low wage, and the cutting 
costs attainable, may well survive after the war is over; 
further, it is understood that the industry has the active sup 
port of the High Commissioner for Palestine and certait 
leaders in the trade. 

In 1940, exports of cut to the United States were value 
at $92,818; in 1941, probably about $609,000, and in 1942 the 
value was expected to be about £P1,000,000 (£P1 = $4.03), 
Early in 1942, the capital invested in the industry was stated 
to be $2,000,000 and its annual payroll $2,500,000. The capk 


tal, by early 1944, had increased to $6,000,000. Total onl 


at the end of 1943 were said to be at the rate of £3,000,00, 
one-third of which was represented by the cost of the rough 

In 1943, 58,000 carats of diamonds worth £2,620,000 wer 
exported, compared to 23,000 carats in 1942. 


DIAMOND CUTTING — CUBA 








In 1943, the Cuban industry increased from some 9 
800 or 900 workers (some reports say 2000). There are some 
27 shops founded by Belgian and Dutch Jewish refugee 
many financed by the American Jewish Joint Distribution 
Committee. By the labor law of the island, 50 per cent of th 
employees must be Cuban apprentices. The cutting of lo 
grade gem rough is the industry’s principal business. Fiftet 
hundred carats of rough are received weekly from New You 
and all the cut is sold: to New York jewelers. Eight 
cent import duty is paid on rough, but the cutters get @ 
per cent drawback if the cut is exported to the United Sta 
within six months, rendering the true duty negligible. 
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the master artisans are awaiting American visas and others 
state they will return to Europe when the war is over. On 
e 1, 1943, a Cuban decree prohibited the exportation of 
rated cut diamonds and other precious stones, unless 
fibes labor involved is at least 30 per cent of the total value 
of the jewelry. This does not affect the cutting industry, but 
as promulgated to prevent the increase in the export of 
Gemonds and precious stones to the detriment of the local 
jewelry trade. 

The cutting is said to be poor, not as good as that of the 
Palestine shops, and certain potential New York clients are 
said to refuse to purchase the material. The refugees are paid 
more than the Cubans and, in consequence, a strike was said 
early in 1944 to be in the offing. 

The industry is likely to decline when the war is over. 


DIAMOND CUTTING — PUERTO RICO 

The Porto Rican diamond cutting industry employs about 
55 trained emigre cutters and 305 apprentices, a total of 360 
workers. There are three principal shops, the Ponce Diamond 
Works (formed in 1920, operated since, except for four de- 
pression years); Caribe Diamond Works (organized by 
Stephen Reinhold, a Belgian, in 1940), and the Perez factory. 
Apprentices get only $3.50 per week (a fourth of the Ameri- 
can wage), and the cutting shops in America demanded that 
this be increased to 30 cents an hour. This was in July, 1943, 
and late in the year the wages of apprentices were raised. 
The starting wage is now 15 cents an hour and after over 10 
but less than 12 months’ training, 30 cents. 


CUTTING INDUSTRY — BRAZIL 

Brazil has a cutting industry well over a century old. Prior 
to this war, most Brazilian rough was exported and the cut- 
ters did not exceed 150. When the Second World War broke, 
the Brazilian cutters were reinforced by a number of emigres. 
The press reports over 3000 cutters in Brazil, but presumably 
this includes many apprentices, the skilled cutters perhaps 
numbering about 300. Brazilian mines do not produce enough 
rough for the industry and it is stated that late in the year 
shipments of rough from London were inadequate. A school 
to train Brazilians in diamond cutting has been established 
near Petropolis, a suburb of Rio de Janeiro. 

(Next Month: Industrial Diamond Review) 


BRAZIL'S CUTTING INDUSTRY TODAY 
(From page 128) 


and attempt an appraisal of the future. Brazil has been 
and promises to be for some years to come, the most 
prolific source of gem material in the world. Many of 
us get what may be a distorted opinion of the abundance 
of citrine, aquamarine or amethyst by seeing one country 
blessed with so much mineral treasure. Even though 
it is abundant there, and although there is plenty to fill 
the world’s demands, gem rough is still relatively uncom- 
mon material when one considers how many square miles 
contain nothing more exciting than sandstone or granite. 
Barring unforseen discoveries, Brazil should remain in 
its position as the dominant supplier of gem stones, and 
with the development of still uninhabited areas, may add 
new materials to its already almost unbelievable list. 
However, it is not unlikely that other deposits of 
many of these materials, especially citrine, may exist 
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elsewhere in the world, and that other low, and medium- 
priced stones not abundant in Brazil may find favor 
in fashion. 

It would be wise, therefore, for Brazil to do every- 
thing possible to protect its foreign trade, through tact, 
cooperation and the easing of hampering restrictions, so 
that the world gem market will not be tempted to search 
for and to exploit competitive areas in other nations. 
Big gem-producing countries need low labor costs 


FoR JULY, 1944 


cENTURE THE UNUSy Ay 





In Spite of Manufacturing Restrictions 
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A Volume” Men’s Gift Item 
for Fall Promotion 











Here ‘s the 
New “Silver Dollar” 


MONEY CLIP 
the trade is talking about 


Introduced only a few weeks ago, this men’s 
gift item has already been promoted by out- 
standing stores, with immediate consumer re- 
sponse. You will see it advertised nationally, 
in newspapers and national magazines, by top- 
rank jewelers for the fall and holiday season. 
Sterling silver, highly polished. 


+ Made to retail for $10 including Federal Tax 
(tax is calculated without the dollar). We sug- 
gest that you place your orders promptly. 


BROSLAN JEWELRY CO., INC. 


767 LEXINGTON AVENUE 
NEW YORK 18, N.Y. 








as well as substantial deposits of the desired stones, 
A rise in Brazilian labor costs might make gem-minj 
uneconomic in that country; we have seen that even 
today the lure of regular wages is enough to draw the 
garimpeiros from their private gambles with nature. 
Indeed, one can conjecture that gem mining may even- 
tually disappear as a major industry in Brazil, merely 
through the natural rise in living standards there, — 

Hence, Brazil seems faced with the desirability of 
mairitaining the industry as long as possible, in the mog, 
profitable manner through an enlightened governments! 
policy of regulation and taxation—but with the possibjj- 
ity that “social progress’”” may eliminate much of the 
gem mining from its industrial picture. 

Wher, as and if rising living standards cause Braziliay 
gem mining, as it is now conducted, to disappear ag ap 
asset to the nation, synthetic stones will no doubt be 
mounted in lower-priced jewelry now filled with natur 
gems such as amethyst and citrine. These stones wi 
have a higher cost, appropriate to better mountings, by 
with a greatly reduced demand. 

Obviously, he who would predict the future of Brazil’ 
gem industry would have to predict the future of Brazil’ 
national economy. But it seems likely that a hand 
mouth level of existence in the back country would fost 
the continuance and even the expansion of gem produ 
tion; on the other hand, successful industrializati 
would attract the miners to steady, better-paying jobs 
and mechanization can’t be applied to the random, scat} 
tered gem deposits of Brazil. 








DISPLAY THEMES FOR SUMMER 
(From page 109) 


. . . beverage services for that after-tennis thirst . . 


Have a summer wedding window, using daisies for decof ; 


ration in place of the traditional lilies. 


—_—___ 





Bow-knots are used as decoration and display unit} 


for a selection of ‘““Beau Catcher” summer jewelry, i 
one of the accompanying sketches. Small bow-kno 
which may be made to support each piece of jeweln 
or may be attached to regular jewelry display pads 
show rings, pins and bracelets on circular pads suf 
pended from the ceilings. The circular pads may k 
cut from compo board or beaver board and are suspent- 
ed by ribbons slipped through small slots cut in th 
pads a couple of inches in from the edge. The ribbom 
extend to cut-out bows attached to the ceiling. Othe 
cut-out bows are laid flat on a large circular elevation 
on the floor of the window and jewelry is placed @ 
them. 

The copy is lettered on a paper ribbon scroll, “Bea 
Catchers for Summer Dates!” The large bow-knols 
may be cut from heavy colored paper or painted cart 
board. The small bows may also be cut from papt 
if they are to be attached to jewelry pads. They shoul 
be cut from compo board or heavy cardboard if the 





are to support the jewelry themselves. They should k 
in bright colors to harmonize with the predominatin 
colors of the jewelry shown. Small silhouette fashiov 
figure cut-outs stand in the center of each circle. 

Miniature snowmen add liveliness to a display 
“Gay Glassware for Summer Coolers.” Glasses att 
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shown on circular glass plaques placed between two 
cylinder elevations to form a circular shelf around the 
elevations which support a punch bowl, pitcher and 
cocktail mixer. Each set of elevations, covered in gaily 
striped paper, should match perfectly so that the effect 
is of one solid column with shelf around it. Glass should 
be six to eight inches larger in diameter than the 
elevations. 

Copy appears on a large “sign” against the window 
background. A cartoon sun cut from yellow paper is 
also attached to the background. The snowmen are cut 
from white cardboard with arms, and legs where neces- 
sary, cut from paper so that they may be placed in the 
desired positions . . . holding glasses, spoons, sitting 
on edge of punch bowl and so forth. Crumpled cello- 
phane may be used in glasses, pitchers and punch bowl. 
Artificial snow and icicles may be used on the sign 
and around the edges of the window. Background should 
be blue. 

A musical theme is suggested for the birthstone win- 
dow for August, but could be used equally well for 
other months by changing the lettering on the smaller 
section of the copy scroll. Musical staffs and notes are 
painted on strips of heavy cardboard extending from 
the background to the “birthday cake” elevations. Rings 
are displayed in small slots cut in the musical notes. 
Other rings are shown in ring holders on the elevations, 
which are covered in white satin or other shiny fabric. 
Small candles with yellow paper “flames” are placed 


in the center of each elevation. The two elevations and 


' staffs are used for separate showings of the two alter- 


nate birthstones for August—sardonyx and peridot. 


LIGHTING WILL GO DRAMATIC 
(From page 111) 


single, simple change in store front design, together 
with modern lighting, makes the whole interior clearly 
visible, turns the entire store into an after-hours selling 
foree. 

Most modern jewelers want to plan their stores to 
offer their customers an uninterrupted opportunity for 
the examination of complete displays of related mer- 
chandise. Eye-level display cases of the type featured 
in our second illustration make it easy and economical 
to arrange displays of this type. Here, three-shelf dis- 
play cases are employed as department dividers. Each 
case, equipped with lighting that moves as the position 
of the case is changed, becomes a secondary or auxiliary 
lighting unit. Their employment for the showing of re- 
lated merchandise greatly increases the display capacity 
of floor area without interfering with a long view of the 
store. At the same time, the arrangement provides 
enough separation from traffic lanes to make for customer 
comfort in each department. 

Lighted from above by a combination of reflected 
incandescent and indoor daylight from fluorescent lamps, 

(Please turn to page 161) 








FOR JULY, 1944 

















cc 


PBR es 25, 
a hay 


Oe eae See a oe 
IP tenet a ore ns Rint Stains 
7 * aa 2 fe Ce 
Me. 3 Oe sonnel. Sis ia Sai ae Ps 
eZ fe A eg ves “ ERG Ae, RR Re 








> LAREN LANES TOTNES Sena 4 


| 
1 
yj 
{] 


Bias ame 











on BARS TE 
> A aa NAL 25 ; 


BLUE NETWORK, 


THE JEWELERS’ CIRCULAR-KEYSTONE 








D 











AL Set 


DISTINCTIVE RADIO SHOW... 
tS 


With the World 





LLGIN/ 





reling Foster’s“Keep up with the World” 

has long been a feature of Collier’s, 
one of America’s most popular weekly 
magazines. There is good evidence that 
this column is read weekly by as many as 
7,500,000 people. 


The information in it is always factual, 


}} reliable! And it’s always interesting! 


Now Elgin brings this column to life 
on the air, dramatizes it in a new and dis- 
tinctive radio show that’s sure to have a 
wide appeal. 

Packed with surprises, sprinkled with 
laughter, interwoven with heart-throbbing 
drama. All with a splendid musical back- 
ground. You'll say it’s fine for Elgin... 
and you. 

Reaching your customers with these 





coast-to-coast broadcasts, week after week, 
we will keep bright in their minds the 
name and reputation of Elgin. 

Elgin Watches are watches you have sold 
with pride, and with assurance of service 
that backs you up in your effort to build 
a sound and steadily-growing business of 
satisfied customers. 

Some day again you will have these fine 
American-made watches. It’s good for you 
and for us to tell people that. 








COAST TO COAST! 


CA 
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The engraver is an artist; why should 
his talents be thrown in free? 


Sell Engraving— 
Don’t Give It Away! 


Now’s the time to schedule prices 
for every piece of engraving; 


the publie really expeets to pay 


by JOSEPH D, LITTLE 


F all the multitudinous subjects relating to the 
jewelry business, there are few that give rise to 
more discussion than the question of free engraving. At 
practically every national or state convention of jewel- 
ers the topic is brought up and argued either in open 
meeting, as a feature of the formal program, or when- 
ever a few jewelers get together in small group 
gatherings. 
Yet, like Mark Twain’s remark about the weather, 
“Everyone talks about it, but no one does anything 
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only profitless—it is a dead loss. 


about it.”” In the opinion of the writer, it’s high ti 
to replace at least some of the conversation with s 
action. 

Never was the need for action more urgent, 
increased costs of rents, salaries and wages, merg 
dise and materials, and with selling prices held doy 
by OPA ceilings, the jeweler must and should elimina 
every profitless operation, and free engraving is ‘ 


ng 


Nor is the loss a negligible one. A good engray 
today can get $100 or more a week, which means § 
for every hour of his time you give away, you're hm 
ing out $2.50 for direct wage cost alone, to say no h 
of overhead, and the legitimate profit that you shou: 
be making on that man’s services. | 

Some jewelers may say that since they personally 
their own engraving, it costs them nothing. That’s 4 
same as saying that their own time is worth nothij 
and we doubt if any business man would be willing’ 
admit that his time and services are of no value, | 


5 


YOUR COMPETITORS WILL AGREE ? 4 


Certainly there is no rhyme or reason in the pragt 
of engraving silverware or jewelry without charge, 
is merely a bad habit that has sprung up through fe 
of losing a sale to a competitor—who probably would] 
equally glad to put a stop to the practice but is _ 
of what you might do. ) 

The customer isn’t to blame—seldom if ever does} 
suggest that he expects the engraving to be done it! 
out charge unless the jeweler himself has put the id 
into his head. But naturally he’d be foolish not to ace 
it when it’s offered. 

You'd find little if any \sales resistance over an @ 
graving charge if you simply take the attitude that; 
course the engraving ‘is an extra charge: Customél 
today are pretty sophisticated—they know and expe 
that any extra service has to be paid for in one 
or another, and if it is obstensibly “free,” they merél 
assume that you’re making such a fat margin of p 
on the sale that the supposed free service is include 
in the price. 

No one today expects to get “something for nothing” 
and people are apt to be suspicious of a catch some- 
where when “something for nothing” is offered them. 
And most of them would rather feel that instead of pay- 
ing an inflated price to cover extras that they may or 
may not want, they’re getting the net bottom price on 
the article itself, with an additional charge for whatever 
additional service they may choose to have. 

That’s what they’ve been educated to in other fields. 
and other kinds of merchandise. Take this matter of 
marking—if you buy some shirts and want them mono 
grammed, or buy a new car and want your initials on 
the door, it isn’t thrown in free—the customer pays 
extra—he expects it. 

Why then shouldn’t he expect to pay for engraving! 
After all, engraving is a far more highly skilled art than 
embroidering a couple of letters on a shirt sleeve, of 
painting them on a car door. 

In fact, if an engraver is worthy of the name, he is 
more than a mechanic—he is an artist of the highest 

(Please turn to page 172) 
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Gehind “(hat Dam rere Pot-War ni 


Reed & Barton’s production of ster- 


ling silver flatware has been and’ 


continues to be limited by metal 
restrictions and war-time conditions. 
By concentrating on place settings 
we can provide more essential pieces 
and enable more people to “start” 
their flatware services. 


YOU SELL THIS if 


$0 YOUR CUSTOMERS } 


ese /f ano THESE a 
MA A 


WHEN THE WAR IS OVER AND YOU 


CAN MAKE MORE NET PROFITS ($ ) 
ESTABLISHED 1824 


FOR JULY, 1944 


When Victory comes and the “ 

of additional items is saad the 
opportunity for expanding your sil- 
ver sales will be tremendous. Not 
only will you enjoy this “pent up” 
business, but, with anticipated lower 
taxes, you will be able to retain a 
greater percentage of your profits. 


Reed é Barton 


TAUNTON, MASSACHUSETTS 
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There’s a Bad Day Coming 


For “Don’t, Care” Employees 


by ERNEST W. FAIR 


ODAY the average jeweler has started thinking 

about “when the war is over,” even though he knows 
that the end is not,yet in sight. However, even the 
experts agree that the-end is not too far away and that 
now is the time to begin a great deal of planning for 
the post-war period. 

Not the least of these plans will be in handling sales- 
people and other employees in the average jewelry store. 
While we have had wartime problems, those of the years 
to follow peace are going to be a great deal different. 
Today we can get away with a great many haphazard 
methods of doing business; at war’s end, this will be a 
different story. 

The writer has contacted many jewelers in various 
sections of the country, sought out those who are giving 
this problem considerable thought, and taken their ideas 
and suggestions to form the paragraphs that are to 
follow. 

Foremost- factor will be the necessity for a conscious- 
ness upon the part of every employee toward his re- 
sponsibilities, almost every jeweler interviewed was 
quick to point out. 

“You are going to have to hire the kind of employees 
who will show an interest in your business,” was the 
way one jeweler explained it. “After this:war, business 
is going to be tough and we’re going to be able to pick 
and choose employees. 

“There’s going to be one rule with me—I’ll hire no 
man or woman who doesn’t honestly believe that it is his 
or her duty to work harder and better to keep our 
jewelry store in business. We will want only those who 
understand fully that their own financial success is 
dependent upon our making a profit. Then, more than 
now, the employee who understands that unless he helps 
me to make a profit there is none for him, is the kind 
of employee I will need. So will every other jeweler.” 

There will be much talk and demand for high wages; 
wise will be the jeweler who outlines such high wage 
seales to his employees on a basis connected with the 
profit they help him make in the store. 

“It’s been so long since any of us could pick-and- 
choose our employees that a great many of us will have 
forgotten how when the war is over,” observes one 
jeweler in this connection. ‘We had better be getting 
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into that frame of mind right now. Any jeweler 


seeks to carry over wartime employee problems into he 
post-war period is going to find himself broke in a hurry, 
“T am going to have a lot of heart-to-heart talks with 


my present employees on this subject. If they 


oughly understand how their welfare and mine are : 


in together and are willing to work accordingly . . . t 
there will be no changes made. But if they do not. 


then I’ll have a new staff of the kind of people whe d ‘e 


understand it.” 


ORDER-FILLING ISN'T ENOUGH 


‘Several jewelers pointed out that undoubtedly Dost: 
war selling and merchandising problems are going to be 
a great deal different and that the wise jeweler nad 


better start thinking along those lines today. 

“The way I figure it,” remarked a Southern jewele 
“we are going to have to change the methods being u 
today and the methods our employees are using or wel 
have to get new employees and train them from the stat 


“Today we're chiefly order-fillers and explainers bu 


after the war, we'll have to start selling again. Al 
of our salespeople have forgotten how to sell jewelry 
they are going to have to learn all over again. 


nT OE a RET TT de ea NS 


“That's why I’m making plans to do a little edt a 


tional work among them as soon as war ends. I’m goin 


to find out those among them who will stay with 

and unless they can sell during those weeks just p 

to the war’s end, I’ll have to find someone who can. 
“T doubt that there will be much available help f 


jewelers until the soldiers start coming back, and thos 


boys are going to have to learn all over again. 


“So I’m working up data now and preparing’ exact 
what I plan to teach them about selling jewelry, makin 


displays, writing advertising, etc., for the way I ld 


at it is that if I am not in there pitching from the fit 


moment one of my competitors will be. 


“That’s why I’ve made up my mind I must teach mi 


salespeople how to sell all over again and I’ll be rea 


the moment we have to start selling customers again!” 


That foresight will certainly help this jeweler to § 
over the tough transition period with ease. Anotl 


jeweler who has much the same ideas backs him up 


(Please turn to page 170) 
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“Ponight 


THIS IS the perfect night for dreaming. 







; 


There's a big, silver-dollar of a moon and 
a warm breeze bouncing on the little waves. 


And as I sit here dreaming of the future, 
it’s a future—as always— built around you 
and me. . . the kind of ‘‘when-we' re-a-family’’ 
dreaming we did before you became a Navy 


flier. 


Our wedding—as | dream it tonight — 
will be m the family church, with the sun 
pouring through the bright-colored windows. 
As we walk up the aisle we won't even no- 
tice our friends... and undoubtedly, one of 
us will trip on my train. 


When we come back to our new green-shut- 
tered house. . you'll carry me over the thresh- 
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old for the first time. We'll be home. 


It'll be fun. .. getting used to our new life. 
You'll be impressed with the way I fix the 
table, if not with my cooking. I'll arrange flower 
centerpieces... proudly put our International 
Sterling on the table. .. for two. 


This will be the moment we planned— 
from the day we selected our silver pattern. 
And it will feel good... knowing that our Inter- 
national Sterling will last ‘‘our family’’ for a 
lifetime. Every piece is so—so beautiful and 
distinctive... we can establish our own 
traditions. 


It's never easy waiting, darling, but I know 
you will come back — you can’t leave our dream 
in mid-air. 


International is working full speed on war 





Jou SCCM SO REM... 


production and making less sterling, so your 
jeweler may not have all the pieces you want. 
But no American complains about shortages. 
He knows that until victory is won, bullets 
are more important than butter knives. 


So buy more War Bonds with your money 
.. «hurry that ‘victory... and the day when 
the good things of life will again be plentiful. 


Your International Sterling is worth wait- 
ing for. International gives you the lifetime satis- 
faction of knowing... 


—that your pattern was designed by Inter 
national craftsmen whose predecessors were 
creating spoons of coin silver 100 years ago... 


—that pieces created by these craftsmen have 
been exhibited in leading art museums, 


Copyright 1944, Internationa! Silver Company 
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LIGHTING WILL GO DRAMATIC 
(From page 153) 


5 


‘ries of cases provide compelling display space and 
interesting breaks. Glass shelving amplifies the 
“tribution of light to provide an economical two-way 
whting effect and give plenty of light for foreground 
Ming detail. Incandescent downlighting from coffers 
Seessed in the ceiling contribute to the warmth and 
‘Jor of a cheerful interior. Identifying department 
sarkers can be silhouetted by backlighting with either 
Sncandescent or fluorescent. 
| Even though store areas are relatively small, good 
thting can help to create an illusion of space. Spot 
ighting of island displays can be accomplished with 
ecessed incandescent in the ceiling, yet high levels of 
fective downlighting comfortably absorbed by over- 
ill general illumination. Stage lighting, which combines 
the low brightness of fluorescent with directional incan- 
descent, can make a whole store look larger than it is. 
From the luminous ceiling, lighting can be so arranged 
it each department becomes an interesting and dif- 
srent part of a dramatic stage setting. 
The display cases which project beyond the store 
front shown here, as well as those which constitute a 
“traffic guide throughout the full length of the store, are 
in themselves functional lighting units. In each wall 
“case, dividers of opal glass provide housing for cool 
daylight fluorescent lamps and help to employ such 
established fundamentals as silhouette seeing, to create 
three-dimensional atmosphere. On the street, they attract 


reSS 


the attention of a casual passer-by and provide dramatic 
display for a variety of moderate-priced items that can 
capitalize upon the power of suggestion. As the accom- 
panying detail drawing demonstrates, the top and bottom 
shelves are lighted by three, while the center shelf houses 
four fluorescent lamps. 

In the booths or display rooms where precious stones 
are shown, special display cases can be lighted by inter- 
esting new combinations of incandescent and fluorescent 
in single directional luminaires. Fluorescent daylight 
can be augmented at will by the sparkle-producing rays 
of a shaded incandescent lamp. 

When peace returns jewelers can have panels of light, 
if they want them, with new, large-area light sources in 
recessed or flush-mounted fixtures so simple and incon- 
spicuous that their customers will never notice the light- 
ing. Customers will see only what the merchant wants 
them to see, the visual effect of good lighting on mer- 
chandise. By such simple plans as the one outlined 
here, jewelers can have these lighting benefits, get ex- 
actly the kind of ceiling, wall, counter, cabinet and dis- 
play illumination they want, use creative lighting to 
tell and sell their customers. 

The sketches which border these pages show but a 
few of the new ways to create new visual effects to please 
the all-important eye. When he makes planned lighting 
part of his post-war plan, using carefully considered 
combinations of the new lighting tools available, light 
can become a truly creative medium for the jeweler, a 
powerful sales force for his clerks and an important aid 
to his customers. 








What comes before “Sterling”? 


In the minds of most women, it’s INTERNATIONAL. 


Here’s why: 


Women -— your customers—are intrigued by ads like 
this one from our outstanding series in LIFE. And (as 
you'll see by reading the ad) they come away with 
the conviction that International means the finest in 


Sterling. 


What’s more, millions tune in Silver Theatre, our 
great half-hour radio show, starring the big names 
of Hollywood in original plays. Tune in: Sundays, 


6:00 P.M., EWT, CBS. 


INTERNATIONAL SILVER CO., Meriden, Conn. 


| Por Juny, 1944 


. 


Shel PO I: IOI BY ~ Sa aeeS, 


Sak 


fs 
& 
fi 
} 
é 
a 
a 








At a Time Ups Window Interest} 


An “all ring’’ or an “all watch’’ 
display gets more attention 


than the usual general assortment 


by ROY W. JOHNSTON 


O one doubts that well-dressed windows pay big 
dividends, and no other class of retail establish- 
ment is judged so critically by its window displays and 
by the window-shopping public as is the retail jeweler. 
That does not mean that we can lay down any hard 
and fast rules for window displays which should be fol- 
lowed by every jewelry store. A certain type of decora- 
tion that obtains results in one store might easily be an 
actual detriment in another sort of establishment. There- 
fore, the first step toward good window display is to 
analyze the type of merchandise that the store wishes 
to promote and the type of people they hope to attract. 
The massed display of the installment jewelry store 
would be utterly incongruous for Tiffany & Co. Con- 
versely, Tiffany’s ultra-conservative display of magnifi- 
cent items would be worthless to the credit store cater- 
ing to the mass market. 
But let’s take an average store in an average-size city 
and see if there isn’t an opportunity for window improve- 


ment. It would be safe to assume that this average store ~ 


has been decorating these windows in the same set 
pattern for years. By that I do not mean so much 
the detail of jewelry placement in the window as I do 
the fact that each day for weeks on end each window 
has shown a varied assortment of watches, rings, brace- 
lets, etc. The individual items and their arrangement in 
the window may be changed from time to time, but gen- 
erally speaking the same general classes of goods will 
be shown, week in and week out. 

This becomes as stale and monotonous to those who 
daily pass the window as would the experience of repeat- 
edly viewing the same movie, so it is a most important 
factor to make sufficiently basic changes in the general 
character and appearance of the window so that the 
passerby will at once see that it is something different, 
and his attention will be arrested. 

However, the effort to make window displays “differ- 
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Featuring One Class of Goods 

















ent” and striking can be carried to extremes that defeat) 
their own purpose. After all, it is not the function of! 
store window to excite the public’s admiration of % 
display man’s cleverness, but to draw their attention] 
favorably to the goods the store wants to sell. The props 
and settings should be such as to focus their attentig 
upon the merchandise—not to divert it from the goods 
to the display accessories. 

One of the large stores that I know of in an impor 
tant city, in its eagerness to present striking windows, 
employed a window “artist” of considerable reputation, 
and the ingenuity he contrived in his displays undoubted. 
ly engaged public attention. It is doubtful, however} 
these displays stimulated jewelry buying in that st 
because they were of a nature that attracted notice | 
themselves, and made the jewelry that was shown 
incidental to the window setting that it was apt tok 
entirely overlooked. The props and stage settings 
should never be the main attraction, but only a means 
to show effectively the jewelry that is to be projected. 

On the other hand, it is equally undesirable to merely 
fill up the window with a lot of assorted—and often 
unreleated—merchandise. Such a showing is merely 
confusing to the onlooker, and there is a complete loss 
of individuality of all of the items shown. Even the 
most artistic and beautifully designed article, no matter 
how attractively priced, loses much of its appeal if it} ! 
is crowded into a heterogeneous group. 





AN OIL PAINTING IN BACKGROUND 





So if your window has been set up on the basis of 
showing a quantity of everything you offer, why not try 
the plan of reduced displays, to achieve elegance through 
simplicity. Then make those reduced displays featu 
just one class of goods at a time—rings for a shot 
period, then brooches, then watches, etc. The fact that 
there are no watches in your window during the period! 
that rings are being featured is not going to cause yo 
any loss of watch sales. Even though watches are 
being shown at the moment, the window-shoppers 4 
well aware that you sell watches, because you have 
jewelry store, and if some one wants a watch he'll com 
in to see what you have. Likewise, when you later fea 
ture bracelets anyone who is interested in a ring knows 
that you have rings as well. In fact their absenct 
is more inclined to create curiosity as to what you might 
have, than to have them all in the window where the 





























‘ (Please turn to page 173) 
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er | Strictly business, though. 

it} Bill’s President of Wallace & Sons, 
makers of fine silver—and I’m a typ- 
ical Cosmopolitan reader. We’ve got 
42 lot in common. 

That’s why he’s courting me in 
Cosmopolitan today. 


Here’s why Bill likes me... 


en ('m young. (The majority of Cosmo- 
politan readers is under 35!) 

ig I’m married. To the sweetest guy 
@ in the world. So naturally I try to 
§ make life as pleasant as possible for 
( him. We’re young enough to still be 
'® buying the important things for our 
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home — and Bill just likes that fine. 


| love parties 


At our house, almost anything is an 
occasion for a party. We love having 
people in and if I must say so, as 
I shouldn’t—I set a right purty table 
for them. 

That’s why fine silver comes under 
the heading of necessity in our way 
of living. 

And we’re better fixed financially 
than most people — so we can afford 
to buy the things we like. 

In case you want to know where to 
find dream girls like me — you’ll find 


smopolitan 


GREAT WRITING MAKES GREAT READING! 


"Say! Have you 
heard how Bill Rich 
goes for ME 7" 





me with my nose buried in Cosmo- 
politan every single month. 
Cosmopolitan is designed to appeal 
to young people like me. Those sophis- 
ticated stories. So well written. And 
so exactly right for us young ones. 


Well—I’ll be seeing you, I bet. 





Cesmopolitan Readers are YOUNG! 





ery “LS Cosmopolitan is where 
PR you'll find that 















P Always have hed. 
hey ave new— and you 
an @xPect them to 

have i+ in the future! 
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@ Fiesta-spirit sombrero pin retailing at about $4 
from a large selection of Mexican silver imports. |m+ 
ported by Casa Gavila, Inc., 347 Fifth Ave., New York. 


@ Spray pin in 
gold-plated sterling 
set with eight large 
baguette rhinestones 
in gem colors, inter- 
spersed with smaller 
crystal rhinestones. 
About $24 retail. 
Jay Kel Jewelry Co., 


307 5th Ave., N. Y. C. : x: 
@ Necklace of Laguna pearl replic 


retail for $10. Single strands in ; 

price groups sell at $20 and $30,; 
with diamond clasps from $50. Rg 
Craftsmen, 36 W. 32nd St., New Yo 


@ Mock tortoise shell cigarette ¢ 
made of transparent plastic, holds’ 
entire pack of smokes. $1. retail. 

by Sig. Dawer, 307 Fifth Ave., New Yt 


@ Sterling silver 

"trophy" spoon, fit- 

ted with pin as an 

attractive lapel nov- 

elty. One of several 

styles, retailing at 

$1 each, from M. A. 

Safran Co., 107 S. 

8th St., Philadelphia. @ In softly gleaming sterling silver, 
this Rosary is priced to retail for 
about $15. From an attractive col- 
lection of religious jewelry by Silver- 
masters Co., 10 E; 43rd St., N. Y. 


@ Typical of Ellyn Deleith's “Moods in 
Crystal" is this hand-cut flacon contain- 
ing an exquisite imported oil. Available 
through wholesalers. Ellyn Deleith Par- 
fums, 319 W. 48th St., New York. 
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t Our new showrooms at Q ii ti tl A ] ~ © 36 Souk Store CHICAGO Bid 
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FIFTH AVENUE, Ne Y. "a —  £© eee NOTE NEW LOS ANGELES ADDRESS + 607 South Hill * 











@ Butterfly 
set in goid- 
plated  sterl- 
ing features 
vari - colored 
stones; from 
an extensive 
new line by 
Reinad Co.. 
256 W. 38th 
St., New York. 


@ Attractive gold-plated 
sterling ensemble by R. 
M. Jordan Co., 17 Cus- 
tom House St., Provi- 
dence. Bracelet, $10; 
pin, $9; earrings, $3 re- 
tail, plus tax. 


: 2 as. @ An unusual love ring 
@ Newly designed money . “. ra “Ee containing numerous 
clip cleverly combines a etl | diamonds and carved 
dollar sign of sterling sil- ye £20 7 | natural rubies to retail 
ver with a United States : ; at about $1000. From 
silver dollar. Created by ; . oe ' the Loyal wedding ring 
Broslan Jewelry Co., 767 collection of Raymond 
Lexington Ave., New York : Abrahams, 55! Fifth 
21, to retail for $10. : ; Ave., New York 17. 





AMERICAN MADE IDENTIFICATION BRACELETS FOR MEN 





i Pe 


Style B- 
STERLING SILVER 1/20-12Kt. Yellow Gold Filled on Silver Base 
7 eS eae ‘S y No. 1345—medium—style (A) 


No. 2349—heavy—style (A) : No. 1347—medium—style (B) 


No. 2351—heavy—style (B) ‘ 
No. 1364—extra heavy—style (A) " No. eres heavy—style (A) 
No. 1365—extra heavy—style (B) P No, 1351—extra heavy—style (B) 


BRACELETS 


No. 4818—1/20—12Kt. Y.G.F. on silver base....per doz. $9.75 
No. 4819—Sterling Silver per doz. $6.75 


CENTRAL WATCH MATERIALS & SUPPLY CO., INC. | 
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BALANCE STAFFS FOR SWISS WATCHES 


FOR BULOVA FOR BENRUS 


10 AK 114%-BB-BA 
10 BL 10%-AR-AT 
104%-AO-AN 
8%-AU 
8x10-AK 
7%-AP 
7% x11- AC 
AF-AE AW AR 6%x 8-AB 
AM-AZ-AK-AH 6%x 7%-AF 
AB 5144-AE 
FOR WESTFIELD aie 


4 re A. SCHILD 


6 AW-AS 10%-Cal. 984-1002 
6 WM 8%-Cal. 970 
7%-Cal. 964-1001 
FOR GRUEN 6%-Cal. 1023 
210-211 5%-Cal. 1012 
270-271 544-Cal. 655 
5%-Cal. 976 
WE ALSO HAVE WIND. 
ING STEMS FOR SOME OF CROTON 
THE ABOVE MODELS. 


SOLDERED LINK NECK CHAINS 


STERLING SILVER 1/20-12Kt.—Y.G.F. on 
No. 318—18”—Light weight SILVER BASE 


per doz...$4.95] No, 1118—18”—Light weight 
No. 341—18”—Heavy weight per doz.. .$6.30 

per doz...$5.40 | No, 418—18”—Heavy weight 
No. 718—18”—Extra Heavy per doz.. .$8.10 

per doz...$7.20] No, 518—18”—Extra Heavy 
per doz...$22.50 


No orders will be filled in less than one-half dozen of a 
number. . . . Same Neck Chains as described above, can be 
had in 22 inch or 24 inch, at an extra cost in proportion to 
the length. 






































7%x11-F 37 




















FRICTION BALANCE JEWELS FOR SWISS WATCHES 





In the following diameters and hole sizes: 
Hole § Dia. 90 Hole 10 
“ 9 "100 “ 8 
—— ” 9 





WATCH CASES 


ON YOUR NEXT BUYING 
TRIP MAKE OUR PLACE OF 
BUSINESS YOUR HEADQUARTERS 


BALANCE STAFFS FOR AMERICAN WATCHES 





For Elgin, Waltham—Hamilton, Illinois, etc. 
(Imitation—Guaranteed to fit) 
Per dozen .... single roller.... $1.75 
Per dozen .... double roller.. 2.25 





BALANCE JEWELS FOR AMERICAN WATCHES 





For Elgin, Waltham—Hamilton, IMlinois, etc. 
(Imitation—Guaranteed to fit) 


Per dozen 





WATCH CRYSTALS 





Fancy—FULTON—American made crystals, fancy 

and military 

Round—K.D. Brand American made lentille round 

crystals. From small size and up to and including 
per dozen 

Larger sizes per dozen 

Unbreakable—G-S—round and fancy glasses per 

dozen 

Unbreakable—G-S—for Hunting watches, per doz. 90¢ 

Unbreakable—G-S—for waterproof watches, per 

dozen $1 





CROWNS 





yold filled for American and Swiss bracelet watches— 
in Yellow—Pink and White—(When ordering advise 
tap—size and color) 

Ver dozen 

Also crowns for waterproof watches, per dozen. .$3.00 


Sterling silver—per dozen 
12/20th Yellow G.F. on silver—per dozen 
(When ordering state size desired) 
NO OTHER STYLE OR MAKE OFFERED AT THIS SPECIAL PRICE 





GENUINE LEATHER WATCH STRAPS 








We have available wrist watch cases for American and Swiss 

watches, in ladies’ and gents’ styles. We can offer these 

various desirable qualities in Yellow Top, S.S.Bk. and all 

yellow with dials to match—In order to obtain the correct 

size send movement when ordering. 

WATERPROOF CASES in the following sizes: 
8%—101%4—11% lignes—and other sizes. 


For ladies—in sizes | to 3 


White or Yellow 1/10-14Kt. G.F. 
eard of one dozen $1.50 
White or yellow 14Kt. Solid gold 
—card of one dozen 
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Fine quality genuine leather watch straps 

No. L-800 assorted colors...:....pe 

No. J-335 fine quality with metal buckles 
per dozen é 

No. L-1087 genuine pigskin per dozen 

No. L-1084 one piece pigskin and cordovan with 
metal buckles 

No. L-1089 light pigskin 

No. L-6000 Individually boxed straps—12 to box.. 
(With 1/40-10 Kt. Yellow on sterling buckles) 

No. X-826 Extra long straps—fine quality—as- 
sorted colors per dozen...... 





WATCHES 





ELGIN, WALTHAM, HAMILTON, BULOVA, GRUEN 
REBUILT WATCHES 


of ‘the better kind, for the better Jewelers, of every 

description in Swiss and American for ladies and gents. 
Write for Price-list 

(Also, a complete line of genuine American and Swiss 

Watch Materials at factory list price.) 


134 SOUTH 8th STREET 
PHILADELPHIA 7, PENNA. 











“Anniversary Headquarters” 


Downward trend in marriage rate that began last year is likely 
te continue, till eligible young bachelors come marching home: 
in meantime, jewelers can preach the gospel of anniversary gifts 


ERHAPS before long jewelers ought to put more 

stress on anniversary gifts—and a shade less em- 
phasis on bridal rings and such. Why? A couple of 
studies indicate that marriages are just about reaching 
the wartime saturation point, except for the very young 
section of the population and people over 35. 

Observed the Metropolitan Life Insurance Co. in its 
Statistical Bulletin for May: 

“As the war continues, the decrease in the marriage 
rate already in evidence for the country as a whole in 
1943 will most likely be accentuated. With the great 
number of marriageable men now overseas or destined 
for such service, the older ages will contribute an in- 
creasing share to the total marriages until the return 
of our young men.” 

Domestic Commerce, Government publication, devoted 
a page in its June issue to a study of the influence of 
war on marriages and observed: 

“The statistics on marital status of males show the 
reason for the popular song, ‘They’re Either Too Young 
or Too Old.’ Marriage and the draft have reduced the 
supply of eligible young bachelors in the civilian popu- 
lation by almost 70 per cent. In February, 1944, there 
were only 2,500,000 single male civilians 20 to 44 years 
old, compared with 8,400,000 bachelors of this age in 
1940.” 

Up to the present the decrease in the number of young 
male civilians has by no means reduced the number of 
marriages, because service men have been available, the 
report by John D. Durand and Henry D. Sheldon of the 
Population Division, Bureau of the Census, continues. 
“But in the future, as more and more of our young men 
are sent overseas, there will be a drastic curtailment in 
the opportunities for marriage among young people. The 
result may be to cancel out a substantial part of the 
increase in the proportion married which has occurred 
during the last four years.” 

The Government study contained quantities of infor- 
mation of guidance to an industry dependent for the 
greater part of its existence upon romance. It continued: 

“In 1940 there were 30,100,000 married women in 
the United States, representing not quite 60 per cent 
of the female population 14 years old and over. By 


Fewer Weddings? You Can Be 











February, 1944, this number had increased to 32,900,000 
(not including women in the armed forces), or nearly 
63 per cent of the total. The unusual character of this 
change is indicated by the fact that between 1930 and 
1940 the proportion of women married showed prac- 
tically no change. 

“These trends in marital status were revealed by 
special questions in the regular monthly sample survey | 
conducted by the Special Surveys Division of the Bu- | 0 
reau of the Census. The questions covered the civilian 
population 14. years old and over excluding persons in 
institutions. 

“A part of the phenomenal increase in the proportion 
married probably should be attributed to the improve- 
ments in economic conditions since 1940 rather than to 
the direct effects of the war. During the lean years of 
the 1930’s a great many couples were forced to post- 
pone marriage. As employment and wages increased 
during the period of preparation for the war, many of 
these postponed marriages took place. But without 
doubt the greater part of the marriage boom since 1940 
must be attributed directly to the war and its effects 
upon the attitudes and aims of the people. 

“This interpretation is supported by a comparison of 
the trends since 1940 in the proportions married among 
various age groups. Increases have occurred for women 
in every age group, young and old, but the increase has 
been most marked in the case of women under 25. In 
1940, 28 per cent of the female population 14 to 24 
years old were married; in 1944 the percentage for ci- 
vilian women in this age group was about 33. The in- 
duction of young men into the armed forces has evidently 
not discouraged them from marrying; on the contrary, 
many a wedding has been occasioned by an induction 
notice, or by a furlough for a young serviceman on his — 
way overseas. 

“Marriages of servicemen and inductions of men al- 
ready married are reflected in the statistics for married 
women whose husbands were away in the armed forces. 
In February, 1944, there were about 2,700,000 women 
who reported that their husbands were in the armed 
forces. Almost half of these women were under 25 years” 
of age. 
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your 
Victory is won. 


HOW ABOUT 


TODAY! 




















While the business of 
war continues to en- 
gage our full facilities, 
we are squeezing into 
our day’s work a 
thought of how we can 
quickly and best serve 
interests when 


ANOTHER BOND 


HELSEA CLOCK COMPANY 


O EVERETT AVE., CHELSEA 50, MASSACHUSETTS 

















in 
in 
mi ALL IN A DAY'S WORK 
B- 
* The kind of work depends on your man 
in the territory. If I were your man, you 
of would obtain a large volume from my en- 
i, viable following of large and small ac- 
F) counts. My excellent reputation and good 
f will make this possible. 
, If the jewelry and department store 
it trade in the midwest territory see value in 
0 your merchandise, I would like to repre- 
= sent you. 
Reply to 
Box “F., 4985” care 
f JEWELERS’ CIRCULAR-KEYSTONE 
100 E. 42nd Street, New York 17, New York 
B Reputable manufacturers 
n only, solicited. 
$ 
n 
This widely k dd univer- 
se GEMSTONES (25 wouter et os 
by ology is still growing in popu- 
Revised in 


PRICE $4.00 
Postage Prepaid 


100 East 42nd S#. 


we |. on ea | t 





G. F. HERBERT SMITH 


larity and demand. 


1940, this book contains four re- 


markable color plates presenting 
60 gems in their natural hues be- 
sides hundreds of other helpful 


illustrations. 


THE JEWELERS’ CIRCULAR-KEYSTONE 
New York 17, N. Y. 











like Bronze, 


570 Broadway 


“TESTIMONIALS? 
Send for illustrated literature. 


UNITED STATES BRONZE SIGN CO., 
“BRONZE TABLET HEADQUARTERS” 
New York 12, N. Y. 





_HONOR ROLL PLAQUES 


4 War-Time Active Money-Maker 
These distinctive Honor Rolls 
non-critical substitute for Bronze, 
Low trade prices allow good profits. 


are cast in «@ 
look 
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‘wDON’T BUY 


DIAMOND PAPERS OR JEWELERS SUPPLIES 


i 


WAR BONDS & STAMPS 


If you must buy European or Domestic Papers, 
Wallets, Cotton, Tweezers, Diamond Cutters’ 
Cement, etc., buy them from us and we'll buy 


more Bonds and Stamps. 


Write for Catalog, Samples, Prices 


|. KASSOY 


LARGEST DIAMOND SUPPLIES OFFICE IN THE WORLD 


INC. 


9 W. 45th St., NEW YORK 






















on WATCH LL 


NEW YORK 17, N. Y. 








521 FIFTH AVENUE - 







“A considerable number of younger women must have 
been married since that time, and probably, in a large 
proportion of the cases, were married after their bride- 
grooms had been inducted. Married women with hus- 
bands absent in the armed forces constituted about 5 
per cent of all married women 14 years old and over. 
Among married women 14 to 19 years old, about 40 per 
cent were servicemen’s wives, and for those 20 to 24 
years old the percentage was about 30. The percentage 
was also high for the age group 25 to 34 years, but as 
might be expected it was very small for women over 35.” 

What’s a Cupid-venerating industry like jewelry to 
do under circumstances like these? Obviously, when the 
millions of G. I. Joes march home from the wars no small 
part of them will be bridegrooms. There'll be a lush 
period for jewelers, florists, home furnishers. 

In the meantime, even if bridal parties are far fewer, 
there’s a wedding anniversary once every year for every 
married couple, whether the husband is a civilian or in 
military service. How about developing anniversary 
business? 

Jewelers have always been “wedding headquarters.” 
Jewelers should be “anniversary headquarters,” too! 


"DON'T CARE" EMPLOYEES 
(From page 158) 

“Sure, right now we don’t have to sell; the salesper- 
son is king, people are begging him for service. And 
it’s doing things to our employees—making them care- 
less and disinterested in customers for instance. That 
stuff isn’t going to last long after the war is over. 








Then these salespeople are going to have to be courteoys 
and they are going to have to be actual salesmen again, 
I'm pessimistic; I’m afraid that many of them won't be 
able to make the change; but I’m going to try to ja 
some sense into them before it’s too late!” 

One suggestion often repeated is that advanced com- 
petitive conditions are going to necessitate a greater 
knowledge of bookkeeping, figuring, etc., and points out 
that this be borne in mind when one makes future plang 

“If you're going to get some place in the jewelry 
business after the war is over,” was one explanation 
“you're going to have to be a better business man oa 
your employees must be smarter and better busines 
people than those you have today. 

“Conditions will become more competitive for quite 
a while; there will be a lot of new money invested jg 
fine, attractive big-business jewelry stores, and on the 
other hand there will be hundreds of rich war workers, 
and, yes, some soldiers too, who'll have enough money 
to start up little stores. 

“The result will be that the jeweler who can’t com. 
pete with the big fellows, either by himself or with th 
aid of his employees, is the one who is going to get 
hurt, for the little fellows will snipe away at his busi. 
ness only enough to make it hurt. 

“He’s going to have to train his employees to run the 
kind of a jewelry store big money will set up. 

“So his only choice is to adapt himself to a good fight 
with the big fellows; and to make sure he has the kind 
of employees who can help him in that battle, not hinder 
him,” 

































Golden-hued Dirilyte pepber and salt. suaar and 
creamer, fruit bowl, and candlesticks. 


olden-hued 
Dirilyte 








99 


I have ever seen...” “I want a lot 
of it...” “The pattern doesn’t mat- 
ter so long as I can get a set...” 


That’s how people write us about Dirilyte flatware 
and hollow-ware. Not just coldly requesting in- 
formation, but with overflowing enthusiasm. From 
such letters, even a conservative estimate must 
deduce a big postwar demand for Dirilyte. 


Brilliant golden-hued Dirilyte is an extremely hard 
scratch-resistant alloy—it looks like gold but is 
harder than steel. It is solid, not plated—there is 
nothing to wear off. This is the only flatware that 
completely harmonizes with gold-decorated china 


setting, the simplest or the finest. Yet lovely 
Dirilyte costs no more than good plate. 


Get in touch with us now to plan your post- 
war Dirilyte business. 
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Che Public Speaks: | 


“Dirilyte is the most beautiful thing | 











and crystal. It adds a new beauty to every table 










AMERICAN ART ALLOYS INC., Kokomo, Ind. 








THE JEWELERS’ CIRCULAR-KEYST¢ 
v3 





F¢ 


$ out 
lang, 
velry 
tion, 


iness 





TILDEN-THURBER OPTICAL DEPARTMENT 
(From page 118) 


time to time by further personal calls, telephone, or let- 
ter, so that we may keep in regular contact with them as 
, good-will gesture and as a means of obtaining any 
suggestions which these doctors may wish to make.” 


ANNOUNCING THE DEPARTMENT 


The department has been introduced to the public by 
newspaper, radio, direct mail and window publicity. 
Initial newspaper advertising appeared Jan. 20 in the 
Providence Evening Bulletin in space two columns wide 
by nine inches deep. Copy was of the formal announce- 
ment type introducing Armand L. Lanoie as the regis- 
tered optician in charge, and emphasizing the fact that 
the department would fill prescriptions written by the 
patient’s oculist. It also emphasized its complete assort- 
ment of eyeglass frames, oxfords, lorgnettes and acces- 
sories. This will be followed by advertisements of 
smaller size to appear once every 10 days, according to 
Mr. Thurber. 

The same copy was abbreviated as to heading, using 
the same text, and this was used as a mailing piece in 
all charge statements. This also went to a fairly large 
list of physicians, dentists, investment brokers, insurance 
executives and representatives, and to the personnel of 
yarious local clubs and organizations. Another direct 
mail piece is now in production and will go out as a 
follow-up to the original announcement. In another 
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mailing a cotton eyeglass cleaner will be used as a remin- 


der. Announcements are also inserted in all packages 
except tose that are wrapped as gifts. 

The new venture has also been advertised on some of 
the spot announcements featured weekly over local radio 
broadcasting stations. Used regularly by the store as a 
whole, there are generally two morning and five evening 
spots each week over WFCI, Pawtucket, and three a 
week over WEAN and WPRO, both of Providence. 
Some announcements are scheduled at 8:15 a.m. to reach 
housewives, others at 6:00 and 6:15 p.m. to reach the 
family around dinner time. The evening spots are par- 
ticularly good since they come just before and after 
important news broadcasts when a large audience is 
tuned in. These stations give complete state-wide cover- 
age and reach into the adjoining areas of Connecticut 
and Massachusetts, from which the store draws many 
customers. On these spots, the new optical department 
has been featured a number of times. 

Typical of the messages is the following 125-word 
commercial: ““A new department has been added at Til- 
den-Thurber’s. A well-equipped and entirely modern 
optical department has been opened where you can have 
your prescriptions for eyeglasses, as written by your 
oculist, filled with the usual careful attention to details 
that distinguishes this store. People know that every- 
thing from Tilden-Thurber’s is fully guaranteed. These 
same guarantees apply to the new optical department 
located in the Providence store. You will find an inter- 
esting variety of frames from which to choose and you 
will also find various optical supplies and accessories in 
this new department. Have your prescriptions for eye- 
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THE AMERICAN PLATINUM WORKS 


Precious Metals Since 1875 


N.J.R.R. AVE. AT OLIVER ST., NEWARK, N. J. 
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For 50 odd years 


DEE & CO. 


has served the jewelry trade 
in purchasing all kinds of 


OLD GOLD 
SILVER — PLATINUM 


filled and plated scraps, specs, 
watch cases, rings, bracelets, etc. 


Customers continue to ship their 
old gold to Dee because 


DEE CHECKS SATISFY 


Send us a lot—we can prove it 
| 2s ae Ow UA US Bs 


DEE<CO. 


ectous Metals 
REFINERS MANUFACTURERS 


INGTON STREET, CHICAGO - 


VASH} 








glasses filled at Tilden-Thurber’s, established in Proyj. 
dence for 88 years. Branch stores at Wayland Square 
and Newport. Remember to buy your War Bonds while 
in the store—buy them from any sales person.” 

Another message runs: “You may now take your pre- 
scriptions for glasses to Tilden-Thurber’s to be filled, 
You will know that careful attention will be paid to all 
details and your glasses will carry the usual guarante. 
on this store. The new department is thoroughly 
equipped with the latest modern facilities to accurately 
prepare your glasses to meet the specifications of you, 
oculist. This department also carries an interesting yg. 
riety of frames from which you may choose the pair yoy 
prefer. Other items of optical supplies and accessories 
also on display. Get your prescription for glasses filled 
in the new optical department at Tilden-Thurbers’, es. 
tablished in Providence for 88 years... .” 

The department has been featured in window space, 
both by displays and reminder cards placed in displays 
of other merchandise. 

Tying in with the eyeglass service, the department 
also features Zenith hearing aids, with equipment for 
examinations. A newspaper advertisement tying in 
with the manufacturer’s advertising has already been 
used, and additional newspaper, radio and possibly dj- 
rect mail will be used in the future. 

Inauguration of the department comes at a time when 
it can fill part of the gap caused by wartime merchandise 
shortages. But more important than the temporary role, 
it is a permanent addition to Tilden-Thurber service and 
has every earmark of becoming one of the store’s profit- 
able departments. 

Another merchandise addition, adopted to meet war- 
time shortages, is a glove department which adjoins the 
street floor leather goods department. The line of men’s 
and women’s gloves, by one of the best-known manufac- 
turers, was introduced in April of last year and has met 
with considerable success. According to Mr. Thurher, 
this merchandise brings in a good repeat business, with 
the majority of customers making two purchases a year. 

Gloves are attractively displayed at the department, 
women’s gloves being shown with appropriate handbags, 
a tiein further effected by the salesladies who generally 
suggest these two items to match. Men’s gloves are dis- 


- played with cane, billfold, belt buckle, effecting multiple 


sales. This merchandise is advertised from time to time 
in newspaper space, on the radio and by direct mail. 





DON'T GIVE ENGRAVING AWAY 
(From page 156) 


order. Yet—in large part because of this perniciow 
habit of giving away his services free— his remuners 
tion has customarily been well below that of the skilled 
watchmaker or jewelry bench worker, with the result 
that the trade has not been _attracting new men and 
good engravers today are almost impossible to find. 

Many years of intensive training and careful prog 
ress are necessary to develop skill and delicacy of touch 
The art of engraving should be raised to the highest 
possible standard in order to encourage men with artisti¢ 
inclinations to spend their efforts in producing artistit 
work on articles of precious metals. 

Here is a situation that is likely to be a major prob 
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in the future if it is not corrected, and one important 
measure toward its correction is to rid ourselves of this 
burden of free engraving. 

About the only possible argument in favor of con- 
tinuing the practice is the fear that if I, John Jones, 
eut it out, my competitor, Bill Smith, may continue it 
and so gain a competitive advantage. In the opinion 
of this writer, based on many years of activity in the 
silverware division of the jewelry trade, this fear is 
largely unfounded. Thousands of contacts with jewel- 
ers in every part of the country have convinced me that 
practically every one of them would like to get rid of 
the practice of giving away engraving if others will do 
the same, and that once the idea is put into execution 
there will be a rush to get aboard the band wagon. 

Never will there be a better opportunity to make the 
change. The scarcity of engravers, the piling up of 
orders to be executed, and the ability and readiness of 
customers to pay fair prices for everything they get, 
all contribute to make this the ideal time to turn over 
this new leaf, and put the engraving department on a 
business-like paying basis. 

Let’s remove the Engraving Department from the 
debit side of the ledger to the credit side, where it right- 
fully belongs. Let’s have a schedule of prices under 
which every piece of engraving is to be paid for, no 
matter how large or how small and without regard to 
the quantity or dollar value of the goods sold. Instruct 
the salesmen to sell engraving just as they would sell 
any piece of merchandise. Show the customer the differ- 
ent styles of lettering with the prices for each piece just 
as you would show and quote prices on anything else 
you sell. Educate your sales force to recommend a style of 
lettering in keeping with the article to be engraved and a 
style of engraving which enhances the beauty of the ar- 
ticle and is a credit to the store. Always keep in mind that 
“the memory of quality remains long after the price is 
forgotten,” and sell your engraving service as quality 
work, with a positive value, rather than looking upon it 
as something that is merely thrown in “free,” and is 
treated accordingly. 





FEATURE ONE CLASS OF GOODS 
(From page 162) 


passerby may conclude that “there’s nothing there I 
like,” and never come into the store. 

Try this idea—I know from experience that it works. 
For a background against which jewelry will show 
to advantage, I like a pleated velvet drape, preferably 
of light grey or mauve color. It might be well to curve 
the back in a semi-circular manner, sacrificing the loss 
of space of the back corners of the window in favor 
of the improved appearance that is obtained. Against 
this curtain background a colorful oil painting may be 
hung, which can readily be secured from your local art 
dealer, and to which a small credit card can be at- 
tached. Possibly your art dealer would undertake an 
arrangement for a change of pictures periodically. 

In addition to the color that it lends to your window, 
the painting contributes a definite degree of dignity 
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and distinction to the presentation. 
In the center background and possibly in the two 
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TRADE MARK 


To be featured August MADEMOISELLE 





Outstanding 
Costume Jewelry 
Promotion Idea 
of the Year! 


Moonglo Pins: 


4704K. . . $96doz. 
4413K. . . 60doxz. 
4409K. . . 72doxz. 


4703K. . . 72doxz. 


Moonglo Earrings: 


4532K. . . $24dor. 
4534K. . . 30doz. 
4533K. . . 36doz. 
4876K. . . 18doz. 


Moonglo Bracelet: 
4536K. . « $72 doz. 


Moonglo Necklaces: 


4539K. . . $66 doz. 
4541K. . . 72doz. 


Window cards and news- 
paper mats supplied. See 
our complete collection of 
Spray Pins, Earrings, 
Bracelets and Necklaces 
to retail up to $50. 


JAY KEL 
JEWELRY CO. 


307 Fifth Avenue 
New York 16 


Chicago: 36 South State St. 
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rear corners, may be placed small pieces of silver hol- 
lowware, porcelain, or glass, the center ornament be- 
ing of greater height than the pieces on the side. From 
this point on, the actual placing of the merchandise is 
a matter of the individual taste of the decorator. 

If the suggestion made above, that a window feature 
just one class of goods at a time is tried, and the first 
display were to feature rings, it might be well to show 
the rings in color groups. Possibly three to five diamond 
rings in a center group flanked by a group of ruby rings 
on one side and sapphire on the other. If space per- 
mits, additional groups of say amethyst and topaz 
would be effective. Possibly the window may be of a 
size which would make such a small display look lost 
or out of place. If so, this ring feature display could 
then be augmented by a few selected watches in the 
background on raised blocks. 

Modest price tickets may be placed on a few of 
the articles without in any way detracting from the 
effect or discrediting the store’s reputation for good 
taste, while at the same time demonstrating that your 
prices are within reach. Many people think that jewelry 
costs much more than it actually does and showing the 
price is more likely to bring people in than to scare 
them away. 

Assuming that this arrangement for your window 
elicited favorable comment, a few days later make a 
complete merchandise change. This time you might con- 
centrate on bracelets for example, with an important 
one shown on a plastic hand as the central feature. A 


consistent change of display will definitely cause the 
passerby to stop, anticipating ‘something new.” ]j will 
be colorful, dignified and reputation building. 

In the final analysis, it is simply a case of Creating 
the right impression. Just as you or I are repeljeg 
rather than attracted by the typical window of th 
cheap clothing store, massed with quantities of shir, 
and neckwear, but stop to inspect the window thy 
presents a few fine things, so do most people who by 
jewels deserve credit for reacting in a similarly dis. 
criminating manner with respect to jewelers’ windows 


WHAT MRS. CONSUMER EXPECTS 
(From page 107) 


you to publish ads extolling your marvelous contriby. 
tion to the war effort, or advertising products that | 
can’t buy. When you tell me what more I can do ty 
help win this war, or how I can make the things I haye 
last longer, I am delighted .. . 

The advertising of watches as “waterproof” ang 
“shockproof” for use by the boys in the service seems 
unfair to me, because I have known of several cases 
where watches so described have been sent back home 
repeatedly by servicemen because they won't hold wp, 

I have some ideas, too, on your postwar plans for me, 
I have very definite ideas as to what I would like tp 
see American industry do after the war. I will attempt 
to express these ideas simply. 

I realize the importance of price control during this 
emergency, but I think that when peace comes we will 


ERA WATCH CO 


C.RUEFLI-FLURY ¢ C2 BIENNE 


‘kya Watches on 
ARTHUR BAUER U. S. Representative 


Time 


the World Over’’ 
48 West 48th Street, New York, 19, N. Y. 
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be glad to drop the red tape and complications it causes. 
But—l dont want prices to soar because there’s a 
greater number of buyers than products to sell. Can 
American industry work out a plan to insure fair prices 
after the war, or will enforced price control be needed 
for some time to come? 

We consumers know that the manufacturer, distribu- 
tor and retailer are entitled to a fair profit—but we 
want our money's worth, too. 

] want quality products that are worth the money you 
ask for them. I don’t want to be hoodwinked into buy- 
ing merchandise that won't hold up. I want to know 
that I can depend on the manufacturers and producers 
of this country to give me the best they can produce 
at a fair price. Friends have suggested that the quality 
of merchandise for Government contracts is much higher 
than ever offered to civilians, even before the war. If 
you are capable of producing better quality products 
for Uncle Sam, why can’t you produce them for me? 

When peace comes, don’t take advantage of me just 
because you know I must have so many things I’ve 
done without during the war, and because I have the 
money to buy them. 

Can we, as consumers, depend upon American indus- 
try to give us quality merchandise at a fair price? Or 
will your eagerness to supply a vast market be too great 
a temptation. 

I also want you to help me get greater knowledge of 
the things I buy. This war has taught me the impor- 
tance of learning, and I am eager to learn more. I’ve 
taken courses . . 


. balanced a budget of ration points 


FACTORIES AT 
NEW HAVEN, CONN., U.S.A. 


HEADQUARTERS, 


T.0. Customer, 
Anywhere and Everywhere, 


; Dear Customer: 





ANSWER: "All that we can! 
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Clocks for our Customers?” 
ANSWER: "Yea, verily! 








NEW YORK SALESROOMS AND EXPORT DEPARTMENT OF 


THE NEW HAVEN CLOCK Co. 


10 ROCKEFELLER PLAZA ; a ® 
NEW YORK 20, N. Y. : ae 


SALES DEPARTMENT 
EDWARD STEVENS, SALES MANAGER AND VICE-PRES. 


LL AGREEMENTS ARE CONTINGENT UPON OCCURRENCES BEYOND OUR CONTROL. QUOTATIONS SUBJECT TO CHANGE WITHOUT NOTICE AND ORDERS 
ARE ACCEPTED ONLY SUBJECT TO PRICES RULING AT TIME OF SHIPMENT. CONTRACTS WITH AGENTS NOT VALIO UNTIL APPROVED BY AN OFFICER 


N:O.T .T. BE S EXE Ee FOUR DORE ARE QUESTION: = 


"If, to make one War Gadget, we need the material for X number of: 
Watches and Y number of Clocks plus the manpower to assemble: these, how 
any War Gadgets should we produce daily?" 





and cash ... learned to work on an assembly line. Mrs. 
America 1944 is a much smarter woman than you ever 
dealt with before, and she intends to apply her new- 
tound abilities to her life after the war. 

Be ready to give her facts and information about 
your products—how to use them to best advantage, and 
how to be a better homemaker. 

She still wants glamour—please continue to tell her 
how to be attractive. Continue to appeal to her desire 
to be beautiful and to have fine things, but back up your 
intriguing, subtle ads with some factual, informative 
copy. 

Informative ads will help, but they won't be nearly 
enough. Informative labels giving instructions for use 
and other pertinent information must accompany your 
postwar products. Information which will help consum- 
ers use your products to best advantage and to buy wisely 
must be given. Your own specifications on a label 
wouldn’t mean much to me, but how your product will 
serve me would help immensely. 

I'd like literature as well. I want a broader knowledge 
of all the things I use and need every day. Consumer 
education is a good thing—but give it to us the easy 
way. Make booklets available at the point of purchase— 
the retail store. 

What about the products that you are promising in 
the future? 

Numerous articles and advertisements promise us 
almost impossible changes in our mode of living. Right 
after the war our houses will be filled with magic, and 
life will be serene forever. 









CABLE: ‘“JAMAVALE"’ 
TEL. COLUMBUS S-1956, 1957, 1958 


Summer of 1944 


And that's what we're doing !* 
THE. PENNY QUES TI°08 
"But does that mean that we are still making no Watches or 


* 





But we are planning big ie es for these 
Customers, our Friends, after the war is won!" 


Very truly yours, 
THE NEW HAVEN CLOCK COMPANY 


EDWARD STEVENS, Vice-President 
Director of Sales 























Others of you have attempted to help us keep our 
feet on the ground and have tried to tell us just what 
we can expect. Nevertheless, the net result is confusing 
and we are a little bewildered by it all. 

Don’t use me for a test tube or guinea pig. I share 
your faith in the dreams for tomorrow, but please tell 
me which are dreams and which are reality. Can’t Amer- 
ican industry keep its vision and work on the future, 
but at the same time give the American public the truth 
about products to be expected in the immediate future? 

And in your postwar plans for a better America, think 
a little about me. Don’t just flatter me by asking my 
ideas on the subject, and then ignore my pleas. 

Mrs. America 1944 is a pretty smart gal. 

She never did like to be taken advantage of, to be 
hoodwinked into purchases. You may have gotten away 
with it in the past, but don’t try it in the future. 

You’d be wise to help her spend her money to advan- 
tage from now on, and to give her quality merchandise 
that is worthwhile. 

She’s always wanted the good things in life, and she 
knows that American industry has and can make it pos- 
sible for her to have them, but stop bragging about the 
past and see to it that you continue to bring her the 
things she wants in the future. 

Let me summarize consumer thinking as I found it 
on this subject, with six practical suggestions: 

Use advertising which is accurate and truthful. 

Plan an adequate testing and research laboratory for 
all products. 

Arrange for a closer relationship between the con- 
sumer and producer. 


Remember the cover of JC-K's April number—a lissome | 

and floral jewelry? Smith-Patterson Co., Boston, obtained o py 

of the photo; mounted it as the theme for a window displ, 
Caption: "Cover Girl from Jewelers’ Circular-Keystone," 


Adopt an adequate consumer education program, 

Assume responsibility for those in your own mid 
who use unfair tactics. 

Most of all, preserve and promote the confidence ¢ 
the people of this country in American industry—q 
dence which will only survive through your own 
tegrity, fairness and ability to serve the public. 


TIRED OF THE TRADITIONAL way of displaying we 
ding bands? Simple way out: roll a sheet of pap 
around so it makes a cone; slip the ring down about 
inches from the top and there you are. Different cole 
papers in pastel tones will entice interest in your displg 








An Innovation in Ear-Clip Findings 


f a) 


34 West 47th Street 


A new Ear-Clip finding that will expedite 
your manufacturing problems in producing 
the complete Earring— 


ConsotipaTED ReEFininc Co. 
Refiners of Precious Metals 


New York 19, N. Y: 
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ATTENTION: 


MANUFACTURING JEWELERS 
CENTRIFUGAL CASTING SHOPS 


Important Features! 
ik tees PRODUCTION 


Tremendous timesaver—No rubber bands. 


BJECTS REDUCED 

No fins—No steps—Uniform accuracy. 

DIUSTABLE 

_) Adjustment for molds of different thicknesses up to 
one inch. Fine adjustment for individual molds. 


SY TO OPERATE 


A flick of the lever and the mold is securely in place. 













im MOLD 


Includes arm sup- 







HOLDER plied for "Perfec- 
‘ for tion" Machine 
digi] | Wax Casting ae ot 
” UNIVERSAL tached to 
JOINT other ma- 
Assures Equal chines (round 
Pressure on bar). We will 
Every Part of attach it if 
Mold you a us 
ce of PATENT your machine. 
te ova Additional 
“4 $12.50 F.O.B. N. Y. City charge $1.00. 
ALEXANDER SAUNDERS 
Centrifugal Casting Machines 
be Equipment and Supplie 
quip pplies 
pay (Suee. to J. Goebel & Co.) Est. 1865 


95 BEDFORD STREET, NEW YORK 14, N. Y. 
7 Send for Price List 





After taking stock you undoubtedly will 
find odds and ends in 


STERLING SILVER 


FLATWARE & HOLLOWWARE 


in either new, used, inactive or obsolete 
patterns 


We are in the market to pay you 


CASH 


for any amount you have on hand. 
Send them to us for our offer. 


We will pay express charges both ways, 
if necessary. 


References: Jewelers Board of Trade 


JULIUS GOODMAN & SON 
77 Madison Ave. 


Tennessee 
Joseph A. Goodman 


Memphis 


Julius Goodman 

















BUY DIRECT 


HEART SHAPE LOCKETS 


j Net per dozen 
Hond Engraved Gold Plated on silver—bow ¢ $27.00 


Hl Engraved Gold Plated on sliver=/20th P aK nectetet 30.00 
a d Engraved 1|/20th 12K with chain $33.00 to 42.00 
Hand Engraved |/20th 12K with chain diamond set 54.00 
Lan raved |/20th 12K with chain diamond set 60.00 
| Ser lamond in large size hand engraved 

Bie ey row 1% 
on Sterling Stone set spray pins .00 to 

oe on ey Earrings Pree 6.00 to 15.00 

Mth 12Kt. on Sterling Earrings 12.00 to 30.00 

on Bracelet—Gold Filled 49.50 to 120.00 


Gold Stor Service Pin on Sterling, safety catch 15.00 
th Straps - Novelty Pins - Bracelets - Coil Pins - 
Safety Catches - All Military Emblems 

ITEMS IN DISPLAY BOXES Send for Latest Lists 


. L. HIRSH & CO. 


Providence 3, R. I. 


ES 
\ 
l 


83 Eddy St. 














PIERCED EARRINGS 


GOLD 
GOLD FILLED 
ROLLED GOLD 
GOLD PLATED 


the WACHTEL CO. 


1107 BROADWAY 
New York 10, N. Y. 











FOR HONEST RETURNS 


SWEEPS 
FILINGS 
SCRAP 


GOLD PLATINUM 


JOSEPH B. COOPER & SON 


Refiners & PRECIOUS 
Smelters METALS 
OFFICE: 





FACTORY: 
BROOKLYN, N. Y. 


26 JOHN STREET, 
NEW YORK CITY 
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Perfume bottles of various shapes and sizes in lead 
crystal with hand-made stoppers from $16.50 a dozen. 
Dresser trays with twisted Lucite and enamel trim from 
$7.20 a dozen. Fenton Brewer Co., 225 5th Ave., N. Y. 


This heart-shaped vanity is entirely made of sterling 4 
silver and is one of a large selection. From Minerva® 
Products Company, 1133 Broadway, New York, N. Y, 


- 


Hand silk-screened, oil paintings under glass decorate 
this substantial 14" x 22" tray. Hardwood frames in 
apple bleach or mahogany finish. $27 a dozen whole- 
sale. Many assorted decorations are available from 
Breslauer-Underberg, 225 Fifth Ave., New York, N. Y. 


Genuine leather jewel box is available in all assorted 
colors at a wholesale price of $36 a dozen or $3.50 
each. Mabel MacLaughlin, 225 Fifth Ave., New York. 


Metal ashtray for men is |!" in diameter and features 
a removable glass liner and polished brass rest. In 
either bronze finish at $15 a dozen or gold finish at 
$18 a dozen net. S. P. Skinner, 225 Fifth Ave., N. Y. 


The illustrated numbers are from a collection of cera- 
mic candy jars featuring all-over gold decoration. 
From $24 to $30 a dozen wholesale. They are offered 
by A. L. Larimer, 225 Fifth Ave., New York, N. Y. 
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New Giftwares. 


{ 
| 


Crystal and pastel combine to give strong sales ap- 
peal to this attractive four-piece boudoir set at $3.75 
per set complete. Colors are pink, green, blue or 
yellow. Selected from the Wm. H. Fenton line dis- 
tributed by Najeeb, 225 Fifth Ave., New York, N. Y. 


An excellent tray of quality wood with 

rooster and chicks in vivid colors on black or» 
background. 18"x24" at $7.50 each al 
Shown by Fanny Morse, 225 5th Ave., New York ii 


Princeton china accessories for the home in a choice 

of pink, blue, or ivory with coin gold decoration. 

From 75 cents to $2.75 each wholesale. Offered 

by Bernard Lipman, 26! Fifth Ave., New York, N. Y. 
Hand-dipped Hollybox Christmas candles are 
of pure bayberry wax and range in price from {f 
to $6 a dozen pairs, all individually boxed. 
Exclusive with Sun Glo Studios, 225 Fifth Ave., i 





Hand-painted figurines of fine translucent 

china, ivory and gold, pastel or dark colors. Gay oversized brandy inhalers. May be used for 
Ranging in height from 8" to 12" and from pretzels, cookies, flowers, vines or as aquaria. Im- 
$2.50 to $20 a pair wholesale. Gottschalk mediate shipment at $52.50 a dozen. Available from 
Sales Co., 225 Fifth Ave., New York, N. Y. Mary Rodney, 225 Fifth Ave., New York, N. Y. 
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TTT TT] 
NEWEST 
OF BEST SELLERS 


‘ This harfdsome new cigarette box (73/,” 
long, 334,” wide,13/,” deep) is made of kiln-dried 
hardwood combined with mirror. It is mirror lined 
throughout and has a hand etched glass cover with 
crystal ball knob. The box is very substantially constructed 
and rests on felt discs. For mail orders. specify No. 38K. 





























Sensational value, priced for quick selling at 


18.00 dozen : 








1 dozen to carton F.O.B. Brooklyn, N. Y. 
Now ready for delivery 2/10 net 30 














Exclusive Factory Representative: 


COTTSCHALK SALES C0., 225 Fifth Avenue., New York 10, Nv. Y. 
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diamonds 


When Ambridge, Pa., people read 
their papers they see items like 
these, written and paid for by 
Krauss Jewelers. The "personal" ad 
at lower right is typical of the 
store's series in the classified pages. 


by PEG FORSYTHE 


Right, this is the interior of the 
Krauss jewelry store, to which many 
customers have been introduced 
by cleverly-written "classified ads." 


HERE are a hundred old wheezes about newspaper 

“agony columns’—“agony column” is a gag name 
for the personal column on the classified ad page of 
your daily newspaper. But behind these jokes is the 
element of human interest—that elusive something that 
makes people turn to the classified page, day after day, 
to see what’s been lost or found; who’s willing to trade 
an upright piano, slightly used, for a 1932 Chevrolet; 
or who is refusing to pay his wife’s debts. 

In case you think we’re talking through our toupee, 
there are figures to prove that there is plenty of traffic 
on the classified page. Forty-three per cent of the 
women going through their hometown paper each day 
read the classified page. Thirty-four per cent of the 
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Want Ad Ser 


‘Does Wonde 


Krauss Jewelers do some 
different by advertising 
in the personal column; 


girls? names get attention 


males read the classified page. These figures aré 
guess work—they’re based on surveys made by 

Bureau of Advertising of the American Newspa 
Publishers Association. Considering the relative ec 
of classified and display ads, that’s a lot of readersl 
for your money! 

Here’s how Phillip B. Krauss, owner of Krai 
Jewelers, Ambridge, Pa., made clas#fied ads work 
him. . 

During about 18 years of working for other jewelet 
Mr. Krauss had the idea that when he got a store 
his own he’d try this new type of advertising. 

Why, he reasoned, couldn’t classified advertising 
a jewelry store be just as attention-getting as any ité 
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PRICED FOR PROMOTION . 
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PBY FLYING BOAT Vo q’™ 


9.00 DOZ. 
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GENERAL SHERMAN TANK 
9.00 DOZ. 


SOLDIER 
6.75 DOQZ. 








ANTI-AIRCRAFT GUN 
9.00 DOZ. 





STATUE OF LIBERTY 


KG 6.75 DOZ. BLOCK BUSTER 7, 
& 2) aa a 












eS B-19 BOMBER - 
9.00 DOZ. 
d SAILOR ®) 
oi JEEP 6.75 DOZ. ZR) 
Ps , - 5 3 
j MACHINE GUN \ 
6.75 DOZ. | \ 





VOGUE MANUFACTURING C0." 


ee . i OF CALIFORNIA 


| | : 
Charm Bracelet Chains Designers and Manufacturers 3 
of 


6.75 and 12.00doz. Yy : 
| Pos Fashion Jewelry 


_ 219 W. 7TH STREET « LOS ANGELES 14, CALIF. 
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in the “personal” column? When he had his own stor 
he vowed, he'd give it. a try! P . 

“At first, I was afraid to advertise this way ae 
we have a fine store,” said Mr. Krauss, who has ow 
his own store now for about two years. “But it did. 
hurt us at all, in fact I can say it has done won 
for us.’ 

Typical of the “‘personals’’ Mr. Krauss used : 
one. Addressed to “Gertie” and signed “Marjo 
it reads: “My curiosity has been satisfied. Mr, Kp 
just told me why a young man gives a diamond tp 
fiancee. A diamond is the only stone in the world 
is everlasting and remains beautiful, brilliant 3 
zles on and on forever and ever. Nothing mar, 
beauty! That’s exactly the way a girl wants her | 
to be. Something beautiful and permanent that } 
forever. A diamond is the token of that kind of lg 

Then there’s the short but attention-getting m 
—from “Catherine” to “Stella.” It says: “We y 
discussing engagement rings at the card party last ni 
and it’s true that Krauss Jewelers have the finest se 
tion of diamonds in Beaver County. ‘Charge It’ at 
extra cost, is their motto.” y 

Or this one, from “Clara”.to “Marilyn”: 
about something interesting! Mr. Krauss just told 
why a young man puts a diamond ring on the 
finger of the left hand of his sweetheart. That i 
only finger that has the vein running directly to 
heart. Isn’t that something???” 

Classified advertising can build prestige, too ; 
all in how it’s done. Here’s an ad Mr. Krauss u et | 
build prestige for the Krauss name, and on the clas 
page. This ad, reproduced on the first page off 
article, reads: ; 

“A woman wanted to purchase an empty box thi 
had our name on it. She bought a gift elsewhere, but 
she wanted it given in a Krauss gift box, and insisted 
that the name be on the box. 

“Yes, this happens every day. But we’re sorry, we 
don’t sell our boxes. We give them, free, with every 
purchase, whether it’s 50 cents or $5,000. 

“There is prestige in giving a gift with the name 
‘Krauss’ on the box. Anyone receiving this gift knows 
it comes from one of America’s Finer Jewelry Stores.” 

There’s a great deal of human interest in the three- 
line headline story, reproduced here, about the girl who 
couldn’t get her guy to pop the question. She kept 
hanging around outside the Krauss store, staring hope 
fully at the diamonds in the window. Finally, the story 
says, she broke down and told Mr. Krauss all about it. 
Seems the boy was shy .and thought he’d be turned 
down. Besides, maybe he was broke. 

In the last paragraph is a message to the chap i 
question. “Come in today and get her that diamond 
ring. She will accept it, and her parents positively 
have no objection and if you don’t have all the cash, 
Krauss Jewelers will trust you.’ 

Mr. Krauss followed that up with a classified ad 
headed “Strictly Personal” and addressed to “Mt 
Krauss—Jeweler,” and signed by two girls. 

All of these ads are cosy as a chat in front of thé 
fire—but they get their message across, too, with # 
minimum of cost and a maximum of attention value. 
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EW YORK GIFT SHOW 


AT THE Model Pennsyluania 
AND THE Model New Yorker 


AUGUST 28th THRU SEPTEMBER 1st 


This year, because of the tremendous increase in volume, exhibits of the New York 
Gift Show will be housed in both the New Yorker and the Pennsylvania hotels, in 
order adequately to display these giftwares. Adjoining the Pennsylvania Station, 
the two hotels are conveniently connected by an underground passage. 


se Soe Ste emmsenaet: seamen emmTeRtte:woccormaeettonnso9%e 


Sponsored by The. National Gift ind Art Association, Es snaceetal 


Directed by George F. Little Management, Ine., 220 Fifth Avenue, New York 
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sea alii 3 iD i iin aa 


FOR JULY, 1944 








— 

















ENRICH YOUR GIFT DEPARTMENT WITH 
Right now you could sell a vastly greater volume of BETHWOOD GIFTS AND ACCESSORIES 
CORY Brewers, if we could get the needed quality Hand. painted eccessoties on delicate milk git 
materials to make them. in 

. Sica IH white, petal pink and soft blue. Candy boxes—vases— 
You will get your share of those we do make and cornucopias—baskets—perfume sets with trays to match 
your good will and profits will be protected by the —cigarette boxes. Some lamps are still available. 


CORY quality standard and price policy. Katherine Zipper 


CORY B tst i Rose & Bertha Glebard 712 So. Olive St. 
rewers are outstanding for beauty, exclusive 1298 Mdse. Mart, Chicago, Ill. is done oath 


deluxe fittings and ease of brewing finest coffee, 
UNTOUCHED BY METAL. See us at Merchandise Mart, Chicago, Room 1298 


reators & Manufacturer 


Cc . 
BETH WEISSMAN | 45 w 23d st, New You 


AVAILABLE FOR 7 
IMMEDIATE DELIVERY! =| © waxes 


Featuring: Fine quality ALLIGATOR—ENGLI ‘ 
. MOROCCO — CALFSKIN — SADDLE LEATHER 
and PIGSKIN with and without multi-passes. : 


CIGARETTE CASES—KEY CASES—WRITING CASES” 
BILLFOLDS FOR NAVY — FITTED DRESSING CASES 
‘ 


GUARDIAN 


eye) - re ; y/ Leather & Novelty Co. a 
$ ad oo oe a . 358 Fifth Avenue @ 
: cal os J Tel.: WIsconsin 7-1267 New York 1, 2h Y. ; 
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STRENGTHENING OUR FRIENDSHP 
COTTON FILLED BOXES AND GOOD WILL. 


Roxes are well made, attractive in appearance and suitable for 

display and gift packaging. Come in the popular sizes: 3x3x%”; ON YOUR NEXT BUYING TRIP VISIT OUR PLEASANT 
ae ee ee SHOWROOM AND SEE OUR DISPLAY OF MERCHAW: 
Other Gift in various assorted color designs from $4.00 DISE FOR IMMEDIATE DELIVERY. 

a dozen and u 

Also available. for delivery, fancy velour trimmed Pin and LUCITE DRESSER SETS, MEN’S LEATHER DRESSING 
Earring Boxes in assorted sizes; Plastic, Wood and All Velour CASES, LEATHER BILLFOLDS, STERLING SILVER 


covered Watch and Locket Boxes in beautiful assorted de- 


signs. They are in stock—ready for delivery. HOLLOW-WARE, CUTLERY, GLASSWARE, AND GIFT 
_ Write for our New Catalog—VJust off the press! NOVELTIES. 


 (ompurd TANZ & GURWITT 
-7 253 5TH: AVENUE, NEW YORK 16, N. Y. 


EAS AAS SOOO WHOLESALE DISTRIBUTORS 
Tet. LEXINGTON 2-7574 














ROOMS 401-402, 5 N. WABASH, CHICAGO 2, ILL. 
Members of The Jewelers Board of Trade, Chicago Jewelers Assn. 
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FOR WINDOW OR COUNTER—Practical, simple, un- 


breakable. Each bar is removable. Your wholesaler 5-0 ee 


should supply you with these at $6.50 per set. If he can- (HOLDS 4 dez. EARRINGS) 
not, write directly to us. L 


COSTUME ACCESSORIES of CALIFORNIA 


728 SOUTH HILL STREET, LOS ANGELES 14, CALIFORNIA 


2 eon 








New York Distributor Chicago Distributor New England Distributor 
DISPLAY NOVELTY CO. ROBERT KAISER THOMAS LONG COMPANY 
114 E. 25th St., New York 10 209 So. State St., Chicago 42 Summer St., Boston, Mass. 














Spode 


THE FINE ENGLISH DINNERWARE 





Since 1770, Spode products have 
won the approval of succeeding 
generations of discriminating people. 


COPE!.ANT 


Fine English Earthenware 
ea 
ENGLAND 





sPout . ° 
corriaxcscuims English Bone China 
ENGLANC 





METAL FRAMES of 24 K gold plated finish which ; 
does not tarnish, come in three sizes: 7 Ldntseole Stiedithins 
‘1 2x3 — 3x4 — 5x7 Stone-Chins 
- Made by 
7 $18.00, $24.00 and $45.00 W.T. COPELAND & SONS, LTD. 
per Doz. Engla = 
IG One Half Dozen each size minimum order. / 
a Available from STOCK in New York 


Sole agents and wholesale distributors 


COPELAND & THOMPSON, INC. 
206 FIFTH AVENUE, NEW YORK 10, N.Y. 








Phone 225 FIFTH AVENUE 
MUrray Hill 5-1636 AT TWENTY-SIXTH STREET 


NEW YORK CITY 
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a The Leaders... Today and Tomorrow! 


Samson 


CARD TABLES 


Samsonite 


STREAMLITE LUGGAGE 
Strong Enough To Stand On 





We’re continuing to create a demand strong 
enough to build your future on! 

This year’s big advertising schedule is run- 
ning in these top-ranking magazines: 


LIFE 
(10 Issues) 


ESQUIRE 
(8 Issues) 


LIBERTY 
(4 Issues) 


TRUE STORY 
(4 Issues) 


NATIONAL GEOGRAPHIC 
(4 Issues) 


WwW 


Denver > SHWAYDER BROS., INC. « Detroit 








“THE PATHWAY TO SUCCESS” 


WATCHWORK 
JEWELRY 


ENGRAVING 
BRADLEY POLYTECHNIC INSTITUTE 
SCHOOL OF HOROLOGY 


Dept C. Peoria, Ill. 

















" ELECTRIC CLOCKS 
: And Ail Delicate Precision 


Among the specialized precision instrument oil pro- 
duced by Nye is one created especially for electric 
clock mechanisms. Like all Nye Oils it is of con- 
trolled quality, viz., exact viscosity; extremely low 
rate of oxidation; long life; adhering to the point 
of lubrication without spreading. For best results 
in lubricating electric clocks use the oil most manu- 













facturers Materials 
standard- supplier 
ize on, for Nye 
Ask your Oil. 











Instruments 















MONEY WITH COSTUME JEWELRY 
(From page 132) 


Reno, Nevada—with volume climbing steadily every 
year. 

The inventory ranges in price from $1 to $50, With 
the top-price items in the Omaha store running slightly 
lower than those of the Reno outlet. pe 

In costume accessories, just as in the purchase @ 
precious jewelry, milady likes the feeling of a 
ness, and the store that wants to hold her favor should 
make it a point to have things that are not being offere 
“everywhere.” It’s a let-down to arrive at a party and 
find two other women wearing the identical pin thy 
graces your own suit no matter whether you have paid 
$2.95 for the piece or $295. 

This fact is considered in buying, because “we try 
to get the ‘different’, the unusual, the ‘exclusive’, ang 
we never buy quantities of an identical piece,” 
Misti. “True we sometimes buy a small quantity of, 
single design but we have it made up with a variety of 
colors in the stones—a few of this, and a few of that; 
to offer several dozen identical pieces is unthinkable” 

An increasing part of the sales volume of this on 
ganization is repair and alteration work. Because 
the relative scarcity of merchandise, more and mo 
women are having favorite pieces made serviceable 
through repair, or are: getting a new “lift’’ out of 4 
old piece by having it altered. During the first two 
months this year the two stores have handled just e 







der 3500 repair and alteration orders involving appr 
mately twice that number of pieces. 4 

Granted sufficient merchandise and suitable repait 
facilities, the problem is how to get the volume. Here 
is where a flair for the dramatic and a keen appreciation 
of successful merchandising methods come into play. 

The core of Misti’s merchandising policy is sales per 
sonnel. Girls are used exclusively—pretty girls. “My 
clientele demands it of me,” says Misti. “They expect 
it of our store, so I hire nice-looking girls. The per 
sonnel problem has not been difficult. Girls are attracted 
to this line of work—they like jewelry and like to work 
with it,” said Miss Hampton. 

Perhaps the heart of the over-the-counter sales pre 
gram is the concept of a “jewelry wardrobe.” When 
a customer inquires about a pin, for example, she i 
always shown companion pieces: earrings, brooches, hat 
ornaments, etc. If the customer does not have the money 
for the additional purchases at the moment, she is er 
couraged to use Misti’s lay-away or will-call plans. Cus 
tomer reaction to this procedure is good—the sales 
figures prove it. 

In fact, sales figures—and profit figures—prove the 
soundness of the firm’s entire formula which may kt 
summed up this way: 

1. Discriminating buying of merchandise. 

2. Careful selection and thorough training of per 
sonnel. 

8. Consistent advertising. 

4. Tasteful displays. 

5. The “jewelry wardrobe” idea of related pieces. 

6. A genuine interest in the customer. 

That same formula can be used to build a profitable 
costume jewelry department in any jewelry store. 
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y AMERICA'S 
4 FIRST 


BILLFOLD 


M°Greso 


with REMOVABLE 
SCOTCH PURSE 


Gains Instant Popularity wherever it ts shown 
Finest quality leather billfold-purse for men 
or women Holds Everything bills 
change cards snapshots identifi- 
cation. Can be had in a variety of leathers 
Retails $5 up. Order it now—your customer 
will ask for it! 





24 WEST 32nd STREET 
NEW YORK N.Y 


oumBia WY ALES  crart co 





GEMS AND GEM MATERIALS 


By EDWARD H. KRAUS and CHESTER B. SLAWSON 


This book describes practically every commercially 
important gem and gem material, classifies the 
material according to various properties, includes 
tables of comparative gem and gem material 


characteristics and presents available information 





on manufactured gems. Written by two outstand- 


ing authorities. Profusely illustrated. 





Price $3.00 Postpaid 
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BRAZIL—EXPORT 


( 
DAVID BAND specializes in the ex- 
port of cut and polished Diamonds as 
well as every kind of semi-precious 


stones. 


sara 


BRAZIL—IMPORT 


We are interested in the importing of 
‘. genuine precious Sapphires, Rubies, 
Emeralds, also modern silverware and 


everything connected with jewelry. 


Apply to 


DAVID BAND 


Avenida Rio Branco 111, sala 406 


RIO DE JANEIRO 
BRAZIL 
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in the World 


Largest and Foremost 
Supply House 


WATCH-CRAFT 
REG. U.S.PATENT OFFICE . No 348436 


with WATCH-CRAFT 
WATCH CRYSTALS 


You Get 


N G) (oF pak Or 8) Y 


C.8.E. MARSHALL C0. 


THE JEWELERS’ CIRCULAR-KEYSTONE 


, HIGH ROAD 


O BETTER WATCH CRYSTAL FIT. 

TING. The easy way in today’s market is 

a short cut here—another there—sacrificing 

quality to the demand for quantity, 
But, not WATCH - CRAFT! WATCH. 
CRAFT takes the high road to the same finer 
quality, expert workmanship, and painstaking 
attention to precise details of crystal fitting. Not 
every store or repair shop has WATCH-CRAFT 
Crystals. But thousands of the BETTER jewelry 
stores and watch repair shops throughout the de, 
States use WATCH-CRAFT and ROCK-CRAFT . 
exclusively. 


3 y, 


A LIFETIME OF FREE SERVICE 


Don’t waste money on obsolete crystals. Don’t clutter up your 
cabinet with dead stock. Here is a stock control service that wil] 
keep your cabinet up-to-date for a lifetime. This stock control ser- 
vice—offered only by C. & E. Marshall—informs you when new nun- 
bers come out. The best, the very best numbers are sent to you in 
individual labeled boxes with instructions telling you in which 
drawer to place them. You are informed immediately which crystals 
are becoming less popular and where they are. You simply remove, 
sell, and do not re-order them. All you do is lift the old boxes out 
and place the new ones in. Your system is up-to-date with only 
the best sellers. 


FINEST QUALITY CLEAR GLASS 


Sparkling glass that has toughness and 
elasticity and gives flawless vision. 


ACCURATE SIZES 
CORRECT SHAPES 


“TAILOR-MADE” to fit the watch manufacturer’s original bezel, 
these crystals will snap in and fit perfectly. Each crystal is prop- 
erly domed and allows plenty of hand space. The edges are per- 
fectly finished . . . you need not grind or polish! HERE IS A 
CRYSTAL THAT IS SIZED TO FIT ACCURATELY. 


PERFECTION OF 
CABINET SYSTEM 


In a 12 or 18 drawer Cabinet System that will satisfy the most 
exacting watchmaker. Each size of crystal has its own movable com 
partment. And each crystal is labeled with size and case manufac 
turer’s name. You find the exact crystal instantly. Compartments 
can be easily placed in proper positions when new numbers até 
added. 
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Box 7737, 
Chicago 80 
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Employment Ceilings Set; 
Essential Industries 
Get Ist Call on All Men 


Under the new War Manpower 
Commission priority referral plan 
for all male labor, slated for July 1, 
the average jeweler will find it in- 
creasingly difficult to recruit new 
male help, particularly if he is locat- 
ed in a critical labor area. The plan 
applies to male labor throughout the 
entire country, in both critical and 
non-critical areas, and to all busi- 


ness. 

All hiring will have to be done through 
local United States Employment Service 
ofices. Specifie details of the plan will 
be worked out on a local basis. 


LIMITS YOUR EMPLOYEES 


Every business establishment will have 
an “employment ceiling,” limiting the 
number of employees it may have. In 
most cases, this will be the number of 
employees the firm had on June 4. Under 
certain circumstances, essential indus- 
tries will be allowed to have a larger 
number of employees than they had on 
June 4. Some non-essential industries 
which have lost employees since June 4 
may not be able to replace them. 

In critical labor areas manpower pri- 
ority committees will determine labor 
priorties and set employment ceilings. If 
the ceilings on essential industries are 
hot reached in these critical areas retail- 
ers will have little opportunity to get 
new help from that area. 

If a jewelry store employee wants to 
change his job he must first contact his 
Prospective employer; the new employer 
in turn must prove to the local USES 
ofice a greater need for the man than 





his present employer. Then a referral 
slip will be issued. 


GET HELP THROUGH USES 


The jeweler who needs help will regis- 
ter with USES and if he is located in a 
non-critical area it is possible that some 
help will be referred to him. 

Employers will have a wide latitude of 
selection in accepting men sent to them 
by USES and will not have to accept the 
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Stringent New Employment Rules 
Announeed for July Il by WMC 





ANRJA MOVES TO NEW QUARTERS 





Large, Modern Offices Now House 
Retail Association Headquarters; 
Retailers Are Invited to Visit 





To provide the necessary facilities for 
serving its greatly increased member- 
ship, the American National Retail Jew. 
elers Association has moved to new and 
considerably larger office space in the 
Fred F. French building, 551 Fifth Ave., 
New York. 

The new quarters, as can be seen from 
the photograph above, are handsomely 








first one sent if he doesn’t fill the bill. 
Also, if a man is referred to a jewelry 
store and doesn’t like the job offered, 
there is no compulsion used to make him 
take the job. Instead he will be offered 
another, then another and still others 
successively for which he is qualified in 
essential and locally needed activities in 
the order of the relative urgency to the 
war effort. 

An important point in this system is 
the fact that it does not apply to female 
labor. 

(Please turn to page 206) 








JC-K staff photo 


decorated and furnished in keeping with 
the standing of the largest trade associa- 
tion in the jewelry field. Modern in style 
and treatment, they are still conserva- 
tive and dignified. 

The pictures show a corner of the re- 
ception room, and a view of the office 
of Secretary Charles T. Evans who is 
seated at his desk, conferring with As- 
sistant Secretary Boyd Evans, whose of- 
fice is adjoining. 

The general offices are commodious 
and attractive, with ample space and 
facilities for clerical work, filing, stor- 
age and other services. 

A cordial invitation is extended by 
ANRJA to all jewelers whenever they 
are in New York to visit headquarters 
and to avail themselves of the associa- 
tion’s services. 
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Ira Guilden, Waltham Wateh Co. 


Accent on Modern Styling 
And Vigorous Promotion 
Expected to Be Policies 


At last the secret is out regarding 
the new management of the Wal- 
tham Watch Co., which has been the 
subject of so much gossip during 


the last two months. 

Ira Guilden has been selected as 
president of the Waltham Watch Co. 
and will take over soon after the stock- 
holders’ annual meeting July 16, it was 
learned from informed quarters in the 
trade. 


FOLLOWS F. C. DUMAINE 

Mr. Guilden succeeds F. C. Dumaine, 
who, at 78, has disposed of his interests 
in the company, after 20 years of astute 
control, during which an indebtedness of 
$6,000,000 was paid off and $3,500,000 
-of capital stock was bought and retired. 


25 YEARS IN WATCH FIELD 

Waltham’s new president has more 
than 25 years’ executive experience in 
the watch industry and enjoys a wide 
acquaintance among wholesale and re- 
tail jewelers. He retired on March 31, 
1939, as vice-president and treasurer of 
the Bulova Watch Co., after more than 


°s New President 











10 years with that firm, and _ subse- 
quently, it is understood, served as con- 
sultant to the Longines-Wittnauer 
Watch Co., of which his brother, Morris 
Guilden, is treasurer. 


WALTHAM'S BIG STOCKHOLDERS 

Largest stockholders at present ap- 
parently are the Union Securitiés Corp., 
New York underwriting house, and Con- 
solidated Investment Trust of Boston. 
Union has acquired all of Mr. Dumaine’s 
stock, which included more than half of 
the Class A Common. Union has also 
bought stock from other holders under 
a purchase offer expiring June 21. 

Consolidated is owner of 20 per cent 
of all classes of stock, less whatever it 
may have sold to Union. 


PREDICT PAYROLL BOOST 

Labor and civic leaders at Waltham, 
Mass., predict that the new ownership 
will place modern advances in produc- 
tion, styling and salesmanship behind 
the well-known “Waltham” ‘name, so 
that the product will be a major factor 
in the post-war market. 

Waltham workers’ union expects the 
company to employ 3500 or 4000 after 
the war. Present factory payroll: 2400. 





Granat Bros., 2390 Mission St., San 
Francisco, has purchased the factory and 
equipment of Harris & Languelin, watch 
case makers and repairers. 





Steps Toward a Permanent U.S. Diamond Cutting Industry; 


Both Labor and Management Expand Organization in Field 


Both management and labor took steps 
last month to stabilize the diamond cut- 
ting industry in New York, as an endur- 
ing American institution—not a tempo- 
rary wartime product. 

Some 800 young diamond cutters, 
many of them women, crowded a meet- 
ing hall June 14, when speakers for the 
International Jewelry Workers Union 
(AFL) announced the organization of 
employees at a number of cutting shops 
previously without union contracts. 

Local 128, IJWU, has Robert Herman 
for its president. Mr. Herman is em- 

loyed at Dinhofer Bros., where the 
ocal obtained its first contract several 
months ago. Hyman Palatnick is 
organizer. 

Meanwhile, the United Diamond Manu- 
facturers Association announced the ac- 
ceptance into membership of 40 em- 
ployers (formerly non-union shops) and 
the likelihood of 20 more shops joining 
within a week or so. This would bring 
the employers’ membership to 107 cut- 
ting establishments, representing by far 
the bulk of the industry. 

The Jewelry Workers Union was ready 
to open contract negotiations with the 
United Diamond Manufacturers Associa- 
tion on behalf of workers in the newly 
organized shops. 

Before turning to the International 
Jewelry Workers Union, a committee 
representing cutters in the unorganized 
shops asked for membership in the Dia- 
mond Workers Protective Association of 
America (AFL). This tightly organized 
group, most of whose members have been 
cutting diamonds for half a lifetime, 
turned the young organizers away, evi- 
dently skeptical of the ability of the 
diamond cutting industry to continue in 
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WORLD'S SMALLEST? 


FORLD'S 
JEWELRY 





Its owner claimed that this is the - 
smallest jewelry store. Measurements: 7 feet - 
long and 4 feet deep. Watches, rings, neck. 
laces and other lines were sold in this tiny ; 
store on Grand St. in Des Moines, lowa, up” 
to a short time ago. When owner Rolph 
Bruhn died recently, the store was closed, 
and now it is for sale. Anybody know of g 
store that can beat this little shop to the 
title of "world's smallest?" ' 





Duty Upped on Some Watch. Imports 


Duty on 6x8 watch movements is up, 
perhaps temporarily, to $1.80 instead of 
a former $1.35 at the Port of New 
York; and under OPA importers are en- 
titled to add the increase to their selling 
price. 



















































Reason for the increase is a dispute 1 
between the Port of New York and an- rept 
other port. New York has passed these § tion 
movements as measuring .604” and as- § vent 
sessed them at $1.35 each. Another port § New 

its present size here after the war is now suggesting another basis of mea- N 
aiek te Rieti Whalen’ Mennter. surement, which would make these move- § spac 

t : Pop ments measure either .438” or .597”, to § ball 
urers Association will soon have con- be assessed at $1.80 each the 
+ 2H Mee pind oo apoio nae Until the issue can be ‘decided by the § cupi 
idatiaas to deal with the Protective omg i erg pg ley vig soe hea ryote oe ns 
sociation headed by Jules Verbeek; a parrweeting — B can ger — a 
larger number of shops, staffed by young ie “the A se York system, this a0 sit A 
people with up to four years’ éxperience, wilh ie coteniel : : pe ih 
will have their relationship with the ; Ari 
Jewelry Workers Union and its presi- Wo 
dent, Leon Williams. Back the Attack—sell War Bonds! B 
C. 
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The last time the Jewelers Square Club of New York went over the top on a War Bond driveg 
they bought this Flying Fortress—that was in the 4th War Loan. This time they aim to § Le 
enough Bonds to buy 5 "Forts," and 20 lighter planes besides. For more news about jewelers @ Jey 
work in the 5th War Loan Drive, see page 194. ® Re 
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Providence Journal-Bullztin 


Providence detectives look over some of the recovered loot. 





The trade show will be sizeable and 
representative during the American Na- 
tional Retail Jewelers Association’s con- 
vention at the Waldorf-Astoria hotel, 
New York, the week of Aug. 21. 
Ninety-four exhibitors had signed for 
space up to June 20, indicating that the 
ball room, the ball room balconies and 
the East Foyer will be completely oc- 
cupied. Bulova Watch Co. will occupy 
the ball room stage. 

The preliminary list of exhibiting firms 
follows: 

A. & Z. Chain Co., Alpha Crafts, Henry 
Amdur & Sons, American Binder Co., 
Aristocrat Leather Goods Co., Art Metal 
Works, Axel Bros. 

Baker & Co., B. A. Ballou & Co., Inc., 
C. J. Bates & Son, Benrus Watch Co., 
Bernat Co., Charles Braunstein & Co., 
Bristol Seamless Ring Co., Blanfel Com- 
pany, Bulova Watch Co. 

Cathay Crafts, A. Cohen & Sons Corp., 
Harold Cohen, M. Chalom & Son, China 








Overseas, Coro, Inc., Cadie Chemical Co. 

Diamond Trading Co. 

Elgin- American Division, Tlinois 
Watch Case Co., Ellyn-Deleith, Inc., 
Fmpire State Glass Decorating Co., 
Essway Mfg. Co. ) 

A. Edward Fisher Co., Florn Co., J. 
& H. Flyer, Fredart Leather Goods Co., 
Marvin J. Freedman. Inc. 

Gildale Co., Leo Giass & Co., Gruen 
Watch Co. 

L. Heller & Son. 

Imperial Gem Syndicate, 
Pearl Syndicate. 

Isidore Jaffe, Jos. H. Jacobson & Sons, 
Jay-Kel Jewelry Co., Jewelry By Wall- 
rin R. M. Jordan & Co., Jennings Silver 


Imperial 


Kayser Art & Gift Co., Samuel Kirk 

Son, Wm. Korn, Krementz & Co., 
Jacques Kreisler Mfg. Co. 

L. & R. Mfg. Co., Walter Lampl, 
Leonard Art Novelty Co., La Mode 
Jewelry, Levy Bros. China Co., Luedco 
Religious Supplies, L. Luria & Son. 
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ANRJA Has 94 Companies Signed for Convention Show; 
Names and Number Indicate a Representative Exhibit 


M. A. Mead & Co., Mercury Ring 
Corp., Museum Silver Shop. 

Neisser & Zahn, New Hermes, Inc. 

Edw. Prill & Sons. 

Robinson & Sverdlik, Louis Roselaar, 
Royal Novelty Co. 

Savoy Watch Co., W. A. Sheaffer Pen 
Co., Swartchild & Co., Frank W. Smith, 
Inc., Irving Sacks, Inc., Streicher Mfg. 
Co., S. & A. Sternklar, Schless-Harwood 
Co., Schnelwar Platinum Mounting Co., 
Edward L. Stern & Co., House of 
Schrager, Speidel Corp. 

Terry Co., Traub Mfg. Co. 

U. S. Luggage & Leather Co., U. S. 
Time Corporation, Aaron Ulrich Asso- 
ciates, Uris Sales Corp. 

Rudolf Van Der Walde, Inc., B. & L. 
Veit, Inc., Vienna Art Publishing Co. 

Walbert Co., Warren Telechron, Lewis 
P. Weil, Watson Co., G. A. Westphal 
Co., Wyler Watch Agency, J. R. Wood & 
Sons. 





No Jewelry Firms Failed 
In 1st 4 Months of 1944; 


Record for 30 Years — 


It hasn’t happened before, not in 30 
years! 

The Jewelers Board of Trade has re- 
vealed that during the Ist four months 
of this year there was not one single 
failure in the industry. That’s the Ist 
time within at least the past 30 years 
that there have been no failures record- 
ed for any four-months period. 

All branches of the industry are in- 
cluded in this record. 

Following is a list of the total number 
of failures in the industry during the 
comparative period, January through 
April, for the past five years. The num- 
ber of failures is shown in the middle 
column. In the last column is the total 





thefts Hit Providence Firms; Loss $100,000 


Jewelry and Materials 
Stolen From 11 Firms; 
Some Loot Is Recovered 


Eleven Providence jewelry manu- 
facturers have been robbed of close 
to $100,000 worth of jewelry, 
watches and materials in a crime 
wave which began several months 
ago and is now causing Providence 
firms plenty of headaches. 


Latest break was at the Genser Mfg. 
Co., 45 Waldo St., which was robbed for 
the 8rd time in less than three months 
late in June. This time thieves took an 
estimated $3000 in jewelry plus 6000 
silver-plated crucifixes. First break in 
the Genser factory was on March 18, 
when more than $2000 worth of jewelry 
was taken—only a few weeks later an- 
other $700 worth was taken. 

Before the latest robbery Providence 
police arrested several men in connec- 
tion with other robberies, and have been 
holding them under heavy bail. The 
police also said they had recovered part 
of the more than $80,000 in loot, but 
wouldn’t estimate in dollars exactly how 
much had been recovered. It is thought 
that the robberies were not the work of 
an organized gang. 

The first robberies were in March and 
April, with additional breaks right up 
to the time JC-K went to press. 

Following are a list of the robbed 
firms, with their reported losses: 

Levy-Anderson Co. 45 Baker St., 
$10,000 to $15,000 worth of gold and 
silver bracelets and lockets. 

Ross Jewelry Co., manufacturer, 430 
Kinsley Ave., $12,000 in costume jewelry. 

T. & F. Mfg. Co., 586 Atwells Ave.; 
thieves broke in and tried to carry away 
several big boxes of jewelry, but were 
frightened away. 

Modern Jewelry Co., 812 Charles St., 
lost $2500 in silver findings, earrings and 
colored stones. 

Providence Polishing Co., 226 Eddy 
St., identification bracelets and un- 
finished sterling silver earrings valued 
at $852. 

Imperial Jewelry Co. 90 Elm St., 
$1500 worth of jewelry and _ plastic 
stones. 

Esposito Jewelry, Inc., 35 Harkness 
St., rings and imitation cameos, no value 
given. 

Eagle Silver Co., 46 Clifford St., $2000 
in silver and watches. 

Hingeco Vanities, Inc., Addison Place, 
$12,561 worth of silver and partly 
finished jewelry. 

Bliss Bros. Co., 58 County St., Attle- 
boro, $10,000 in lockets and bracelets, 
silver chain and jewelry on which the 
firm was doing repairs. 





in liabilities for the Ist four months of 
those years. 


Year Number Liabilities 
1944 none 
1943 4 $ 20,098.87 
1942 61 655,687.00 
1941 83 605,910.48 
1940 74 820,963.90 
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Treble Damages Sought 
Against Certain Firms; 
Proper Records Asked 


Cracking down on Providence 
jewelry manufacturers with a series 
of court suits for alleged violations 
of pricing regulations, the Provi- 
dence OPA last month accused some 
firms of selling or buying over ceil- 
ing and sought treble damages; other 
companies OPA merely claimed had 
failed to keep proper records, and 
some firms simply received a warn- 
ing. 

As JC-K went to press, 500 Provi- 
dence manufacturers met with State 
OPA Chief Christopher Del Sesto 
at a conference sponsored by the 
NEMJ&SA. 

Mr. Del Sesto told the manufac- 
turers that OPA appreciated that they 
had had to face difficulties in the past 
two years, but warned them that OPA 
expects compliance with its regulations. 
Although OPA has every hope that 
compliance will be voluntary, Mr. Del 
Sesto said, it can and will enforce com- 
pliance with warnings or, if necessary, 
a motion in Federal Court for suspen- 
ion of a firm, or a criminal suit. 

Fred A. Bullock, president of the as- 
sociation, presided at the meeting and 
Edward O. Otis, Jr., executive secre- 
tary, had charge of the question period 
when questions from the floor were an- 
swered by Mr. Del Sesto and his aides. 


CHARGES ARE LISTED 


Following are the names of firms 
against which OPA has brought charges, 
beginning late in May and right up to 
the time JC-K went to press: 

Archie Bellin, doing business as A. 
Bellin & Co., 51 Bassett St., charged 
with selling over ceiling and buying 
an unspecified amount of silver at over 
the ceiling price. The firm has consented 
to a court decree ordering it to pre- 
pare records showing how its ceiling 
prices are determined. The company 
has until July 14 to prepare its records, 
and if they are not prepared by then, 


(Please turn to page 202) 


OPA Aets to Spur 


Compliance in Rhode Islang 














In Hawaii they have an especially good reason for buying War Bonds—Dec. 7, 1941! Hen 
is the War Bond department of Detor Jewelers, Ltd., Honolulu. Left to right are: Fred H 
Kanne, chairman of the Hawaii War Finance Committee; Mrs. Cleo Evans, wife of an Army 
captain; George N. Michopulos, president of Detor Jewelers, Ltd. 


—————___ 
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Jewelers Are Set to "Back the Attack" with War Bond; 





Code Numbers’ Use Will Label the Industry's Sales 


Last month the jewelry industry— 
manufacturers, wholesalers and retail- 
ers—rallied ’round to buy—and sell— 
more than before in the 5th War Loan 
Drive, ending July 8. 

As JC-K went to press at the close 
of last month retailers all over the coun- 
try were holding special War Bond 
“sales.” The manufacturing and whole- 
sale division in New York, with a 
quota of $20 million, had already passed 
the $2 million mark—expected to sell 
$3,500,000 in War Bonds before the 
week was over. 

Chairman of the manufacturer’s and 
wholesalers’ drive is Dave Kay, with G. 
H. Niemeyer, Aaron Sverdlik as hon- 
orary chairmen. 

The costume jewelry industry, with 
Max C. Meyer as chairman, pledged it- 
self to buy 12 heavy four-motored bomb- 
ers at $250,000 each—a quota of $3 mil- 
lion. 

The Diamond Dealers’ Club held a 
War Bond rally on June 20 at which 
its members bought $175,000 in War 
Bonds in exactly one hour. 





‘Floyd Leonard Resigns from WPB Post: 
R.K. Juergens Heads Watch, Clock Unit 


Floyd Leonard wound up two years 
and a quarter of Government service 
on June 17, when he retired as chief of 
the Clock and Watch Unit in the War 
Production Board. Richard K. Juergens, 
has successor, is experienced in both 
WPB administration and in the needs 
and operations of the jewelry business, 
having been connected during the last 
18 months with the Jewelry and Church 
Goods Unit of WPB’s Consumers’ 
Durable Goods Division. 

Though leaving active work at WPB, 
Mr. Leonard will serve as consultant to 
the Clock and Watch Unit, he told 
JC-K. 

But top priority right now, so far as 
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Floyd Leonard is concerned, is a “heavy” 
vacation. He’s had only two days’ leave 
since he began Government work 27 
months ago, in March 1942. 

Mr. Leonard started out with the 
Office of Price Administration, as head 
of the Silverware and Jewelry Goods 
Unit. He later switched to WPB. Mr. 
Leonard said he preferred not to dis- 
cuss his future plans. at this time. 

Richard K. Juergens was born to the 
jewelry business. Graduating from 
Princeton in 1931, he served his appren- 
ticeship in the industry at Juergens & 
Anderson Co., 90-year-old Chicago .firm 
of retail jewelers and special order 
manufacturers. 





Speaking at the rally were Miss Rut 
Matteson, Broadway star of “Tomorroy 
the World,” Philip Snyder, Coast Guan 
pharmacist’s mate Ist class, who spoke 
of his experiences in 19 months of ser 
vice in the South Pacific, and Ben¢ 
Poliskoff. 

On the Diamond Dealers’ Club Wa 
Bond committee are: Albert J. Lubin, 
Charles M. Gutwirth, Leon Doreson, De 
vid Maringer, Alfred Polak, Jacque 
Rosenblum, and Simon Siden. 

Manufacturing jewelers and whole 
salers were asked to put the code num 
ber 3011 on their War Bond applice 
tions, to insure the industry proper 
credit for all War Bond sales. Costum 
jewelry manufacturers were asked tout 
the number 3012. 


Chairmen of the sub-committees 
the manufacturing and wholesale dir 
sion, serving under Mr. Kay, are: Heny 
Jacobson,. diamonds; Samson _ Hitnet 
watches; George Klinick, colored stones 
Stephen W. Hoffman, industrial dit 
monds and diamond cutters; Mil 
Weil, display boxes; Howard Boyntit 
refiners; Max Jacoby, watch cases Z 
attachments; Harry G. Kaufman, 
mond dealers’ clubs; W. Waters Schwa} 
Walter Beer, Phil Skallet and Jaci 
Schaeffer, co-chairmen, manufacturilf 
jewelers; Irving’ Coopersteon, si 
ware; Adolph Bregman, electroplatem 
August O. Packer, scholastic and 
ternal jewelry, and Harry Smolin, je 
elry exchanges. a 




























New Items Now Under L-45 ye 


In an amendment issued recently? 
War Production Board has placed! 
following articles under the restrict 
of the Gold-Palladium order, L-45. 
additional items, now classed as “ 
elry,” are: lip sticks, cigar and cig 
lighters, clasps, money clips, belt buck 
pocket knives, emblematic jewelry, me 
awards, and luck pieces. 
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Wholesale Jewelers Did 
Good Business in 1943, 
NWJA Statement Shows 


"Wholesale jewelers enjoyed remark- 
Yble business during 1943, according to 
a statement of expenses and overhead 
repared by the National Wholesale 
swelers Association on the basis of 37 


ms’ experience. 

"Net profit averaged 6.92 per cent, the 
Wghest for any year shown in the sur- 
yey, which starts with the year 1923. 

profit compared with 5.07 in 1942, 

in 1941, and a loss of 13.41.in 1932 
‘at the bottom of the depression. 5 
~The wholesalers turned their stock 5.68 
times during 1943, culminating a year- 
by-year betterment in stock turn since 
1938, when they had 3.48 turnovers. 
Turnovers’ low point was in 1931—1.93 
times. 

Total expenses, 20.46 per cent, were 
1 per cent higher than 1942, but not out 
of line with expenses ever since 1936. 
Expenses hit a high of 38 per cent in 
1982. 

Both selling expenses and losses from 
bad debts were at record lows. Cost of 
selling averaged 4.99 per cent; bad debts 
a mere .37 per cent. 








BIG CATCH 





We know right where we're going on our 
vacation! The place is Acapulco, Mexico, 
where they certainly catch some whoppers. 
If you don't believe it, here is Albert Samuels, 
San Francisco, with a 165-pounder. 





Publie Still Needs Plated Flatware: 
Alarm Clock Supply Is Still Very Short 


Another WPB consumer goods 
survey shows that the American pub- 
lic is still in need of more alarm 
clocks than are being produced at 
present, and the need for tableware 
is only slightly less in the consumer’s 
mind. 

The survey, covering buying experience 


during the first three and one-half 
months of this year, was made during 





YOU'LL SEE IT 





This photo, publicizing the newest and 

Neatest in jewelry, is one of many that 

will appear in magazines and on the woman's 

pages of newspapers all over the country. 

H's the work of the Jewelry — Industry 
Publicity Board. 


FOR JULY, 1944 





April by enumerators from the Census 
Bureau. 

The demand for articles was checked 
in proportion to available supply. Alarm 
clock supplies are currently able to meet 


only about 1/3 of the demand. Approx- , 


imately 67 per cent of the consumers 
who were unable to buy an alarm clock 
reported real hardship or inconvenience 
as a result. 

More than 10 per cent of the house- 
holds queried would buy tableware if it 
were readily available. That would be 
a total of 5,473,000 households if the 10 
per cent held true for the nation as a 
whole. The number of households that 
were successful in their attempts to buy 
tableware since Jan. 1 total 18 per cent, 
while 36 per cent reported real incon- 
venience in their inability to obtain the 
desired items. Households in the mar- 
ket for tableware since January total 
13 per cent or an estimated 4,955,000. 

[Right now the prospects for produc- 
tion of more plated flatware are not 
particularly good. At a recent meet- 
ing of the flatware manufacturers WPB 
advisory committee, it was revealed that 
there is still a shortage of the materials 
needed to manufacture silver-plated flat- 
ware. 

Shortly after the meeting WPB re- 
leased copper to be used as an under- 
coating on plated flatware. “But, ac- 
cording to the thinking of at least one 
leading manufacturer, the quality al- 
lowed was still too poor to offer con- 
sumeres. ] 

In addition to a check on current buy- 
ing experience, the survey provided. in- 
formation for estimates of future de- 
mand for the goods covered. Respon- 
dents were asked, in relation to each 


(Please turn to page 207) 





| Civilians to Get Smaller Share of Wateh Imports 


WPB Orders Importers 

To Hold Most Men's 

Watches Here in June 
Second Front operations in France 

have tightened the supply of im- 


ported watches, especially men’s 
watches suitable for military use, in 


the U. S. 
Railroads and highways through 
Southern France were intermittently 


closed, then opened, then closed again, 
by the jittery Nazis. This interfered, 
and promises to continue to interfere, 
with the sending of Swiss goods by 
truck or ‘ail through France to Spain 
and Portugal. 

Reasons for the Nazis’ nervousness: 
Patriots of the French Underground 
blowing up bridges, taking control of 
towns, etc., Allied bombings; rumors of 
Allied plans for landing troops in north 
Italy or Southern France. 


WATCHES FOR PX'Ss 


The War Production Board, there- 
fore, tooks steps to see that Post Ex- 
changes got the great bulk of Swiss 
men’s watches arriving here during June. 
The American Watch Assemblers Asso- 
ciation said that WPB ordered all im- 
ported waterproof watches held for 
Army Service; all watches containing 
10% and 11% ligne movements (not 
waterproof), except expensive gold 
watches, also held, and all 10% and 11% 
ligne movements likewise on ice for 
future consideration. WPB said this last 
was only “temporary” and applied to 
only “some” uncased movements of those 
sizes. 

WPB said that this tightening of the 
“freeze” during June would not neces- 
sarily continue into the summer, and 
that future developments would de- 
termine what share of the imports would 
would be routed to the Army and what 
to civilians. 


GSELL'S STATEMENT 


As to the supply situation, Roland 
Gsell, president of the American Watch 
Assemblers Association, said: 

“If the war spreads to Southern 
France, Swiss imports will be at a 
standstill. But truck convoys, flying the 
Swiss flag, will probably get through, 
so long as the situation consists of 
spasmodic political upheavals.” 

The Swiss vessel Zuerich was the last 
to leave a French Mediterranean port 
with Swiss merchandise for Lisbon. She 
carried undamaged cargo from _ the 
bombed Chasseral. The British, it is 
rumored, refused to give her safe con- 
duct back to Marseilles. 

The Thetis was awaited in Philadelphia 
at the end of June, with a “good” quan- 
tity of watches and movements shipped 
coastwise to Lisbon by the Generosa and 
the Zuerich, plus overland shipments. 

Another arrival was anticipated in 
mid-July, the Stavros. But watch im- 
ports after that seemed destined to be 
spotty, bound as they are by the grand 
strategy: of the ond and Third 
Fronts. 





Ask: “How many War Stamps with 
your Change?” 
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275 At NWJA Conference 
In New York June 1-2; 
All Officers Reelected 


(From page 116) 


P. Irving Grinberg, head of the 
jewelry section, Consumers Durable 
Goods Division, WPB, warned jewelers 
not to expect any loosening up of WPB 
restrictions on jewelry metals in the im- 
mediate future. 

“The controls which have been im- 
posed have been successful in conserviny 
critical materials for war needs and 
while rumors have been rife from time tu 
time that stockpiles have reached points 
which will enable releases of these ma- 
— the time has not yet arrived,” he 
said. 

WPB is “anxious to secure a return to 
production without restraint as soon as 
materials, labor and facilities can be 
made available without hindering or 
affecting the war effort,” Mr. Grinberg 
assured his audience. But, he said, that 
won’t be for some time. Quoting WPB 
head Donald M. Nelson, Mr. Grinberg 
warned that “Even in the case of mate- 
rial which is in good supply today, if 
suddenly the controls were relaxed an- 
other shortage would be likely to occur, 
injuring production for war.” 


AWARE OF BLACK MARKET 


WPB has “recognized the jewelry 
black market and has made efforts to “in- 
vestigate and check” complaints, he said, 
but to do a thorough ‘job would require 
far greater personnel than WPB has 
available. 

“If the industry could have evolved 
some procedure to indicate that jewelry 
purchased has been produced within 
regulations and frown upon dealings with 
doubtful cohcerns some beneficial results 
might have been obtained in checking 
black market operations. 

“Everyone recognizes that the present 
conditions in the industry as to mer- 
chandise are temporary and it will be 
extremely interesting to note the atti- 
tude of buyers as the supply of jewelry 
produced by concerns who are recog- 
nized to have operated under regulations 
approximates the demands,” Mr. Grin- 
berg declared. 


DIAMOND VIEWED STABLE 


Taking a look at the diamond market 
after the war, Henry I. Jacobson, Jacob- 
son Bros., poked holes in some of the 
arguments for a quick collapse in prices. 

Although it is generally accepted that 
when peace is in sight the diamond mar- 
ket will weaken because of general un- 
certainty, after the last war, in 1919, 
diamond prices rose sharply. History 
may repeat itself, Mr. Jacobson pointed 
out. 

The theory that refugees will dump 
large diamond stocks on the market be- 
fore returning to their homelands is “a 
weak argument,” Mr. Jacobson said. 
U. S. income tax on the sales, blocked 
bank accounts, and inflated prices in 
Europe will probably decide many 
foreigners to hang on to their stones, 
he asserted. 

Although at least one country is al- 
ready making bids to its nationals now 
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V-Day to Bring Buyers’ Market, Wholesalers Told 
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Leon Sickles, Frank Stirling, A. Joseph Baltin, A. C. Wallenstein, |. Behrstock, William R 
Kirsh, Charles G. Brown, Paul Stern. JC-K staff photos by McGinn. 










in this country to return after the war 
and revive its cutting industry, much of 
the machinery has been destroyed and 
many of the workers who did not escape 
have been killed or taken to Germany 
for forced labor, Mr. Jacobson said. 
“Will this country sit idly by and see 
a promising industry lose its place in 
the.sun? Before the war there were a 
few ‘hundred diamond workers in this 
country—now there are several thousand. 
American ingenuity and our supremacy 
in the making of machines have already 
produced many mechanical improve- 
ments in diamond cutting and polishing 
to counteract cheap labor. Is it not 
reasonable to expect that this country 
will increase the duty on polished dia- 
monds to protect our infant industry?” 
The wartime demand for industrials 
will probably continue into the peace, be- 
cause new uses have been found for 
them, Mr. Jacobson said. This will help 
hold up gemstone prices, he declared. 


FRIDAY SESSION 


Opening the Friday morning session 
was Mrs. June Hamilton Rhodes, pub- 
licity counsel for the Jewelry Industry 
Publicity Board. 

Biggest thing to come out of the war- 
time buying spree, Mrs. Rhodes said, 
will be “a carrying on into postwar of 
the quality idea.” 

“Right now the retailer tells us that 
he has no trouble selling high price mer- 
chandise. But after the war these very 
lush prices will not be so common. In 
the postwar period the consumer will 
want quality—and merchandise will have 
to be smart as well as good.” A slogan 





William Lichtenfels and E. S. Heller; Gemex 
Co.; Leonard Shiman, Shiman Mfg. Co. 

















to fit postwar might be “quality me. 
chandise at a price,” Mrs. Rhodes gag | W 

Although there will be an immedist | fr 
postwar demand for goods “both ney} A! 
and as replacements,” Mrs. Rhodes said, | th 
selling the public will still be necessary, | sd! 

“It’s quite possible that after the war} 4 
there. won’t be as many Bonds to cash} tu 
in as we expect,” she said, pointing out 
the high rate of cash-ins in May. “Als, M 
people may cash in their War Bonds} “a 
for necessities rather than luxuries. “We ] we 
aren’t planning on a rosy, wonderful] ex 
heyday but on a difficult market.” tic 


WATCHES FOR WOMEN tic 


“We don’t think the American watch | % 
industry is going to suffer from this 
war.” Mrs. Rhodes stated. Women will} th 
want service watches, she said—the sort | Te 
of watch that will take hard usage and} W! 
an occasional dip in the shower. “We} Si 
know a woman is going to still keep her 
decorative watch, but she’ll want a ser- W 
vice watch, too.” 

Another fashion to grow out of the 
war is the double ring ceremony—“Its§ 8° 
a fashion we must try to build for post § W' 
war,” she said. Latest twist to this is the § P¢ 
engagement ring for men—one retailer} 
recently sold 15 men’s engagement rings C 
in one month, declared Mrs. Rhodes, 


MEN WILL WANT RINGS di 


After the last war men took up the} ,, 
fashion of wearing wrist watches—after 


this war the fashion will be rings, Mm ‘ 
Rhodes predicted. About 80 per cemty 
of the country’s servicemen now wear je 


finger rings, she said. After the war met 
will have to be “sold back into evening® 4; 
clothes,” she declared. “We have to 
men cuff links, and pocket watches anl§ 4, 
chains, too.” 

Mrs. Rhodes urged manufacturers # 
write directly to the Board on whit 
jewelry lines they wanted given pul 
licity. 

Leon J. Engel, J. Engel & Co., Balti 
more, reported on the activities of th 
War Service Committee, of which he wat 
chairman during the past year. , 


ENGEL'S WPB VISITS 
“I am very sorry to report that where 
as we may have earned ‘E’ for Effort 
. ? . I found that approaching tt 
various government agencies with 1 
(Please turn to page 197) 
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quests for relief was exactly like butting 
gne’s head against a stone wall,” said 
Mr. Engel. “I first started making trips 
to W gton . . . Plans were made 
for the release of additional copper in 
order to bring about an increased pro- 
of wedding rings; for more ma- 
terial for an increased production of 
war alarms. Failing in this, for the re- 
ase of additional materials for war 
as in order to produce a satisfac- 
ory product and avoid the waste of 
Hoth labor and material resulting from 
he production of an inferior clock; for 
yelease of materials to produce nun- 
led wrist and pocket watches. 
"*All these pleas upon presentation 
‘were met with polite turndowns, but 
ince then relief has been granted on 
he copper situation, on an increased 
tity of war alarms, and, I am given 
fo understand, on production of non- 
jeweled wrist watches, none of which 
have as yet been released. I would like 
to feel that these concessions by the 
government agencies have been due in 
some small part to our efforts.” 

The committee also recommended to 
WPB that loose diamonds be released 
from the inventory restrictions of L-219. 
Although it was the committee’s opinion 
that only about 2 per cent of diamond 
sales are made by showing the customer 
a loose diamond, Mr. Engel said, WPB 
turned down this proposal. 

At a meeting with members of WPB, 
Mr. Engel said, one of the WPSers 
“assumed a very unfriendly attitude tc- 
ward the idea of an amendment to L-219 
excluding loose diamonds. His conten- 
tion was that this would only enable 
controlled merchants to use this addi- 
tional buying power to obtain more of 
the scarcer goods. 

“I wrote a formal plea asking for 
the amendment and a few days later 
received a lengthy letter of explanation 
why the amendment could not be con- 
sidered.” Mr. Engel said. 














W. C. BALL TALKS ON WATCHES 


Because of a fall, Maj. J. T. Mont- 
gomery of M. A. Mead & Co., Chicago, 
was unable to be present and his re- 
port for the Committee on Watches was 
read by Webb C. Ball, of the Ball Co., 
Chicago. 

Post-war liquidation of Federal sur- 
pluses will include jewelers’ merchan- 
dise, the report said, voicing hope that 
wholesale jewelers’ advice would be 
taken so that the goods would be dis- 
tributed with the least dislocation. The 
industry has opportunity for hiring dis- 
abled veterans, especially in watch and 
Jewelry manufacturing, and should con- 
sult with Federal agencies to educate 
discharged soldiers to these tasks. 

Maj. Montgomery saw the OPA justi- 
fied in its attempts to stick fast to the 
price line but declared “the one means 
against inflation is adequate production 
and distribution.” 

As chairman of the Committee on 
Jewelry, A. C. Wallenstein, of Wallen- 
stein-Mayer Co., Cincinnati, quoted from 
manufacturers’ letters to summarize 
present conditions. Highlights were a 
greater shortage ‘of labor than material, 
the danger of overpriced, poorly-made 
goods being left on dealers’ shelves, and 
the view that production restrictions are 
& good thing in that they are building 
a tremendous backlog of orders for post- 
war years. 


(Please turn to page 198) 
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Things to Remember 
uF EXPREOS 


reallce 
CK COMPACTLY_to reduce 
- weight and, shipping cane 


9, SHIP WHEN READY— 


for earlier delivery 


9, DIVIDE 6 


% into smaller unl 


ULKY PACKAGES 


tor 
faster handling 





“he 
a result of increased efficiency developed to meet wartime demands, 
rates have been reduced. Shippers nationwide are now saving an 
average of more than 10% on AIR EXPRESS charges. And AIR EXPRESS sched- 
ules are based on “hours”, not days and weeks—with 3-mile-a-minute 
service direct to hundreds of U.S. cities and scores of foreign countries. 


WRITE TODAY for “Vision Unlimited”—an informative booklet that will 
stimulate the thinking of every executive. Dept. PR-7, Railway Express 
Agency, 230 Park Avenue, New York 17, N. Y., or ask for it at any 


KRESS 


Gels there FIRST 


Phone RAILWAY EXPRESS AGENCY, AIR EXPRESS DIVISION 
Representing the AIRLINES of the United States 
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Dependability 
Quality 
Service 

SINCE 1926 





Var Ve vVisY¥v 


e 
dial 
refinishing 
Military 24-hour dials, 
special designs, Name dials; 
whatever your needs may 


be, you can rely upon our 
workmanship and service 


KIRK-RICH 
DIAL CORP. 


LOS ANGELES 
SAN FRANCISCO 
SEATTLE 
PITTSBURGH 
CHICAGO 
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‘We Buy 
USED 
WATCHES 


Any Make or Condition 
Highest Prices Paid 


Estimates forwarded within 
24 hours after receipt of 













merchandise. 


All watches are held intact 
pending. your approval of 
estimated price. 

Merchandise received by us 


is thoroughly covered by 
insurance. 


LOUIS PERLOFF 


737 Walnut St., Philadelphia, Pa. 


























Left to right: Harry Baumohl, U. S. Jewelry Co., Baltimore; Fred Orr and B. Willis 
The Non-Retailing Co., Philadelphia; Frank Moran, J. F. Sturdy's Sons Co., Attleboro 
A. Haller, Budlong, Docherty & Armstrong, Providence; A. C. Becken, Jr., Chicago, 








SEES BUYERS’ MARKET 


Substitute lines will be dropped by 
most wholesalers and retailers after the 
war, Mr. Wallenstein predicted, adding 
that the era of swollen volume and 
profits will be followed by a buyers’ 
market. 

The rest of the morning was devoted 
to a “forum” on trade problems, with 
discussion leaders opening with short 
talks. 

Silas B. Reagan, Baldwin Miller Co., 
Indianapolis, urged wholesalers to help 
their retail customers face postwar con- 
ditions by 1) getting their stocks back 
into balance, 2) absorbing part of their 
increased costs on higher priced goods 
by taking a lower markup, 3) putting 
aside a cash reserve. 


PRAISE FOR REG. W 


Jay Engel, J. Engel & Co., Baltimore, 
speaking from the floor, asserted that 
Regulation W had “helped put him (the 
retailer) in a splendid position.” Said 
Mr. Engel, “I question whether it’s a 
wise thing for the retailer to try to end 
Regulation W. There is ‘no question 
about it but that to abolish it will put 
a great many of them back in the same 
slow place as before.” 

R. Dix Edwards, Edwards & Co., 
Kansas City, pointed out to the whole- 
salers that while they were required to 
rehire employees now in the armed ser- 
vices and would probably want to do 
so, it is possible that only about 25 per 
cent of the returning servicemen will 
want their old jobs back. There is a 
chance, Edward Dix said, that demobi- 
lization of troops may be gradual and 
extend over two or three years. 

James H. Hetzel, Eisenstadt Mfg. Co., 
St. Louis, who led the discussion on 
trade-marks, declared’ that the trade- 
mark is a protection against blackmar- 
ket goods, and that immediately after 
the war retailers will be suspicious of 
unmarked merchandise, thinking it is 
blackmarket leftovers. Mr. Hetzel also 
pointed out that it is required by law 
that a trade-mark: always accompany a 
quality mark. 

B. Willis Moyer, The Non-Retailing 
Co., Lancaster, speaking on “Reduced 
Distribution Costs,” said that whole- 
salers must brush up on the efficiency 
of their sales methods. Salesmen can- 
not show too many lines at one time, 
he said. 

Joseph P. Byrne, J. P. Byrne & Sons, 
Omaha, criticized manufacturers who 








sell both the retailer and wholesaler g 
the same price. “When a manufactum 
considers a wholesaler worthy of hay 
dling his product he shouldn’t becom 
his competitor. 


ee 


SSESezP_saSBESBE8. SF =zSz= 


cs 







If direct selling co. § jew 


tinues the wholesaler should drop th} Wé 


line affected and spend his time on ‘gin 
on which he gets a better break,” Myf dis 
Byrne said. der 

Ce 
ASK LOWER MARKUP Wi 


Mr. Byrne also declared that dis 


tribution costs must come down all alongp § ' 
the line in postwar, and a smaller mark We 


up would help lower them. pul 
Reporting as treasurer, Joseph 8 nal 
Bechtel noted a cash balance of $12,600, (A 
Resolutions, presented by R. Dix Reg & 
wards of Edwards & Co., urged thy 1 
prompt termination of bureaucratic con ' 

trols as soon as possible after V-Day, 
and paid tribute to the late J. M. Bae « 
nett, Minneapolis; Sidney Y. Ball, of the ¥ 
Ball Co.; Harry Lossau, of Lossau & he 
Kramer, and Albert L. Ellbogen, @ W 
Stein & Ellbogen, members, who passel th 
i 


away during the last year. 

Howard L. Carpenter, of Albert Wal 
ker Co., Providence, presided during th 
reading of the nominations by Arthur 
P. Care, of E. W. Reynolds Co. la 
Angeles. The entire slate of officers wa 
returned to office: 

Harold Alberts, I. Alberts’ Sons, Ine, 
Boston, president; Silas B. Reagai, 
Baldwin-Miller Co., Indianapolis; Lem 
J. Engel, J. Engel & Co., Inc., Baltimorg 
and R. Dix Edwards, Edwards & ©, 
Kansas City, Mo., vice-presidents; Ar 
thur P. Care, E. W. Reynolds Co., Ia 
Angeles, immediate past - presidenl; 
Joseph B. Bechtel, Jos. B. Bechtel & 
Co., Inc., Philadelphia, treasurer; George 
A. Fernley, secretary, and H. R. Rint 
hart, assistant secretary. 

Named to two-year terms on i 
executive committee: Louis A. Gat 
therat, E. H. Pudrith Co., Detroit; it 
B. Hallett, J. L. Teeters & Co., Lincdlil 
J. M. Montgomery, M. A. Mead & 
Chicago; James H. Hetzel, Eisenstail 
Mfg. Co., St. Louis; A. C. Possin, Be 
hardt-Possin Co., Milwaukee; George & 
Brown, Gerwe-Brown Co., Cincinnal 
and A. C. Wallenstein, Wallensté 
Mayer Co., Cincinnati. f 

Adjourning at 1:30 o’clock on Fridd 
June 2, a good many of the wholes: 
reassembled three hours later that aft 
noon at the St. Regis hotel for a cockt# 
party and reception given by 
Jewelers Security Alliance when p 
of the latter group were discussed 
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Employees’ Group 
NLRB Elections 
jt Three Watch Plants 






Union is fighting “the admission 
into the United States of millions 
upon millions of non-descript Swiss 


watches.” 

Delegates to the union’s convention at 
Boston last month condemned the recip- 
rocal trade agreement with Switzerland 
for, among other things, “threatening the 
American watch industry with shut- 
downs and unemployment when war 
roduction ceases.” 

Presidents of the three American 
jeweled watch companies, the mayors of 
Waltham, Mass., Lancaster, Pa., and El- 
‘gin, Ill, and congressmen from those 
districts were invited to join with presi- 
dents of the three affiliated unions in a 
“Council to Preserve the American 
Watch Industry.” 

The American Watch Workers Union 
is an outgrowth of the Waltham Watch 
Workers Union, independent, which 
pulled out last October from the Inter- 
national Jewelry Workers Union 
(AFL). Walter W. Cenerazzo had or- 
ganized the Waltham workers three 
years ago on behalf of IJ WU, but broke 
with the latter over an election dispute. 

Last November the Waltham indepen- 
dent set up the American Watch Work- 
ers Organizing Committee, headed.~by 
Mr. Cenerazzo, which the next month 
helped 48 employees form the Hamilton 
Watch Workers Union and organized 
the Elgin National Watch Workers 
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OPA Will Throw Out GMPR, 
May Substitute:Markups; 
Asks Retailers’ Help 


Last month OPA officials met with 
members of OPA’s retail advisory coun- 
cil (representing jewelers were ANRJA 
Secretary Charles T. Evans, ANRJA’s 
counsel Louis Rothschild, and Arthur J. 
Sundlun, regional vice-president) to talk 
over revising price controls on retail 
fields. 

What came out of this meeting was: 
1) OPA will accept a ‘system of ceilings 
based on historic markups if retailers 
can show that it will not raise the cost 
of living; 2) OPA is dissatisfied with 
GMPR and, if the historic markup plan 
doesn’t go through, will completely re- 
write GMPR anyway; 3) you can ex- 
a8 pect dollars and cents ceilings on a great 

® many more items. 

As JC-K went to press a “task, com- 
mittee” of representatives of each retail 

f trade association was in the making. The 
§ ‘ommittee’s job: to work with OPA on 
be ° satisfactory price order to supersede 
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F 33 a 


Proposed, but not yet settled on, was 
a pricing system whereby each individ- 
ual retailer would set his markup ac- 
cording to what his cumulative markup 
was in 1943. 


FOR JULY, 1944 





Claiming a membership of 6700 | 

loyees at the Elgin, Hamilton.” 
and Waltham watch factories, the - 
new American Watch Workers'” 





Union, which succeeded the former em- 
ployees’ association. 

In elections held by the National La- 
bor Relations Board, the American 
Watch Workers Union won substantial 
majorities as sole collective bargaining 
representative at all three companies. 

At Waltham, on April 12, the vote 
was 1717 for the Waltham Watch Work- 
ers Union (affiliate of AWWU), 316 for 
the International Jewelry Workers 
Union, and 49 for no union. 

At Hamilton, on May 2, where the 
International Jewelry Workers Union 
withdrew from the ballot, 1231 voted for 
the Hamilton Watch Workers Union 
(AWWU) and 433 for no union. 

At Elgin, on May 10, there were 2456 





py. S. Wateh Workers Ask Curb on Swiss Imports 


ballots for Elgin National Watch Work- 
ers Union (AWWU) and 402 for no 
union. Here again IJWU_ withdrew 
from the election. ' 
The union now has 3000 members at 
Elgin, 2100 at Waltham and 1600 at 
Hamilton, Mr. Cenerazzo said, adding’ 
that contracts modeled after the Wal- 
tham agreement are being negotiated 
with the Elgin and Hamilton manage- 
ments. 
[The Waltham contract contains a no 
strike or stoppage of work clause on the - 
part of the union and a no lock-out 
promise by management. It provides for , 
arbitration of disputes over discharges © 
and piece rates, for seniority protection, 
(Please turn to page 202) : 
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The “QUALITY “Line 
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Specializing in... 





Seamus NMatihed Seta fs 


~ Men's WEDDING RINGS Ladies’ 


and values! A host of styles 
to select from, in a wide variety of widths and weights. 


Sold through wholesale distributors. 


SYDNEY BERMAN 


102 CANAL ST., NEW YORK 2, N. Y. 


Try to equal our quality... 





Phone—CAnal 6-3802 
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JEWELS 
IN 


GOLD 


* 


Modern Methods of 
Production have mate- 
rially decreased our 
manufacturing costs 
and we are now in a 
' position to offer our in- 
dividual creations at 


“most: attractive prices. 


* 


A. J. Gasse 


INCORPORATED 









Manufacturing Jewelers 


515 MADISON AVE. 









NEW YORK 


Pacific Coast Representative: 
Hubert A. Wood, 649 S. Olive St. 
Los Angeles 




















JSA Has Reception for Visiting Wholesalers on June 2 
In New York at Close of NWJA Annual Convention 


Seated, left to right: Henry Jacobson, Jacobson Bros., N. Y.; William B. Ogush, William § 
Ogush, Inc., N. Y.; Webb C. Ball, II, The Ball Co., Chicago; |. Behrstock, Los Angeles; Harold 
Alberts, |. Alberts' Sons, Boston; A. C. Wallenstein, Wallenstein-Mayer Co., Cincinnati 
Standing, left to right: Jack Carling, National Jeweler; R. D. Murphy, executive seer 

JSA; Mr. Gustafson, E. W. Reynolds Co., Los Angeles; Leon Engel, J. Engel & Co., Baltimore: 
Fred V. Cole, Editor, Jewelers’ Circular-Keystone; W. Waters Schwab, J. R. Wood & Son, 
N. Y.; Chas. G. Brown, Stein & Ellbogen Co., Chicago; Arthur P. Care, E. W. Reynolds Co, 
Los Angeles; Joseph P. Byrne, J. P. Byrne & Sons, Omaha; Walter Eitelbach, president, JSA 
N. Y.; Victor A. Lambert, vice-president, JSA, Lambert Bros., N. Y.; Harold Gardne,, 

assistant to president, JSA, N. Y. 





Left to right, above: Vice-President Lambert talks things over with President Eitelbach; "Wel, 
yes and no," says Arthur P. Care (right) to a comment by Webb C. Ball, Il, below: after 
which, Mr. Care passes the idea along to A. C. Wallenstein, who smiles in approval; Charl 
Brown (left) makes a point with W. Waters Schwab, while |. Behrstock looks on impartially 


After the close of the conference of 
the National Wholesale Jewelers Asso- 
ciation on Friday “afternoon, June 2, a 
number of wholesalers, including several 
of the JSA advisory board, attended a 
reception given by the Jewelers’ Security 
Alliance to NWJA members. Plans and 
policies of the Alliance were informally 
discussed and the program of activities 


J O-K staff phot 










which the organization has been conduct 
ing was wholeheartedly approved. 
“These frank, informal get-togethers” 
said President Walter Eitelbach, “are @ 
inestimable help to us here in New York 
in keeping us abreast of the problem 
and the ideas of the industry in othe 
sections of the country.” 















New York Jeweler Is Charged 
With Receiving Smuggled Watches 


Charged with having illegally received 
3000 steel-cased, Service type men’s wrist 
watches allegedly smuggled into this 
country from Canada, Charles Zaren of 
74 W. 47th St., New York, last month 
was released on bail of $2000. 

The charge against Zaren was to be 
heard by the grand jury. Thomas 





Murphy, assistant U. S. attorney, repre 
sented the Government. 












The Sarah Diamond Shoppe, Gretl 
Bend, Kan., has moved to 12-14 Mail 
St. The new store is equipped with ne¥ 
fixtures and lighting, and is air conde 
tioned. The Sarah Diamond Shoppe © 
cently celebrated its 15th anniversary. 








Back the Attack—sell War Bonds! 
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At Camp, Base, Fighting Front 








Promoted to a silver bar is Henry 
r, in the field artillery and now a 
jst lieutenant. Lt. Meyer is the son of 
Benjamin Z. Meyer, of the Central Watch 
Materials & Supply Co., Philadelphia, 
and was associated with his father in 
the company before he went in the Army. 
Lt. Meyer’s mother is now visiting him 
at Fort Riley, Kan., where he is sta- 
. Lt. Meyer has a new son whose 
name is William Jeffrey Meyer. 





1ST. LT. 
HENRY MEYER 


1ST. LT. 
SAMUEL THURM 


4 Samuel Thurm, formerly a cost ac- 
countant and statistician for the Bulova 
Watch Co., is in the Army and has been 
promoted to Ist lieutenant. He is with 
the statistical section of the Army Air 
Force, and is now somewhere in the 
Pacific area. Lieutenant Thurm has been 
in the Army for two years. 











Tell your customer~ 


a set Of 3-BIRDS IN FLIGHT is the acknowledged 
“Dernier Cri” for wear on dress, suit or coat. 
‘The set is of “Precious Metal’’—STERLING, gold- 
plated. They retail at $24 for the set...in a beau- 
tiful satin-lined box. IMMEDIATE DELIVERY! 








ostume— OF CALIFORNIA 


JEWELRY & NOVELTIES 


728 SO. HILL ST., LOS ANGELES, 14, CALIFORNIA 
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q Corp. Bruce J. Moore, who was em- 
ployed at the Gruen Watch Co. before 
he entered the Army 16 months ago, has 
been overseas for six months and now is 
stationed in New Britain. He also has 
seen service in Hawaii and Guadalcanal. 
q Corp. George Finn, formerly associated 
with Swartchild & Co., Boston, called on 
his friends in Boston the other day to 
inform them that he has now been trans- 
ferred from California to the Boston 
Army base and that they’re likely to see 
quite a bit of him from now on. 

q One of the proudest men in the Jewel- 
ers building in Boston these days is 
Ralph Cohen of A. Frisch & Co., father 
of Pfc. Haskell W. Cohen, just back 
from Guadalcanal and Bougainville with 
the Purple Heart decoration for wounds 
sustained in the battle of Bougainville. 
He had just started his apprenticeship 
in the jewelry trade with a novelty com- 
pany when he went into the service. He 
served in the South Pacific for two 
years and six months, and will report to 
North Carolina after his present 21-day 
leave is up. 

q First Lt. Kenneth Kaufman, son of 
Harry Kaufman, head of the Colonial 
Mfg. Co., who has been a navigator 
aboard a Liberator in the American 
Army Air Force in England, has been 
invalided back to this country. Lt. Kauf- 
man’s plane, while flying over England 
on its 21st mission to enemy territory, 
collided with another Liberator as a re- 
sult of dense cloud conditions, and both 
planes crashed to total destruction, with 
16 of the total of 20 crew members 
aboard the two ships killed. 

Only Lt. Kaufman and the pilot were 
brought out alive from the wreckage of 
their Liberator and Lt. Kaufman had 
both legs so badly fractured that the left 
one had to be amputated to save his life. 
He has been flown back to this country 
and is temporarily at Mitchell Field but 
is expected to be transferred shortly to 
Walter Reed Memorial Hospital in 
Washington. 

Before entering the service, Lt. Kauf- 
man was connected with the Colonial 
Mfg. Co. 





T/SGT. 
EMANUEL WEBER 


IST. LT. KENNETH 
KAUFMAN 


4 T/Sgt. Emanuel Weber, formerly with 
Brown, Gold Co. Philadelphia, was 
wounded by fire on May 5 in the Euro- 
pean battle area. Sergeant Weber, who 
is now recovering in a hospital some- 
where in Italy, received the Purple Heart 
and also another award for merit. His 
address is 2626 Hospital Section APO 
698, c/o Postmaster, New York, N. Y. 
(Please turn to page 211) 





BLACK ONYX 


ALL SIZES 


* 


SYNTHETIC 
RUBIES 


ROUND & SQUARE 


* 
MAX SCHUSTER 


10 WEST 47th STREET 
NEW YORK 


BUY MORE WAR BONDS 




















Biss 
Earrings in various patterns in 14 KT 
Green and Red Gold 

St. Christopher Key—14 Kt in three 
sizes; also Bill ips, Charms and 
Links to match 

Love Knot Ring—14 Kt Red and Green 
Gold Combination in four ; Har- 
rings, Cuff Links and Studs to match 


Our comprehensive 

Gold, Platinum and Enam- 
Fontty. Otgarente” on 

Cases are distinctive and 
have sales appeal. 


CLIFFORD A. MILLER & CO.., Inc. 
Manufacturers 
64 West 48th Street 
New York 
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DIAMONDS 
MELEE 
— All Sizes — 
GENUINE 
WHOLE 
PEARLS 


— All Sizes — 


GENUINE - 
RUBIES & 
SAPPHIRES 


Squares, Rounds and 
Fancies 


AMETHYSTS 
TOPAZ 
AQUAMARINES 


AGATES 


Plain or Drilled 





Mail Orders Promptly 
Filled 





Special Attention to 
CUTTING 
DRILLING 


MAX STERN « oo. 


Importers 


17-23 John St. New York 














OPA Acts to Spur Compliance 
(From page 194) 


the company is enjoined from doing 
business. , 

Henry Champagne, 212 Union St., 
charged with buying and selling silver 
over ceiling. OPA seeks $11,745 in 
treble damages, for sales at over the 
ceiling price. Champagne has signed a 
consent decree ordering him to refrain 
from buying or selling at above the 
proper maximum price. 

Nicola Colangelo, D/B as the N. C. 
Findings Co., 232 Aborn St., charged 
with buying an unspecified amount of 
silver at over ceiling and also with sell- 
ing over ceiling. The firm has con- 
sented to a decree ordering it to pre- 
pare its pricing records by July 7 and 
will be enjoined from doing business 
if they are not prepared by then. 

Leo Greenberg, D/B as Dickson Mfg. 
Co., 162 Clifford St. Accused of sell- 
ing at over ceiling and failing to keep 
proper records. 

Hingeco Vanities, Inc., 12 Addison 
Pl., charged with purchasing an unspe- 
cified amount of silver at above the ceil- 
ing price, and with failure to keep 
proper pricing records. 

Jaekel Mfg. Co., Inc., 7 Beverly St., 
charged with buying more than 100,000 
ounces of silver at over the ceiling price; 
with failure to keep proper records, 
and making sales at over maximum 
prices. 

Kestenman Bros. Mfg. Co., 150 Chest- 
nut St., charged with failing to keep 
proper records. 

On all of the above, where specific 
treble damages are not asked for, the 
complaint asks for treble damages if 
ceiling violations are revealed when the 
companies prepare their records for in- 
spection. 

Contacted by JC-K for a statement, 
J. Feldman, of the Jaekel firm, was in- 
clined to view OPA’s action as due to a 
misunderstanding. 

Max Kestenman, of Kestenman Bros. 
Mfg. Co., said that he was unable to 
make a statement until a later date. 

Late in June OPA issued warnings 
to seven Providence firms that they were 
considered by OPA to be in violation 
of regulations and that if violation con- 
tinued their licenses to do _ business 
would be suspended for a year. 

They are: C. Richard and Axel Eke- 
lund, D/B as Ekelund Bros., 185 Eddy 
St.; Spiros Ovalles, D/B as Ovalles Mfg. 
Co., 282 Aborn St.; Pietro and Nicola 
D’Aguanno, D/B as D’Aguanno Bros., 
226 Eddy St.; Brown & Mills, Inc., 100 
Stewart St.; Ideal Jewelry Mfg. Co., 
144 Pine St. 


Sterling Guild's Flatware Exchange 
Has Shining Record of Success 


The Sterling Silversmiths Guild of 
America has a .620 batting average for 
its sterling flatware exchange. The ex- 
change is a division of the Guild through 
which jewelers may register items of 
flatware they need, or any overstock 
they may have. The exchange keeps a 
record of this information; refers a 
jeweler who needs a certain item to an- 
other jeweler who has it. 

In the past year the exchange has had 
2505 letters from jewelers asking for 
7892 items of merchandise and has been 
able to locate 4837 of the items sought. 
This gives it a “batting average” of .620 
for the year, says Alexander Vincent, 
Guild secretary. 





Bill Ready for 1945 Legislature 
Would Require Licensing of Ajj 
Pennsylvania Trade Schools 


Pennsylvania watchmakers have 
to prepare a bill, now ready to 
troduced to the state legislature when it { 
meets in January, which, if passed, 
provide for the licensing of all ¢ 
schools. The bill requires that al] ¢ 
schools would be investigated before be. 
ing issued a license, and each ge} 
will have to meet standards in locatj { 
personnel, management and equipment 

Secretary of the committee whig 


en 
eH 


drafted the bill is William O. Smith, @. | 
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Nearly $14,000,000 Net Profit 


Earned by De Beers Last Year Lid 


De Beers Consolidated Mines’ pg § ™™ 
profit, after taxes, was $13,864,180 fo |)” 
1943, the highest for many years. 

“Union taxation took an unexpectedly | “? 
large slice of what must have bee § 47 


record earnings,” said the 


Africas | 9 


W orld. car 

Profits rose sharply to $21,118,130, by § tr 
of this more than $7,254,000 had to be § ot 
provided for taxation. nan 

Said the directors’ report, dated May Jur 
26: “The diamond market was very § * 
bouyant during the year and_ recon § 2" 
sales were effected. The demand for§ 4( 
diamonds continues and the outlook for § ord 
the current year is favorable. of 

“Mining and washing operations were § 27 
resumed at Kleinzee and at Dutoitspan, § L. 
on a single shift basis, on Aug. 1 and § gol 
Sept. 1 respectively and production from § 
those sources has since been satisfactory, § sta 

“A second mining and washing shift § ev¢ 
was started at the Dutoitspan mine mf ¢! 


Jan. 17, 1944, and arrangements are be 
ing made to increase the scale of opera 
tions at Kleinzee as soon as circum 
stances will permit.” 





Watch Workers Ask Curb 
(From page 199) 


for group insurance, and for two weeks 
vacation with pay after two years’ em 
ployment.] 

Calling itself “A true American instt 
tution,” Cenerazzo’s union is neutral 
litically, elects officers by secret ba 
distributes printed, audited financial re 
ports to members each month. 

Eventually, -it wants to organize the 
non-jeweled watch, the clock and the 
optical industries. 

Leon Williams, president of the It 
ternational Jewelry Workers Union, a 
serted that his organization still mair 
tains Local 72 of Waltham watdi 
workers. “It has officers consisting # 
workers of the Waltham Watch Co 
people who dissented in the movement 
led by Cenerazzo, and we are detet 
mined to carry on there until we wil 
back ‘a majority of the workers at thé 
plant.” 

As soon as time is opportune, Mf 
Williams’ sally concluded, “we intent 
to start a drive to organize the othet 
two companies in our union.” ‘ 






























Howard D. Pettet, for many years # 
member of the jewelry trade, has opened 
his own store at 107 W. Crawford Sty 
Findlay, Ohio. Name of the firm is How 
ard Jewelry Co. 
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q. H. Turchin has taken over the 


Decorative Lamp Co. and will carry on 
firm’s business at his own offices at 


9 Fifth Ave. The Decorative Lamp 
was formerly operated by Mr. 
qurchin’s father, the late M. V. Turchin. 
¢ Harold Brenner has joined the sales 
force of F. F. LeBoyer & Co., Paterson, 
v. J. Mr. Brenner will cover the West 
Coast for the firm, and will be located 
at 1229 S. Hayworth St., Los Angeles. 
Mr. Brenner has been active in the 
jewelry trade for many years. 
¢ Herbert R. Harris and Louis Josephs 
lave opened a new jewelry store at 
9 W. 125th St. Name of the firm is 
Lido Jewelers. Before going into part- 
nership Mr. Harris worked for a New 
York retailer and Mr. Josephs was pro- 
prietor of the Atlas watch and jewelry 
repair store. 
(The Jewelers Square Club will hold 
no more meetings until October, but will 
carry on its War Bond selling activities 
through the summer months. Members 
of the club’s War Bond committee, whose 
names and photos appeared in JC-K for 
June, will continue to sell War Bonds 
after the close of the 5th War Loan 
Drive. 
(Golf, bridge, and gin rummy were the 
order of the day at the annual outing 
of the 24 Karat Club, scheduled for June 
2% at the Plandome Golf Club, Plandome, 
L. I. Four prizes were offered the 
golfers. The outing included a luncheon 
at the clubhouse, with some members 
staying for a get-together dinner in the 
evening. 
4 Members of the New York Jewelers’ 
Benevolent Association dug into their 
pockets at the June 6 meeting and pulled 
out $4,250 for the group’s charities fund. 
The fund is for contributions to such 
organizations as the Red Cross, USO, 
United Jewish Appeal, etc. Next meeting 
will be on Tuesday, July 18, and mem- 
bers will meet once a month until Oc- 
tober. 
( Joseph Lipschutz, 22 W. 48th St., took 
several friends on a fishing party off 
Long Island last month, and it’s reported 
that the catch was pretty good. Among 
the guests were Alfred Wyler, Paul 
Wyler and Allen Tornek of the Wyler 
Watch Agency; Albert H. Jacobson, 
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Plaza Jewelry Co.; Milton Blum, Rex 
Watch Case Co., and Dave Pearlman, 82 
Bowery. 


q The Watchmakers Association of New 
Jersey met on June 13 at the Essex 
House in Newark to hear R. W. Apple- 
gate, UHA Washington representative, 
speak on his work in Washington. Mr. 
Applegate talked on the shortage in 
materials and repair parts, and said -in 
his belief there would be an easing up 
by fall. He also spoke on the lack of 
Swiss watch repair parts. 

Next meeting of the group will be on 
July 11. 


( Morris Klein was reelected president 
of the Horological Society of New York 
at a meeting of the group on June 5 
at the Proctor Lodge building. Also re- 
elected to office for the 1944-45 term 
were: Barney Goldstein, vice-president ; 
Henry B. Fried, executive secretary ; 
Paul G. Roth, recording secretary; 
Frank Knoll, treasurer. Arthur Lindig 
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was chosen to take charge of the society’s 
library of rare and unusual books on 
horology, with Otto Ross as assistant 
librarian. Members of the executive 
committee are: James J. O’Shaughnessy, 
Foster’ Brown, J. P. Collins, Joseph 
Sasek, H. Decker. 


N. Y. and N. J. Credit Jewelers 
Ask Removal of Regulation W 


Members of the Associated Credit 
Jewelers of New York and New Jersey 
at a meeting at the Hotel McAlpin, New 
York, on May 24, unanimously adopted 
a resolution placing the association on 
record as being firmly opposed to the 
continuance of Regulation W, and urg- 
ing its elimination at the earliest pos- 
sible moment. 

However, it was emphasized by 
President Seymour Greenberg, Royal 
Watch & Diamond Co., that in the event 
of the regulation repeal, credit jewelers 
should adopt and enforce a voluntary 
code ,covering down payments, exten- 
sion of credit and credit policies gen- 
erally. 

Mr. Greenberg said that while Regu- 
lation W’s rigid requirements were un- 
doubtedly objectionable to many credit 
stores, it would be undesirable from the 
standpoint of both the public interest 
and their own if extreme credit laxity 
and high-pressure selling methods were 
permitted to spring up following the re- 
moval of Government restriction. 

Arthur G. Warner, member of the 
New York bar and former OPA en- 
forcement attorney for the New York 
area, explained OPA regulations on the 
pricing of imported watches by importer, 
wholesaler and retailer, and warned his 
hearers of the need of strictly com- 
plying with the rules and regulations. 

‘OPA, he said, is much concerned about 
price abuses in the watch field. Watches, 
unlike many articles that the jeweler 
sells, are necessities, and OPA is firmly 
determined that the prices of necessities 
shall not get out of hand. 

There was open discussion on the 
new 20 per cent jewelery tax and its 
effect upon jewelry sales. A poll of the 
members present, representing most of 
the large credit stores of the metro- 
politan area, indicated that sales for 
April had diminished by an average of 
approximately 25 per cent and that 
sales for May would run about 12 to 15 
per cent behind those of May last year. 

While the shrinkage is a serious one, 
it was felt that there was some en- 
couragement in the fact that some re- 
covery has been made in the past 30 
days. This was interpreted as a possible 
indication that as soon as the first effect 
of the tax wore off, its restraining effect 
would be greatly lessened. 





D. B. Kurtiz has taken over the. jewel- | 


ry store formerly owned by the late Wil- 
liam H. Parmenter at 107 Lincoln Way 
E., Mishawaka, Ind. Mr. Kurtiz was 
salesman and watchmaker in the store 
for six years before taking it over last 
month. The store has been in operation 
at the same address for 100 years. 
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STAR SAPPHIRES 
SMS CC SL 
CULTURED PEARL NECKLACES 
71-73 Nassau St., New York City 








BEAD SPECIALIST 


All kinds of Genuine Stone Bead Necklaces 


Earrings — Semi Precious Stones 


Selections on request to responsible Jewelers 
Necklaces lengthened restrung 


DOUBRAVA CO. 
12 John St., New York City 
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Whitelaw Brothers 
DIAMONDS 


48 West 48th St., New York, N. Y. 3 








OMEGA 


NORMAN M. MORRIS 


3 Fifth At 





SIMONSBROS.CO. 
THIMBLES 


PHILADELPHIA 





269 So. 9th ST. 








DIAMONDS ALL SIZES 


single-cut from % to 4 pointers, 
swiss-cut and full cut from 5 to 10 
pointers, finest pol- 
ishing from Pales- 
tine. Also sizes from 
10 pointers to 4 carats 
each. For prices please 
phone LOngacre . 5-3672, or write 


H. SORIN. 576 Sth Ave., N. ¥.19, N.Y. 




















“ORIENTA” 
CULTURED PEARLS 
of QUALITY 








ENCRUSTERS 


STONE RINGS ENGRAVED 

e CRESTS @ DRILLERS 

@ COATS-OF-ARMS @ GEM CUTTERS 

@ SCHOOL AND FRATERNAL EMBLEMS 
Estimates furnished without obligation 
BRAUNFELD & MEHLMAN 

108 Fulton St. New York, N. Y. 
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A Wedding Ring for 


your Romantic Clientele 


Carved with the three words 
| LOVE YOU 
Made in 18 Kt Yellow Gold 
Keystone Price $30.00 


Special Order Work Upon Request 


B. PEREIRA, INC. 


22 West 48th St. New York, N. Y. 























CULT OREN PEARLS 


JACK J. FELSENFELD 





Spring Bars 


Male and Female 


American Set Jewels 


Elgin—Hamilton—Waltham 
IIlinois 


Sold wholesale only—write for 
prices and further information. 


CROWN IMPORTING CO. 


116 Nassau St. New York 7, N. Y. 








Rich Costume JEWELRY 


Executed in beautiful designs 
in Sterling Silver, with an 
exceptionally Fine Gold Finish. 
Showroom: 366—Sth Ave., New York 
JOSEPH A. RICH 


Manufacturing Jeweler 
198 Broadway New York, N. Y. 











PEARLS 
Nearest m Genuine 
@lalait) 


Costume Jewelry 
EARRINGS 
3 WATCHES 


a 


RAHL 
385 Fifth Ave. © NEW YORK'® MU. 5-5519 


g M HOURS: 1:30 30 PM 
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When an outing is rained “out,” it 
simply moves in. That’s what happened 
when Jupiter Pluvius ruined the usual 
baseball, dart-throwing, horse shoe pitch- 
ing program at the Maiden Lane Out- 
ing Club’s excursion to Staten Island 
June 10. 

So the “field lunch” was served on the 
verandahs of Semler’s Inn, and the ath- 
letic program was of a less strenuous 
variety. 

These pictures-by JC-K’s roving cam- 
era man reveal some of the marooned 
picnickers: . 

Upper left—Prexy Joseph H. Frier, 
of Goldman & Frier, attorneys, and Jer- 
ome L. Grant, of Swank, Inc., secretary. 

Upper right — The outing committee: 
standing, Eliot Marks, Andy Anderson 
and Herbert Faithful; seated, Sol Gor- 
don, Dave Weinberg of Leja Co., Harry 
Blasi, of Barasso & Blasi, and Julius 
Knapp of Perkel & Knapp. Not a 
weather man among them! 

Center left—Four hands for bridge, 
plus kibitzers. Standing, Ted Coords 
and James Theise of Acme Ring Co. 
Seated, Irving Golden, Irving Broder 
of Axel Bros., Meyer Eisenberg, David 
Kaye of Jacoby-Bender, Inc. Max 
Jacoby of Jacoby-Bender, Inc., Bob 
Quayle of Conover & Quayle and Sam 
Breger. 





At Maiden Laners' Indoor "'Outing''— 





JC-K staff photos 


Center right — Ted Coords draws'a 
nice head for Max Stern. 

Lower left — M.L.O.C. members whi 
are prominent also in the Jewelers Fre 
ternal Association: William Underwood, 
treasurer; Arthur J. Tuveri, of Jewel 
ers’ Circular-Keystone, president, and 
George Frey of Cheever, Tweedy & Co, 
a founder. 

Lower right — Friendly rivals in th 
watch business look daggers when it 
comes to pinochle: H. Lehman of Rima 
Watch Co. and Albert Bookbinder @ 
Benrus Watch Co. 








ETERNA WATCH COMPANY 


OF AMERICA, INC. 


MAKERS OF FINE WATCHES 
SINCE 1856 


580 FIFTH AVENUE, NEW YORK 
Telephone BRyant 9-8660-8689 
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ARCH CROWN TAGS! 


CELLULOID—METAL—PARCH MENT 


Send for Catalog Miustrating 
* Our New Improved Line 


18 Crawford St. Newark. N. 4 
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or, JeweLers CircuLar-KeysToNeE: 


atulations! We received this 
pve on May 31. 
we feel that your cover design 


lent and most timely, and it is our 


he Sth War Loan Drive opens. 
F. B. THurser, 
President. 





Nants Reg. W Repealed 


[Just before the NWJA meeting in 
New York on June 1 and 2, the follow- 
"ing letter was received by an important 
Wholesaler from one of his customers 
who is a substantial retail credit jeweler. 
” Believing that his letter is an interest- 
Wag contribution to the current discus- 
: on the continuance of Regulation 
W, the wholesaler has handed it to us 
for publication, but with the request 
that his name and that of his customer 
be deleted. 

We present the letter herewith, and 
‘will be glad to hear from any of our 
geaders who may wish to comment on 
‘it, either in agreement or in rebuttal— 


‘Ed. 

I understand that the 37th annual 
_ abe ng of the National Wholesale 
Vewelers Association will be held in 
New York June 1 and 2 and that one 
of the questions that will come up will 
be Regulation W. 

It so happens that I was on a special 
committee of the retail merchants asso- 
ciation of this city for this same purpose 
of discussing Regulation W and whether 
we should recommend to our association 
its continuance or discontinuance after 
the war with Germany. 

The committee included representa- 
tives from two department stores; one 
representative of the clothing stores; 
two furniture store representatives; and 
myself. We finally decided to do noth- 
ing about it for the present, as we felt 
It was too early to propose any kind of 
resolutions at this time; but it is not 
too early for the manufacturers and job- 
bers, because the flow of merchandise 
starts with them. 

Manufacturers, as well as jobbers, 
should know that if we are going to 
have any prosperous times after the war 
it is absolutely necessary that the Gov- 
ernment stop interfering with retail 
businesses. Furthermore if we are going 
to get the wheels of industry turning 
and expect to give several million men 
employment, it is necessary that goods 
be produced in volume and also neces- 
sary that the outlets for these manufac- 
tured goods should not be plugged at 
the source of distribution. 

Therefore, it is my earnest hope that 
the manufacturers and jobbers will go 
on record immediately to try to have 








REPAIRING of JEWELRY 


IN ALL ITS BRANCHES 
Also 


SPECIAL ORDER WORK 
ESTABLISHED 1910 


M. J. STERN 
61 Beekman St. New York City 
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Regulation W stricken from the books 
of the U. S. Government. 

With further reference to Regulation 
W, I have just read an interesting 
article in the New York Times, a few 
weeks ago, that the Government itself 
is contemplating the distribution of 
several hundred thousand refrigerators 
and other large items to consumers with 
no down payment and five years to pay, 
from which it is evident that the Gov- 
ernment itself can see far enough ahead 
to know that we must have quick out- 
lets for merchandise if employment is 
going to be given very soon to those 
who need it. * 

There is no one in business who can 
deny that Regulation W has been a 
wonderful thing for all of us as it has 
reduced accounts receivable into cash 
and has worked well. But this can 
happen only when money is plentiful 
and ten people are fighting for most 
every article that is produced. When 
money again becomes normal the people 
who can least afford to pay 1/8 down 
¥Y¥, down or 1/5 down on such things 
as furniture, clothing and various other 
items of necessity, will be the ones that 
are mostly affected. 





Where's It Going? 
Editor, Jeweters’ Crrncutar-KeystTone: 


You can tell your jewelers that jewelry 
sales at this, the world’s largest naval 
training station, are practically nil. No 
waterproof watches, no 14-karat jewelry, 
some cheap costume jewelry and Navy 
insignia rings in sterling (average price 


DAVID FIELD, A.S. 
at Great Lakes 





Of course, I don’t know anything about 
other ships stores, and the stuff must be 
going somewhere, but not here! 

Daviw Fretp, A.S. 
U. S. Naval Training Station, 
Great Lakes, Il. 





Be on the Lookout! 


The Los Angeles headquarters of the 
Gemological Institute of America has 
announced that its Rayner refractometer 
has been stolen, and has asked that 
jewelers watch for it. 

On the right side was stamped the 
refractometer’s number, 32. GIA asks 
that anyone seeing an instrument with 
that number, or one with the number 
scratched off, to notify the Los Angeles 
headquarters, at 541 S. Alexandria, Los 
Angeles 5, at once. 





Plastic Creations has taken over a 
four-story building at 410 E. 8rd St., 
Los Angeles. The: firm manufactures 
plastic jewelry and other plastic items. 
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Sold 
in widths 
from 2 m.m. 
to 7 m.m. 

in Pink and 
Yellow Gold. 


NIASH 


REFINING CO., INC. 
116 Nassau St., N.Y.C. 





RY C SCH i INC 


OFFICES 
347 51m AVE.,,.NEW YORK, N.Y 
105 CHESTNUT ST., NEWARK, N. J. 
CHICAGO + LOS ANGELES + SAN FRANCISCO 








GOLD 
and 


SILVER | 
PLATING 


Silverware Repaired 
Equal to NEW 


Removing of Engravings 
WM. HERTEL & Co.,INC. 


Silversmiths & Platers 
17 W. 45th St. 
New York City 

“26 years at the same 

address” 





(Before) | 
(After ) 














PEARL & BEAD STRINGING 


24 Hour Service 
Genuine & Cultured Pearl Necklaces 
our Specialty 
A Trial Will Convince You 


AMERICAN Beap & Novetty Co. 
71 Nassau St. New York 7, N. Y. 
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“Bine English” 
SILVER POLISH 


Tested and approved by 
leading silver houses. 
Write for free sample 
WONDER CHEMICAL CO. 
545 Third Ave. Brooklyn, N. Y. 
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q Lt. Albert Shook, formerly with Her- 
bert’s Credit Jewelry Co., 301 Diamond 
St., now in the Air Corps, has returned 
to his Texas station after spending a 
furlough at home. 

q Helm & Hahn Co., manufacturers, 
Manufacturers building, will close from 
July 3 through July 8 to give employees 
their annual vacation and allow time to 
overhaul equipment, Fred K. Hahn has 
announced. 

q W. O. Smith, president of the local 
Horological Association, and Phil Somers, 
seeretary, spoke at the meeting of the 
Pennsylvania RJA last month on pro- 
posed State regulations and the watch- 
making industry. 
q S. H. DeRoy of S. H. DeRoy & Co., 
408 Smithfield St.. and Mrs. DeRoy vaca- 
tioned last month with relatives in St. 
Louis, Mo. Mr. and Mrs. William A. 
Barron have returned from a two weeks’ 
visit to New York and Providence, R. I. 
Mr. Barron is manager of the DeRoy 
firm. 

q David Weiss of David Weiss & Co., 
wholesalers, 1101 Clark building, lists 
recent out of town visitors to his firm: 
Harry Suttin, Carnegie, Pa.; Oliver 
Kunsman, Rochester, Pa.; Abe Levinson, 
Charleroi, Pa.; Sam Posin, Wheeling, 
W. Va.; Saul Taper, Butler, Pa., and 
Charles Teper, Clairton, Pa. 

q Standard School Jewelers, manufac- 








GRAFNER BROS. 


GENERAL LINE 
VALUE AND ASSORTMENT 
SPECIALIZING 
IN 


DIAMONDS 


818 LIBERTY AVE., PITTSBURGH 














(WATCHES IMMEDIATE DELIVERY 

Ladies & Gents, 7-15-17 Jewels 
Also Gents [0% Ligne Wrist Watches with 
Sweephand. . Gents 7-15-17 Jewel Waterproof with 


and without Sweephand. Ladies Gold and Gold 
Filled Fob Watches, 7-15-17 Jewels. 


LOUIS VAN ZATSMAN 


7 West 44th St., New York 18, N. Y. 
Phone: MU. 2-9883, MU. 2-9461. , 














FANCY JEWELRY 


Brazilian expert in fancy jewelry busi- 
ness and with very good connections, is 
willing to work North American repre- 
sentations. Good _ references. Please 


address 
M. P. NASCIMENTO 
Caixa Postal 1942, Rio de Janeiro, Brazil 
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turers, Nixon building, are now turning 
out critical parts on landing boats, dies 
and tools for Uncle Sam. According to 
S. P. Steinsapir, manager, more than 
75 per cent of the firm’s present work 
is devoted solely to war production, ne- 
cessitating the employment of over 300 
people. 

q The collection of World War II por- 
traits of John M. Roberts & Son Co., 
Wood St. retailers, will play an impor- 
tant part in the 5th War Loan Drive. 
Constantly in demand locally for window 
display purposes, all 36 portraits of war 
heroes will be seen in the windows of 
Stern Bros. department store, 41 W. 
42nd St., New York, from June 12 to 
July 8. An entire window will be used 
to display the pictures in promoting the 
drive. 

qTop activity of the RJA of Western 
Pennsylvania right now is _ elaborate 
preparations for the 5th War Loan 
Drive, says Herman Hollander, counsel 
for the association. President John M. 
Roberts III will appoint a permanent 
War Bond committee to serve actively 
during the present drive and for the 
rest of the year, handling War Bond 
sales among the trade. Leonard Helfer, 
past-president of the association, has 
been appointed committee chairman. The 
plan is for an intensive, selling campaign 
during the present drive plus a steady, 
promotion of Bond sales right through 
the year. The Pittsburgh jewelry trade 
has made an excellent showing in every 
previous drive, and its members are de- 
termined to beat their past record. 





Albert Frech Has 60th Anniversary 


Albert Frech, president of Eisenstadt 
Mfg. Co., St. Louis, Mo., last month cele- 
brated his 60th anniversary with the 
company. 


ALBERT FRECH 


60 years of service 





On his anniversary day, June 1, Mr. 
Frech was presented with a testimonial 
scroll from his associates, together with 
a diamond ring and diamond-set service 
pin. The pin and ring were presented in 
a special gold-plated gift box, with Mr. 
Frech’s initials and the inscription “To 
Mr. Albert Frech for 60 years of faith- 
ful service, June 1, 1884-June 1, 1944.” 





BLIND VETERANS NEED WATCHES 


In a London hospital are 10 veterans 
who have been blinded and also lost 
both hands—and more are expected. If 
you have a repeater watch—a watch 
that strikes the hours, half hours, ete.— 
these men need it! Get in touch with 
the American Foundation for the Blind, 
15 W. 16th St., New York 11, N. Y. 











Manpower Ruling ... 


(From page 191) 





A man will be referred to ot 
an essential job only if: her thay 

1. He is not needed for an essential 
job in the area. ri 

2. He is unable to accept an eSsentil Gord 
job outside the area. 

83. He cannot take the job without yw, qi 
due hardship or unless special emergeney with 
circumstances or other good cause woul | com? 
prevent his acceptance. of 0 

It will be a little easier to hire gy} St 
charged war veterans. Under a reogy qM 
WMC ruling a veteran is given 60 day, San: 
after the effective date of his di St. 
to take any job he wants, even if itis} an 0 
in a non-essential industry. After 9} He 
days he will be referred to a job through 4A 
the channels indicated by WMC. 


ang 

" stei 

RULES FOR EMPLOYEES tool 
: cate 

A prospective male employee must pg. Bri 


sess a priority referral certificate isgu J 
by USES or in accordance with arr 4/ 
ments approved by USES, before he om  *™ 


be hired. “Arrangements” include plage. “a 
ments through union hiring halls, by eg. 
leges and universities, and other norm) aa 
employment channels approved by % 
wMc. 


In principle, part-time workers aly 4} 
come under the new plan, but local af w! 
rangements will be worked out to hand 106 
that situation. Ordinarily the very mq ‘#! 
ture of this work makes it impracticd| { 
to place the same restrictions on th ple 
choice of part-time jobs as are place} i: 
on full-time workers. 

If either. employer or employee fees} fo 
that he has been injured by the opers-§ re 
tion of the system he has the right toap-§ W 
peal, first to the local organization off ha 
WMC and, finally, to WMC headquar-§ tri 


ters at Washington. - 
: M 
THERE ARE PENALTIES a 


WMC says there are penalties for u-§ 4; 
authorized hiring, but WMC believes th} p, 
self interests of management will be suf], 
ficient to make the plan effective. Forg ¢, 
instance, WMC could stop referring any} g, 
workers to an employer who refuses tf {, 
cooperate. However, officials pointed out 
that it is improbable that these drastie 
penalties will be imposed except in & 
treme cases. 

WMC says authority for penalties can 
be found in the act giving the President 
extraordinary wartime powers and in 
certain other legislation. ‘ 

WMC says it is sure that management} * 
and labor will support the program since 
it has been considered thoroughly by the 
National Management- Labor Poligyg§ 
Committee of WMC and also by labor§ _ 
management committees set up at Teg ¢ 
gional, state and area levels throughout 
the country. Officials of WMC every 
where, at regional, state and area heat 
quarters, will follow the policy of dit 
cussing with representatives of both la- 
bor and management local plans priot 
to their adoption. 


















AGS Guild Elects Officers 


Officers for the 1944-45 season wert 
elected at May 16 meeting of the Nortl 
ern.Ohio Guild of the American Gem 
Society. They are: Richard Frasety 
president; Lester Bonwell, vice-president 
and treasurer; Nina Martin, secretary. 
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William G. Treston of Aisenstein & 
Gordon is now in the Army and sta- 
tioned at Camp Croft, S. C. 
4 Herman Dubrow, for many years 
qith I. Dubrow, Inc., has severed his 
connections with the firm and is thinking 
of opening his own business on Sansom 
St. 
¢ Morris Feinstein, after 20 years on 
som St. has moved to 113-115 S.-8th 
st, He opened his new repair shop with 
an open house for his friends last month. 
He has added a jewelry department. 

An early and successful Sansom St. 
angler was Harry Leibowitz of Aisen- 
stein & Gordon, 712 Sansom St., who 
took one of the season’s first good 
eatches of croakers on a recent visit to 
Brigantine, N. J 

James Pickens, president of the San- 
som St. Business Men’s Association, has 
announced that most Sansom St. firms 
will close Saturday during the summer 
months. Also, many will close for four 
days over Independence Day weekend, 
closing July 1 and reopening on July 5. 
4 Nathan J. Barsky has purchased the 
building he has occupied since 1925 at 
706-708 Sansom St. The building con- 
tains two stores and upstairs office space 
for 14 tenants. Mr. Barsky plans to com- 
pletely renovate the building and make 
it one of the most modern on the street. 


4 The reputation of Sansom St. jewelers 
for going all out on War Bond drives 
received special recognition in the 5th 
War Loan Drive. The Sansom St. sector 
has been designated as a separate dis- 
trict and gave a goal of $250,000. In 
charge of the Sansom St. drive is Joseph 
Milner, of the house of Milner. Assist- 
ing him are David Garsh, Robert Frain, 
Harry Gordon, Harry Paul, Alex Lopa- 
tin, David Gubin, Sylvia Smilk, Norman 
Rosen, Blanche Parks, Sylvia Cohan, 
Earle Bechtel, Albert Hoffman, David 
Cooper, Sam Alexander, Shirley 
Schwarta, William Berstein, Harry 
Leibowitz, and Samuel Lashof. 








For the Memo Pad 


August 


ANRJA, Waldorf-Astoria, New York 
City, week of Aug. 21 














THE AMERICAN GEM SOCIETY 








no longer conducts the courses in 
THE FUNDAMENTALS OF GEM- 
OLOGY (Diamonds, colored stones, 


precious metals and silverware). 


Still known as Course #012, this mail 
course was originally written by and 
is again available from: 


GEMOLOGICAL INSTITUTE 
OF AMERICA 


541 South Alexandria, Los Angeles 5, Calif. 
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Pennsylvania RJA Revives 
With 500 Active Members 
From All Over the State 


After an intensive membership cam- 
paign the Pennsylvania RJA, inactive 
for the past years, swung back into 
action the end of May with a convention 
attended by nearly 500 members. Almost 
85 Pennsylvania cities and towns are 
represented in the association’s new 
membership. 

Leonard D. Helfer of Pittsburgh was 
elected president of the group at the 
convention which was held May 29 in 
Harrisburg. Other officers elected were: 
Charles Heine, Jr., Philadelphia, vice- 
president; William D. Pinkstone, Phila- 
delphia, secretary-treasurer. 

Plans were made to expand the mem- 
bership campaign and to cover the entire 
state by the end of July. Officers and 
directors will act as regional chairmen 
during the drive. 

Directors are: H. R. Rogalsky, Brad- 
ford; C. W. Appel, Allentown; Edward 
L. Carlson, Kane; Dwight Fisher, 
Wilkes-Barre; Paul S. Hardy, Pitts- 
burgh; Rudolph Hirsch, Harrisburg; 
Ford Odell, Erie; Arthur Schwemmer, 
Reading; Harry Wright, Greensburg; 
Charles F. Shaffner, York; Charles F. 
Trunk, Coatesville. 

On taking office President Helfer said 
that while the Eastern Pennsylvania and 
the Western Pennsylvania associations 
filled genuine local needs, a strong state- 
wide association was needed to deal with 
state and national problems. 


Alarm Clocks, Flatware ... 
(From page 195) 


article, “Would you buy it right away if 
goods were plentiful?” One third of the 
nation, or an estimated 12,425,000 house- 
holds, would buy alarm clocks, a per- 
centage not approached by any other 
household article. 

The survey also shows that well over 
a million alarm clocks were sold during 
the first three months of the year. This 
indicates that 10 per cent of the house- 
holds that tried to buy alarm clocks since 
Jan. 1 were successful. Households in 
the market since Jan. 1 total 31 per 
cent or an estimated 11,632,000. 

OCR says that while no immediate 
large scale resumption can be authorized 
for the items shown to be in immediate 
need, the results of these surveys will 
serve as a guide in planning production 
increases as facilities become available. 





May Retail Sales Down 4 Per Cent 


“Patient convalescing nicely.” That’s 
what retail jewelers’ sales indicated dur- 
ing the second month of the doubled 
Federal Excise Tax (now 20 per cent 
against 10 per cent before April 1). 

While sales dipped 16 per cent under 
last year’s level during the month of 
April, jewelers’ volume during May was 
a mere 4 per cent below a year ago. 





Say: “How about tacking a War 
Bond on your bill?” 






















1O1IS Chestnut St 
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Philadelphia 
New York 











JOS. B. BECHTEL & CO., INC. 
729 Sansom Street 
PHILADELPHIA, PA. 


WHOLESALE JEWELERS 


WATCHMAKER’S & JEWELER’S 
SUPPLIES 


We have served the trade 
since November I, 1894 

















BYARD F. BROGAN 


Manelecturer of Distinctive Diamond 
Mountings and Wedding Rings . 
806 Sansom Street Philadelphia 

















Philadelphia College of Horology 


SCHOOL FOR WATCHMAKERS, 
JEWELERS AND ENGRAVERS 


Broad and Somerset Streets 
PHILADELPHIA, PA, 











BOWMAN 


Technical School 
Courses for Success for 
Watchmakers 


Engravers, Jewelers 
for 


JOHN J. BOWMAN, Director 
Bowman Bidg., Lancaster, Pa. 


Da 


Sane. 
Scranton. Peuna. 














Fractcally everything sold 














GUILLERMO ARROYO TORO 
Casilla 4124 ; 
Santiago, Chile 
Importer —Exporter— Wholesaler watches 
and jewelry; interested in making busi- 
ness connections with American manufac- 
turers. 
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The Swing’s the Thing 
—and in Diamonds 
the Swing is to 


Prinress 
DIAMOND RINGS 














THE FIGHT FOR 
LIBERATION AND 
LIBERTY GOES ON! 


You Can Help End 
It By Buying More 
Bonds Than Before! 


U.S. JEWELRY CO. 








WHOLESALERS 


BALTIMORE-1.MD. 
EASTON WATCH IMPORTERS © 
































4q Max Friedman, retailer at 304 S. Gay 
St., Knoxville, is in the hospital. 

q Just returned from Cuba are Gerald 
Heller and Abraham Robinson of the 
Castelberg Jewelry Corp., Baltimore. 

q Eugene Perau, formerly with Shah & 
Shah 921 F. St., NW, Washington,. D. C., 
is now sales manager of Burnstine’s. 919 
F. St.. NW. 

q Jay Jewelry Co. and the Jewel Box, 
Kingsport, Tenn., are among 12 local 
merchants sponsoring a 12 weeks victory 
garden contest. The sponsors are giving 
weekly prizes. 

4q Home on a furlough to Baltimore last 
month was Jack Wiseman, now an officer 
in Army ordnance. He paid a visit to the 
U. S. Jewelry Co., where he worked be- 
fore going into the Army. 

qBaltimore jewelers are now on a sum- 
mer schedule. On week days the closing 
hour is 5 p.m.—on Saturdays all stores 
close at 1 p.m. The new hours will be in 
effect until September. 

q W. Austin Pratt is now manager of 
the Elebash Jewelry Co., 1 Court Sq., 
Montgomery, Ala. He is on leave of ab- 
sence from Wallace Silversmiths, for 
which company he has been southern 
representative. 

q Ira Templeton, proprietor of Temple- 
ton’s, Jewelers, has been re-elected pres- 
ident of the Chattanooga Retail Mer- 
chants Association. T. H. McClure, head 
of Fisher Co., was named a member of 
the association’s legislative committee. 

q Among the visitors in Baltimore last 
month were: T. B. Venable, Pocomoke 
City, Md.; Harold Coles, Coles Jewelers, 
Gainsville, Fla.; Vernie P. Hess, Orange, 
Va.; Ray Cohen, Ray’s, Wilmington, 
Del.; Louis Pollock, Key West, Fla. 

4q The bowling team of the Darden-Smith 
Jewelry Co., Memphis, recently won the 
first-half championship in the No. 1 cir- 
cuit of the Memphis Bowling Associa- 
tion, in the Press-Scimitat Classic 
League. 

4 New manager of the Duval Jewelry 
Co. in Jacksonville, Fla., is Harry L. Sul- 
livan. Before going with the Duval firm 
Mr. Sullivan was assistant manager of 
Friedman & Co., Savannah, Ga., and be- 
fore that was buyer in the appliance de- 
partment of Gimbel Bros., Philadelphia. 
q Two Atlanta retail jewelers have been 
given honorary degrees of Doctors of 
Law by the Atlanta Law School. They 
are Walter R. Thomas, of Myron E. 
Freeman and Bro., president of the 
Georgia Retail Jewelers Association, and 
Claude S. Bennett, 207 Peachtree St. 
Both are graduates of the school. 





Price of Fine Diamond Rough 
Soon to Rise Another 5 Per Cent 


The Diamond Trading Co. is confident 
that the American market can absorb 
another increase in the price of dia- 
monds. 

Price of rough “glassies” and “crin- 
kles” will advance 5 per cent at the 
next sight in London, scheduled for late 
July or early August. These are fine 
goods, not found to any extent among 
the recent series of sights. 

This is the third price jump within 
a year and comes on the heels of a 7% 
per cent boost a few months ago. 






The favorable war news caused po. 
ripple in the wholesale diamond a 
except among a few small, excita. 
refugee dealers. Most goods are in 
strong hands who are certain that dig 
mond values will hold at present op 
higher levels so long as full employment 
continues, and the latest price boost in 
London indicates that the controllers of 
rough share the same view. 





More Watches to Beat Hitler 
Given Russians by Jewelers “~ 


Jewelers are continuing to help the 
Russian Army by giving new or used 
watches, in repair or disrepair, to be 
sent through the Soviet consulate for 
service along Hitler’s eastern front. 

The American Jewelers Committee tp 
Collect Watches for the Russian Army, 
103 Park Ave., New York, announced 
watches from the following firms last 
month: 

Gibbs Jewelry, Hot Springs, Ark, 
Julius Beckhard and S. A. Stanley, 
Miami Beach, Fla.; G. E. Lauden, Kit- 
tanning, Pa.; George Pearson, Granite- 
ville, R. I.; and Tilden-Thurber Corp, 
Kaplan’s and Bransnow & Co. of 
Providence, R. I. ‘ 

Chairman Harry R. Gerber paid 
special tribute to Tilden-Thurber Corp, 
for its continuous support and total gifts 
of several hundred watches. 





Gold Output Normal After Drop; 
Silver Shows Slight Decrease 


Gold production from U. S. mines 
swung back to normal in February, 
after a sharp drop of 10 per cent in 
January. February gold output rose 
8 per cent over the January figure 
In January the daily average produc- 


tion was lower than at any time dur- 


ing 1943, the Bureau of Mines re- 
ported. 








21 WEST 
BALTIMORE ST. 
BALTIMORE, MD. 
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WHOLESALE 
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STRANGELY ENOUGH 


by Walter Galli 
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In. N66, THE MARGRAVINE 
KUNIGUNDE ‘oF STEIERMARK BOUGHT 
ING FOR IT WITH 


SIXTY ELLS PEARLS ! ANOTHER 
OF THESE EARLY Cab ES DISPLAYED 
A COSTLY AND GLITTERING 
INSCRIPTION WORKED OUT ney 


IN PRECIOUS STONES / FOR E 

rw toltne JEWELRY 
USED IN THIS 
COLUMN... 


puree By 
$5 DOROTHY 
on™ 5H 2939 WASHINGTON, ME oT 


THESE WERE SOME OF THE 
DUTIES OF THE JEWELER OF 
MEDIEVAL. TIMES HE WAS 
DSMITH, DESIGNER 
s CULPTOR. SMELTER, -ENAMELER, 


ONE DOLLAR 














P THUS OF vou CAN I! 


The anpeease INDIAN HAS LONG 
ADORNED HIMSELF WITH CURIOUS 
OBJECTS...AND ONLY RECENTLY, THE 
INDIANS OF THE WARM SPRINGS 
RESERVATION AUGMENTED THEIR 
COSTUME JEWELRY BY STRINGING 
RED AND BLUE RATION TOKENS 
INTO NECKLACES ! 





NACJ Directors Approve Plan for Regional Meetings; 
First Is Scheduled for New York Sometime in August 


The directors of the National Asso- 
ciation of Credit Jewelers on June 5 at 
a special meeting in Chicago put their 
okay on plans announced by President 
B. G. Rudolph in April to 1) drop the 
idea of holding a national convention 
and show this year and 2) instead hold 
a series of regional meetings at different 
points around the country. 

The first meeting of the series will be 
held in New York sometime in August, 
NACJ announced, and about 20 addi- 
tional meetings will be held in the months 
following. 

The directors also passed a resolution 
approving the plan of Fred B. Dreifus, 
a member of the board, for a proposed 
retail jewelry council. 

According to the resolution, in detail 
the Dreifus plan provides that “ANRJA 
and NACJ shall form a council of retail 
jewelers, each association naming, say, 
five members of the council and these 
ten members to select an independent 
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chairman; that the council shall form a 
permanent policy-making group, ready 
at all times to deal with matters of na- 
tional scope, such as excise taxes, na- 
tional legislation, trade shows, trade 
practice rules, etc.; that each of the two 
national associations shall continue as 
they now are...” 


Plans for a national campaign of 
“educational work both in and out of the 
jewelry industry” were approved by the 
directors, and 13 members of the board 
contributed $86,000 for a fund for this 
purpose. Ultimate goal for the fund 
was set at $100,000. In the campaign 
special attention will be given to Regu- 
lation W and “excessive excise taxes,” 
NACJ said. 


It was also decided to add nine addi- 
tional directors to the board, bringing 
the total up to 24. The additional di- 
rectors will be elected on a geographical 
basis. 








Rifnished 
Th Your Expectations 


OUR EIGHT YEARS’ EXPERIENCE 
IN THIS LINE ENABLES US TO 
TURN OUT WORK THAT YOU 
WILL BE PLEASED TO SHOW 
YOUR CUSTOMER 
SEND US A TRIAL ORDER 
SATISFACTION GUARANTEED 


WRITE FOR PRICE LIST 


—Business Reply Envelopes Furnished— 
for Mailing in Dials 


wéw 
DIAL REFINISHING CO. 
4301 Lemmon Ave., Dallas 4, Texas 











TIMBERTONE 
The New Fashion Note For 


JEWELRY 
BACK GROUNDS 


Section of RENAISSANCH ep egy ~ 
OO., #.. Y.; done Cali- 


showroom 
fornian Style, featuring TIMBERTONS 
Oak Veneer. 


TIMBERTONE Oak Veneer is a 
wood grain paper... in RELIEF. 
it produces a smart, genuine- 
looking wood structure effect 
whose value appears many times 
its actual cost. It’s neutral in 
tone, luxurious in feeling, the per- 
fect foil for jewelry creations. 
Use for showrooms, windows, 
store interiors, showcases ... on 
fiat or curved surfaces. 


Send For Samples And Information To 


TIMBERTONE 


DECORATIVE CO., INC. 
13 W. 24th St., N. Y. C. 10, N. Y. 
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WATCHES- > MAN *DIAMONDS 

CLOCKS - JEWELRY : SILVERWARE 
373 Ld ik * 

WASHINGTON ST. 


q The J. A. Foster Co. in Providence has 
added a line of “trophy” glassware. 

q Frank G. Whitkens of W. Broadway, 
South Boston, has redecorated his store 
with new paint and fresh linoleum. 

4q The Lux Clock Mfg. Co. of Waterbury, 
-Conn., has been awarded the Army-Navy 
“E” for excellence in war production. 

q William Grahn, with J. H. Sawyer, 


violation of the wage stabilizatio L 
the amount of $1500. Bio ie 
q Swartchild & Co., Boston, is operg Co. 
on a new schedule of hours for the out 

mer. They are open now from 8:30 
to 5:15 p.m. Former closing hour 
4:30 p.m. They are closed Saty 
q Boston jewelers greeted an old frien tail 
when Fred H. Kane arrived in town the of 


BOSTON 
MASS. 
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Specializing 
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° “a : jeweler of Bar Harbor, Me., was in Bos- other day. He is now working j 4! 
Cutting Semi-Precious ton recently with his wife and daughter. troit det’ a jewelry supply fives, ae . fac 
q John P. Redgate, Waverly jeweler, has for many years associated with the gg. § 
STONES inoved to larger quarters in Waverly Sq., time firm of May & Son which used off 
— the street from his former store. be located at 387 Washington St. Ho 
: . q Ira F. Litchfield, Boston jeweler, has Among the Providence jewel his 
nm quantity enlarged the floor space of his Dorchester Ae pens Seve the war conference oti the 
Pp H " LIP F Pp oP OL L A Center store by annexing the adjoining National Wholesale Jewelers Associatin fea 
. Tie re ee EP in New York were Fred A. Bullock apg . 
awrence I, Fercival, Jr., assistan Edward O. Otis Jr., president 
Imports—Lapidary treasurer of D. C. Percival & Co., Boston, ecutive secretary, redpactivell ye hk gla 
33 W. 46th ST. N. Y. CITY attended the NWJA convention in New New England Manufacturing Jeweley q 


York, June 1-2. 
q An English importer’s collection of 








& Silversmiths Association. Ish 
q Boston retail jewelers are or summe 








Victorian and Sheffield silver pieces were schedule, opening around 9:30 or 94 4 

: op oe the special feature of a recent sale in m. Ve ee t 5 5:15 0 

PALO IMRT AL eee DALAT OS MET ATE ~ ays gma of Jordan, Marsh pote a Monday orl yg fee: yr in 
OTLEY AT FROCADING * 7 f noon or thereabouts and close at 8 pm, 

I [NING OC ADING q Frank C. Speck has purchased the find- Through July and August stores Fs me 


te ings business of Whitaker-Fielding Co., 


35 Baker St. Providence, from Joseph P. Cloned OS Gey Coney. ee du 





eee | Whitaker. Mr. Speck plans to continue p= ny oe round on the “ta “ 
Me ee the business. om : wa 01 
q Out of town buyers visiting Swart- q Frank Libbey, manager of Smitha eh 


terson Co., Boston, returned to his office 
on May 29 after an absence of sever] 4, 
weeks due to illness. Mrs. Marion 
of Smith-Patterson Co., took a vacation} ¢, 
recently in order to spend the time with} {, 
her husband who was home on a fur 
lough. He has been in service with the 
Navy in the South Pacific. 

q Employees of Thomas Long Co. hlif = 
an “indoor outing” on June 24 at the 
Twentieth Century Club in Boston. The 
event was heralded by attractive postes} y 
drawn by Leroy C. Clark of the silver 
department, and president of the Em 
ployees’ Association. Transportation dif} A 
ficulties prompted the indoor “outing’> 4 
this year. There were games and sports§ Il 
nevertheless, and everyone was warnedg 
that slacks and sports clothes would kj 0 
the appropriate costume. 
q The 21st annual banquet of the Bostong c 
Jewelers’ Bowling League was held @ 
the Hotel Gardner on June 6. Among 
those stepping up to receive prizes wert! 
Samuel Robinson of Kennard & 
with the highest scoring average @ 
102 32/72; Lewis McKenna, with a three 
strong high of 366; and William Ret 
mond, with a single-string high of 13% 
Team standings at the end of the seasol 
were as follows: Thomas Long Co., wot 
80 games, lost 16; E. H. Saxton Cy 
won 71, lost 25; Bigelow-Kennard (0 
won 56, lost 40; Harkins & Murphy Cos 
won 53, lost 43; D. C. Percival & Cos 
won 46, lost 50; A. Stowell & Co., wot 
40, lost 56; Frank A. Gendreau, won 3% 
lost 59; E. B. Horn Co., won 37, lot 





child & Co., Boston, recently included: 
William Bobichaud, Leominster, Mass.; 
W. A. Sawyer, Keene, N. H.; Frank 
Mowrey, Rutland, Vt. 

q Mrs. Virginia Hinton of Houston, 
Tex., is now in Boston doing special ad- 
vanced work at the Gemological Insti- 
tute. She was the first woman to receive 
the certified gemologist title. 

¢ The Clover Bead and Novelty Co. of 
Pawtucket, R. I. is accused by the New 
England War Labor Board of alleged 
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ON YOUR 
EMBLEMS and NOVELTIES 
SEND THEM TO 


MANUFACTURERS SUPPLY CO. 


174 Chestnut St. Providence, R. |. 

















NICKEL SILVER 
PHOSPHOR BRONZE 
THE SEYMOUR MFG. CO. 


SEYMOUR, CONN 


Loud Heads Wright, Kay & Co. 


Percy K. Loud was elected president 
and treasurer of Wright, Kay & Co., 
Detroit, at the annual directors’ meet- 
ing last month. Henry H. Wright was 
elected chairman of the board and gen- 
eral manager, and Edward F. Wright 
was chosen as vice-president. 
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Sold direct to cetuilars : 59; Smith-Patterson Co., won 13, oa I 

Mr. Loud began his career with the High team score was 1542 for threeg@ a 

sli me RGR ASS co. company as a heh boy and messenger, strings; 541 for single string—both heli s 

” ‘ , and later became salesman and then by Long’s. a! 

bookkeeper. He has also held the posi- New officers of the league elected fag ! 

tion of secretary and treasurer. Mr. the coming year were: Everett Hardy @§ ' 

WANT ADS Loud was first secretary-treasurer of D. C. Percival Co., president; Frank Gemg 

PEPE the National Jewelers Research Group, dreau, Jr., vice-president; Erskine Gag ° 

It pays to use Jewelers’ Circular- which he helped organize, and is a mem- | of Smith-Patterson Co., secretary, amg ' 

Keystone Classified Ads ber of the board of governors of the | Fred Kunz, treasurer. Samuel Robinsdl 
Gemological Institute of America. was reappointed as scorer. 
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Morris Goldner has opened a new 
elry store at 42 Commercial St., East 
¥.intree, Mass. Name of the firm is 
_ Mr. Goldner is the son of the 
owner of the Goldner Jewelry Co., Inc., 


: Mass. 
Se plaine Libbey, for many years trea- 
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, and manager of the E. F. Lilley 
Co, retail firm in Milford, Mass., has 
left the firm to open a store of his own 
in Milford in the near future. Mr. Lib- 
hey is a past president and director of 
the Massachusetts and Rhode Island Re- 
tail Jewelers’ Association, and president 
of the Boston Jewelers’ Club. 

Don Johnson, representative of manu- 
fcturers of jewelry and giftwares, has 

ned permanent display rooms and 
ofices in rooms 476-478 of the Parker 
House in Boston. Mr. Johnson opened 
his new display rooms at the time of 
the Boston gift show in June. He will 
feature sterling flatware and hollowware, 
sterling and gold tag bracelets, cigarette 
cases and novelties, religious articles and 
lassware. 

Upholding the contention of Rhode 
|sland jewelry manufacturers, the Bu- 
rau of Labor Statistics of the U. S. 
Department of Labor says in a survey 
of the Providence area that the jewelry 
industry as a whole has been unable to 
convert its facilities to war work. “The 
majority of small firms do not have the 
machinery necessary for diversified pro- 
duction and the industry has suffered 
from restrictions on the use of metals 
for civilian manufacture,” it said. Jew- 
elry firms in the area have participated 
in the war effort production to the extent 
that an estimated 70 per cent of total 

*man hours are now engaged in war work. 
Some firms, mostly the larger ones, are 
totally converted. May payrolls in R. I. 
plants were down 1.7 per cent from April 
levels. 


sure 





MANUFACTURERS’ NEWS 


Wilson Joins Wm. A. Rogers Division 


M. R. Wilson, formerly Assistant 
Advertising and Sales Promotion Man- 
ager of Northwestern Yeast of Chicago, 
Illinois, has joined the sales staff of the 
Wm. A. Rogers, Limited, Division of 
Oneida Ltd. 

Well known in the mid-west, Bob will 
call on the retail jewelry trade in Michi- 
gan. He resides in Mt. Prospect, IIli- 
nois, and will operate from the Wm. A. 
Rogers office at 10 South Wabash Ave- 
nue in Chicago. 











A New Small Plating Unit 


To meet the demand‘for a small com- 
pact barrel plating unit the Precimet 
laboratories, 64 Fulton St., N. Y., have 
recently put on the market a two-gallon 
model called the “Barel-Cel.” Although 
originally designed for the plating of 
precious metal, the “Barel-Cel” is also 
being used satisfactorily in copper, 
nickel, brass and other metals. 

The “Barel-Cel” is simply constructed. 
It consists of adjustable cathode and 
anode and a tilted tub which rotates 
slowly during thé plating operation. The 
power unit electric motor can be plugged 
into any convenient outlet, no special 
wiring is necessary. The plating current 
supply to the unit is furnished by means 
of two wire leads that are fastened to 
the plating current bars. A special fea- 
ture of the construction is the fact that 
the tub is removable to permit flexibility 
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in handling the solution, such as raising 
it to the proper temperature before 
plating. 

The “Barel-Cel” is said to be partic- 
ularly suited to the plating of small 
pieces, such as springs, catches, rings, 
ear wires and screws, since the waste of 
materials which occurs in the basket 
method of plating is eliminated. Another 
outstanding advantage is the small size 
of the unit, unique in the field of barrel 
plating. 

Further information may be obtained 
by writing to Precimet Laboratories, 64 
Fulton St., New York 7, N. Y. 





Bulova D-Day Announcements 
Omit Commercials; Sell War Bonds 


On Invasion Day, June 6, and for the 
next two days thereafter, all Bulova an- 
nouncements over the entire network of 
=05 stations were devoted solely to pro- 
moting the sale of War Bonds and 
Stamps. No commercials whatever on 
Bulova watches were broadcast. 
attitude is typical of the year round 
campaign that Bulova has devoted to the 





This | 


sale of War Bonds, over 30 per cent of | 
all announcements being turned over to | 
' 


this purpose. 





Codell Joins Sacks & Perry 


Mr. Philip J. Codell, well known on 
the Pacific Coast, is now representing 


Sacks & Perry, Inc., manufacturing jew- | 


elers, of 62 W. 47th St., New York City. | 





Croney Returns to Manning Bowman 


Manning, Bowman & Co. announces 
that William B. Croney will return to 
active service with them on June 1 
after a leave of absence during which he 
was employed with the War Department 
in Washington. 

Mr. Croney will engage in sales con- 
tact work throughout the middle west 
and when general production is resumed 
will again take up his duties as manager 
of the Chicago district. 





Camp, Base, Front... 
(From page 201) 


q Hayward H. Sweet, head of R. F. 
Simmons Co., Attleboro, and now in the 
Coast Guard, has been transferred from 
Providence to a Coast Guard base in 
Boston. He is a boatswain’s mate Ist 
class. 

Herman Achter has left the Brown, 
Gold Co., Philadelphia, to go to work for 
Uncle Sam. He is now an Army private 
and is stationed in New Cumberland, Pa. 
q Frederick Lippitt, son of I. M. Lippitt, 
retail jeweler of Yonkers, N. Y., has 
joined the Navy. Before enlisting he was 
a student at New York University. 
4q Lt. Richard W. Michaels, son of Harry 
Michaels of Michaels, Inc., Waterbury, 
Conn., and nephew of ANRJA Presi- 
dent Charles J. Michaels, has been award- 
ed the Air Medal by Lt. Gen. George C. 
Kenney, commanding general in New 
Guinea. Lt. Michaels has been on more 
than 40 missions on Army bombers—he 
is a navigator. He was commissioned 





JEWELERS CAN BUY 


$50,000.00 WORTH 
OF UNCLE SAM’S 


WAR BONDS 


WITH THE DIVIDENDS 
THEY WILL GET IN 1944 
FROM THE JEWELERS’ 
OWN COMPANY. 


SAVE 40% ON YOUR 
FIRE INSURANCE 
25% ON WIND AND 
EXTENDED COVERAGE 
BY INSURING WITH 
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STONE SETTING SERVICE 


Diamond, Hammered-in, Box, Point, 
Pearl and Calibre Setting. 


Prompt Service for 
Manufacturers and Jobbers 


BREARLEY & DUNN 


Westminster St., Providence 3, R. I. 
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22 Patterns Sterling Silver 
ANCHESTER 
SILVER COMPANY 
Providence Rhode Island 


















Sold onty direet to Retailers 
WELLS MFG CO ~TTLESORO, MASS. 








on Aug. 7, 1943, at Coral Gables, Fla., | 
and went on active duty in the South | 


Pacific almost immediately. 





Say: “How about tacking a War 
Bond on your Dill?” 


| 


A superior polish 
| = made by silver- 
smiths for jewel 
ers’ use and resale. 


' 
| REED & BARTON 








Freight prepaid in 
the United States 
Gin specified mini- 
mum lots. 

TAUNTON, MASS. 
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Working 
for 
Victory 


Critical metals, steel — brass —nickel 
— lead — cadmium— zinc—etc., have 
gone to war. 
The nation’s labor has followed, de- 
voting their efforts to the production 
of necessary war materials and essen- 
tial civilian goods. 

Let the dollars join in this Home 
Front effort to insure the Victory— 
BUY WAR BONDS. 


F. H. NOBLE & COMPANY 


Manufacturers 
559 W. 59th St., Chicago, Illinois. 






















Gold=Silver 
PLATING 


“ASK ABOUT” 


[HODAN IZE 


TRADE MARK REG. U. S PAT. OFF 


Silverware 


REPAIRED & PLATED LIKE NEW 


Swartz & Co. 




















10 S. Wabash Ave. 








Gucomparable 
Whleh, Case 


¢¢@ 
OUR WORK COSTS NO MORE THAN , 
ORD WworRK oe 


INARY 
BECKER-HECKMAN CO. 
29 E. Madison St. CHICAGO, ILL. 
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4 Axel B. Paulsen, manufacturers’ rep- 
resentative with offices at 29 E. Madison 
St.. now represents Wilson Mfg. Co., 
leather goods, Boston, in the Chicago ter- 
ritory. 

4 Herman Kramer, Losau & Kramer, is 
*now Chanticleer of the Golden Roosters 
of Chicago. He succeeds Jack Casey, 
who resigned as advertising manager of 
National Jeweler to enter similar work 
with Architectural Record. 

4q Fritz Fromm, Indianapolis, will repre- 
sent M. A. Mead & Co. in Indiana after 
July 1. Mr. Fromm is returning to the 
jewelry business after nearly two years 
of absence. He had been active in the 
jewelry industry for 30 years. 

q Charles F. Manhan, for many years in 
business in Chicago and active as an of- 
ficer in the Illinois Retail Jewelers’ Asso- 
ciation, visited friends in Chicago and 
Elgin last month. He was in business in 
California until his recent retirement. 

q Maj. J. T. Montgomery, M. A. Mead & 
Co., fractured four ribs when he slipped 
and fell fh the bathroom of his home in 
Evanston on May 27. After a short stay 
at St. Francis hospital he returned home 
and is well on the way to complete re- 
covery. 

q Vincent F. Chaplin, manager of the 
Providence office of The Jewelers’ Board 
of Trade, spent two weeks with Vincent 





April Jewelry Sales Tax 


The tax on jewelry sales during April 
—first month the rate was upped to 20 
per cent on most jewelry store items— 
was $7,975,722. 

Although this was about $1,332,000 more 
than tax collections for the same month 
last year, when the tax was still 10 per 
cent, it is impossible to draw an accu- 
rate comparison. Under the new tax 
rate, some items, such as low-priced 
alarm clocks, some watches; and silver- 
plated flatware, do not have the 20 per 
cént tax. 








Newman, manager of the Chi 

last month. He played in thee all 
golf outing of Chicago Jewelers’ Ag. 
ciation on June 8. 


q Philip Tolchin, Hill Tolchin Co, yh, 
recently received an honorable discharge 
from the Army after 20 months’ 

was married at the Souverign Hote j, 
Chicago on June 18 to Miss Shirley Fe). 
ner, who has been with the Na 
partment in Washington for two years, 


q Miss Janet Lieberman, daughter of 
Otto Lieberman, manager of the Blue 
Bird Diamond Syndicate of Chicago, was 
married to Lt. Haskell Kellner, Fighter 
Pilot, of Springfield, Ill., in a ceremony 
at the Windermere East Hotel on May 
29. The wedding was attended by 799 
guests. 


q The Chicago Watchmakers’ Guild met 
at the Hamilton Hotel June 16 with 
large attendance, President Edward F,j- 
kenhayn presided. Members heard a lec. | 
ture on escapements by William }. | 
Samelius, Elgin Watchmakers’ College. 
Mr. Samelius illustrated his talk with 





slides. 


q Marshall Pierce, 29 E. Madison §t, 
Chicago, received word last month 
through the war department that his son, 
Lt. Don B. Pierce, 28, navigator on a 
Liberator bomber, has been missing in 
action over Europe since May 8. Before 
entering the Army, Lieutenant Pierce 
was associated with Jean R. Graef, Inc, 
New York. 


q Elmer E. Present, Daniels Jewelry Co., 
Tucson and Phoenix, Ariz., visited Chi- 
cago last month. He was accompanied 
by Mrs. Present. They will visit their 
son in the Navy and stationed at Miami. 
Before his enlistment he was associated 
in business with his father. While in Chi- | 
cago Mr. and Mrs. Present were joined | 
by Mr. Presents’ brother, William A. 
Present, who manages the Daniels 
Jewelry Co. stores in Lansing, Battle 
Creek and Saginaw, Mich., and his wife. 








FEINSTEIN BROS. 
Jobbers in 


WATCH MATERIALS and SUPPLIES 
FEDERAL FINISHED CRYSTALS — OPTICAL GOODS 


5 SOUTH WABASH AVE. - 3 - 


CHICAGO 





Watch and ring boxes 


pearls, lockets and c 








We have just enlarged our offices and added a new line 
consisting of the following items: 


New and Rebuilt watches, cases and dials 
Watch straps and J. B. watch bands 


Cocktail, baby, wedding and birthstone rings 

Cocktail cases, with and without diamonds 

Spray and rhinestone pins, compacts, cigarette cases, 
rosees 


Vest chains, neck chains, key chains, pens. 


FEINSTEIN BROS. 
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4 Thursday, June 8, was a typical Chi- 
Jewelers’ Association golf outing 
day—it rained. However, this did not 
vent 82 golfers from playing the en- 
id 18 holes, and more than 100 members 
and guests enjoyed the dinner and fun 
of the evening. More than 50 prizes 
were awarded for luck and skill. Win- 
ners were: Low net, George Engelhard, 
National Jeweler, Ist; Ed Bergsten, El- 
gin National Watch Co., 2nd; J. M. Clif- 
ton, A. C. Becken Co., 3rd. Low gross: 
Al Long, J. R. Wood & Sons, Inc. (76) ; 
Leonard Lewy, Lewy-Goodman Co. (77) ; 
Thos. G. McMann, Thos. J. Dee & Co. 
(19). Jack Berg, Nathan & Berg, as- 
sisted by his drive into the bushes from 
the first tee, managed to come in with a 
score of 131 and received an appropriate 
award. Lloyd Russell (Tiny) Gear, Art 
Metal Works, was voted tops as a golf 
committee chairman. 
4 More than 150 members of the Chicago 
Credit Jewelers’ Association and friends 
attended the annual dinner and installa- 
tion of officers at the Standard Club on 
June 7. Manufacturers and wholesalers, 
members of the armed forces, and promi- 
nent city officials were present. The eve- 
ning began with a presentation of colors 
by the Marine Color Guard and an invo- 


cation by the Rev. Father R. C. Jones, 








son of Valentine Jones, president of the 
association. President Jones gave the ad- 
dress of welcome and introduced Abel E. 
Berland, director of Community Service 
Department of the Anti-Defamation 
League who served as toastmaster. Mr. 
Berland also installed the reelected offi- 
cers (reported in June J. ing | and 
presented each with a gift from the or- 
ganization in appreciation for their past 
year of service. Speakers were Capt. 
Sydney Holsman, Selective Service; Lt. 
William Bishop, Navy; Thomas J. Court- 
ney, state’s attorney and candidate for 
governor; Judge J. M. Braude, of the 
municipal court, whose father founded 
Emil Braude & Sons in June, 1894; and 
Alexander Risser, who spoke in place of 
Mayor William J. Kelly. President Jones 
pointed out that the organization is prob- 
ably the oldest, largest single group of 
credit jewelers in the country. Executive 
Secretary Ben Halpern was especially 
commended by the president and other 


speakers for his very efficient service. 





AGS Advertising Committee Chosen, 
Edward F. Wright Is Chairman 


Edward F. Wright, Wright, Kay & 
Co., Detroit, has been appointed chair- 
man of the American Gem Society’s in- 
ternational advertising committee by 
AGS Chairman Kenneth I. Van Cott. 
The committee will plan a nation-wide 
advertising campaign for AGS members. 

Eugene P. Elebash, Elebash Jewelry 
Co., Pensacola, was appointed vice-chair- 
man. John S. Kennard, Kennard & Co., 
Boston, is executive secretary of the com- 
mittee, and Robert H. Bromberg, Brom- 
berg & Co., Birmingham, is assistant 
secretary. 

Other members of the advertising com- 


mittee are: Harry E. Berg, South Bend; 








WATCH DIALS 


REFINISHED 
MICHIGAN DIAL REFINISHING CO. 
were METROPOLITAN BLDG. 





OIT, | MICH. 
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G. A. Borg, True Bros., Springfield, 
Mass.; Allen Davidson, Thomas Long 
Co., Boston; Myron Everts, Arthur A. 
Everts Co., Dallas; M. H. Goldstein, 


EDWARD F. 
WRIGHT 
heads AGS 
committee 





Goldstein Jewelry Co., Peoria; H. E. 
Hawk, Argo & Lehne, Columbus; Leo F. 
Henebry, Henebry & Son, Roanoke; Jo- 
seph Jessop, J. Jessop & Sons, San 
Diego. 

Also, Orlando S. Paddock, Philadel- 
phia; H. V. Paul, Wiss Sons, Inc., New- 
ark; Ralph H. Plumb, Des Moines; Rob- 
ert Rank, Rank & Motteram Co., Mil- 
waukee; Russell J. Scheer, Rochester; 
George J. Sloan, Tulsa; Harry Thiele, 
Alliance, Neb.; Edward B. Tiffany, 
Birks-Ellis, Ryrie, Toronto; Leo J. 
Vogt, Hess & Culbertson Jewelry Co., 
St. Louis; John F. Vondey, San Bernar- 
dino. 

All officers of the AGS International 
Committee are ex officio members of the 
advertising committee. 


Illinois Watchmakers Are Ready 
With Licensing Bill; Elect Officers 
At May 28 Meeting in Chicago 


Members of the Illinois Watchmakers 
Association met May 28 at the Hamilton 
hotel in Chicago to (1) _ for a watch- 
maker licensing law in Illinois; (2) elect 
officers for the 1944-45 term. 

The proposed licensing law for Illinois 
watchmakers is now in final form, and 
ready to be presented to the Illinois 
legislature which meets beginning Jan. 1, 
1945. The draft calls for an apprentice 
period of four years for beginner watch- 
makers. Established watchmakers may 
obtain licenses without an examination 
if they have been practicing watchmakers 
for six months before the law, if passed, 
goes into effect. The proposed law pro- 
tects servicemen by providing that an 
ex-serviceman who was a _ practicing 
watchmaker for six months before enter- 
ing the armed services may obtain a 
license without examination at any time 
up to six months after his discharge. 

Backing the proposed legislation, be- 
sides the watchmakers’ group, are the 
Illinois RJA, the Credit Jewelers Asso- 
ciation of Chicago, the Chicago West Side 
RJA, the Chicago Horological Guild, and 
the Fox Valley Horological Guild. 

The group also voted disapproval of 
the “B” plan of the United Horological 
Association of America, which provides 
for various promotional and legislative 
funds. The plan went into effect the first 
of this year, having been okayed “nearly 
unanimously,” UHA said, by member 
associations and guilds. 

Officers elected at the meeting are: S. 
G. Bolin, Chicago, president; John Palm, 
Elgin, vice-president; Herbert Johnson, 
secretary-treasurer; J. F. Macke, Chi- 
cago, national trustee. State directors 
are: Edward Falkenhayn, Chicago; Fred 
M. Lund, Chicago; Alfred Handrock, 
Elgin. 





BOXES NOW 








CHAS. ASCHERMAN 
AND COMPANY 





Wholesale Jewelers 


GENTS’ GENUINE HEMATITE 
RINGS $13.75 to $30.00 
503-7 Hippodrome Bidg. 
CLEVELAND 14, OHIO 


ALWAYS USE 
THE NEWALL 
"Finger Print" System 
i WHEN SELECTING 
SWISS WATCH 
MATERIAL 


Order From 
Your Jobber 


THE NEWALL MFG. CO. 
CHICAGO 2, ILLINOIS 




















WATCHES—JEWELRY 
LEATHER GOODS 


We have added the following lines 
to our stock: 


Rings + Pearls + Watches + Lockets + 
Earrings « Compacts + Ladies’ Pins « Foun- 
tain Pens + Trays + Pipes + Billfolds « 
Card Sets « Duffle Bags + Military items « 
Picture Frames + Cigarette Cases 


Write For Our Large Catalog 


MEDAL WATCH CO. 


55 East Washington St., Chicago 2, IMinols 


— oN 

WHILE OUR STOCKS © lig Es 
ARE COMPLETE IN Sh 

HENRY PAULSON 3 CO. Hyg 


37 sO WABASH AVE 

















come WATCH CO. 


S S.WABASH AVE. 


IUSED WATCH 


CHICAGO 











” 
m 
MATERIALS 2z 
o 
bss | 
USED MOVEMENTS Oo 
Good Condition 2 ro 
Good Dials ° 
O-Size in, 
wet sa ~ 
7J, $2. 15J, $3. 
18 She sjaning THE PRICE OF >> 
gin, 
75,9125 184, $1.75 NEW MATERIALS 2 
a Wheels, _pinions, 
Elgin, Waltham let forks, etc., 
7J,$1.50—15J, $2.00 or all watches. 
6 Size Elgin, Wal- Send sample of 
tham, Hunting what you want! All 
7J,$1.50—15J,$2.00 | Guaranteed! Remit 
6% Rect. only if satisfactory. 
63, $2.00—15, $2.50 
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WE specialize in special 
order work. Send us your 
specifications. We'll sub- 
mit a design without 
obligation. 


THE SCHUMER BROTHERS CO. 


Manufacturing Jewelers 
5 E. Third St. Cincinnati, Ohio 



































DIAMOND-CUTTING 
EXPERT WORK 


FAST SERVICE 


LITWIN & SONS 
114 West 6th Street, Cincinnati, Ohio 




















KLEIN BROTHERS 
COMPANY 


WHOLESALE JEWELERS 


ENQUIRER BLDG. CINCINNATI, O. 































Harry Greenwold Co. 


Hons 
STREET 


VIRGIN Diamonds 


oO} Quality und Service 


CINCINNATI, CHIO 


CELLINICRAFT Jewelry 


HAMILTONS (7 “te Pep 


ELGINS @ 
Lines of quality and style that give you pro- 
tected profit. You can recommend these lines 

to your customers with «.tfidence. 



















PROMPT SERVICE ALWAYS 


GERWE-BROWN CO. 


Wholesale Jewelers 


CINCINNATI 


















q Friends of Arthur Westrich, E. 6th St. 
jeweler, were invited to an open house 
June 11 in honor of his son’s graduation 
and entrance into the armed forces. 

4 Clarence Loeb, Litwin & Sons Co., has 
returned from a long selling trip and is 
busy on arrangements for the annual 
picnic of the Cincinnati Wholesale Jew- 
elers and Manufacturers Association. 

4 A new jewelry store has been opened 
at 607 Monmouth St., Newport, Ky., by 
Gilbert Schnell. He formerly was asso- 
ciated with the Macey Jewelry Co.:in 
Covington, Ky., and prior to that was 
with Robert Helwig in Cincinnati. 

4q Among Cincinnatians who attended the 
NWJA annual convention in New York 
June 1 and 2 were A. E. Wallenstein, 
Wallenstein-Mayer Co., and John Gerwe 
and George E. Brown of the Gerwe- 
Brown Co. Mr. Wallenstein extended 
his stay to purchase some merchandise. 
q Lowell Halligan, Hamilton Watch Co., 
visited Cincinnati last month. Other 
visitors seen here were Willard Jones, 
Grof Mfg. Co., Cleveland; Mr. Blum, 
Oneida Ltd.; John P. Hagel, retailer of 
Washington, Ind. and Phil Abrams and 
Bill Kewe, New York diamond salesmen. 
4q A young Negro man has been arrested 
for the April 10 murder of Jacob Reista- 
ler, 76 year old jeweler. Police say the 
man has signed a confession involving 
another Negro and a colored woman. 
Much of the jewelry, stolen after the old 
man’s assailant struck him over the head 
with a hammer, has been recovered by 
the police. One of the watches, found in 
the pocket of a pawned coat, led police 
to the suspect. 

4 Effort will be made to line up every 
jeweler and watchmaker in Hamilton 
County to back the statewide campaign 
to obtain enactment of a watchmaker’s 
licensing law at the next session of the 
Ohio legislature. Frank Foegler of the 
Cincinnati Guild, Ohio Watchmakers As- 
sociation, has been placed in charge of 
both the state and county campaigns. 
Plans for conducting an educational pro- 
gram here, were made at a meeting of 
the Guild last month. 

4 A wedding ring set bought last month 
at Dodd Credit Jewelers, 6th and Vine 
Sts., was to have been sent half-way 
around the world to be used in a mar- 
riage ceremony, but the plan fell through. 
The mother of a young Cincinnati man 
now serving in the Navy Air Corps and 





Officers, Directors Are Chosen 
At Florida Retailers’ Convention 


Florida retailers met May 21 and 22 
for the annual convention of the Florida 
RJA at the Hillsborough hotel in Tampa. 

Newly elected officers are: Eugene 
Mumpower, Miami, president; Lester W. 
Moon, Tallahassee, vice-president ; Dewey 
Golf, Tampa, secretary; Reade Tilley, 
Clearwater, treasurer. 

Directors chosen at the convention are: 
W. W. Putnam, Tallahassee; W. G. Fer- 


| rell, Herbert Underwood, Jack Ander- 


son, Sterling Smith, F. L. Fleck, all of 
Jacksonville; Alvin Magnon and William 
Duber, Tampa; Leslie Soldwell, Lake 
City; Hart Swalstead and Gus Lawton 


| of Orlando; Bruce Watters and E. H. 
| Kaniss, St. Petersburg, and R. L. Nickel- 


son of Pensacola. 





stationed in Australia selected it for him 





at his request, but found it could not be 
insured for the long trip. His bride-to-be 
is a young woman competing for the 
title of Miss Australia in her homeland, 
q Last month Charles Richter, Richter 
Jewelry Co., made a rocket-like trip: 


promise to two employees now ip the 
armed services to pay them a visit he 
fore they went overseas. But the boys, 
Navy Lt. John R. Gehrig, and Irwin 
Rakel, a Navy yeoman, weren’t there 
when Mr. Richter arrived at Los An- 
geles. When he returned several days 
later he found they had both sent him 
their overseas postal addresses just be. 
fore he left. Mr. Richter reported that 
he was disappointed in not Seeing the 
two Navy men, but enjoyed visiting the 
movie studios and the stores of West 
Coast jewelers. 

q From j.weler to gentleman farmer js 
the story of Charles Grift, former part. 
ner in the firm of Greenwold-Grift Co, 
now the Harry Greenwold Co. When he 
retired about 15 months ago after nearly 
40 years in the jewelry business, Mr. 
Grift bought a tract of land at Ryland, 
Ky. There he has been working, with 
three helpers, to prove that farming can 
be done on a scientific basis. Everything 
on his farm is ultra modern, even a new 
road he has installed and named the 
“Burma Road.” His family, which has 
remained in Cincinnati, is expected to 
join him this summer. This information 
comes from Clarence Loeb, Litwin & 
Son Co., who recently visited Mr. Grift 
at Ryland. 


the West Coast—his purpose, to fuld's i 
a 





Bay State Horos Reelect Officers 


Officers reelected recently at a meeting 
of the Horological Association of Massa- 
chusetts were: W. D. Hebert, 1114 Main 
St., Worcester, president, and William H. 
Bright, 681 Main St., Waltham, secretary. 





FOR THE GRADUATES 


More than 200 Erie, Pa., and Erie 
county high school students attended the} 
annual high school dance sponsored and 
paid for each year by the Darling Jewel- 
ry Co. Each graduate of all the local 
high schools received an invitation to the 
dance, and David Lomask, manager of 
the store, presented each with a gift. The 








dance was held this year in the Rainbow 
Gardens. j 














DISTINCTIVE 
JEWELRY 
WATCHES 


DIAMONDS ‘ 
THE D. JACOBS SONS co.| 


Wholesale Jewelers 


811-13 RACE STREET 
CINCINNATI 2, OHIO 
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FINE CHINA TRADE 
MADE IN AMERICA « MADE OF AMERICA 
212 Fifth Ave., New York, N. Y. 
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THEODORE HAVILAND 
FINE CHINA DINNERWARE 
MADE IN AMERICA 
All Decorations Are Exclusive 


THEODORE HAVILAND CO., INC. 
26W. 23rd ST. 1550 MERCHANDISE MART 
NEW YORK CITY CHICAGO, ILL. 
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“ 


. . that government of the people, 
by the people, and for the people shall 
not perish from the earth.” 


@Lr. Orro E. Loven, USN, 35, died in 
the service of his country on April 28. 
He was the son of 
Otto E. Loven, 
owner of the For- 
est Park Jewelry 
Store in Forest 
Park, Ill. Lieu- 
tenant Loven was 
on active duty in 
the South Pacific. 
He_ received his 
commission in the 
Navy in August, 
1942. Lieutenant 
Loven, who was 
born in Oak Park, 
Ill., was. a gradu- 
ate of the University of Wisconsin. He 
lived in Springfield, Ohio. Besides his 
wife and daughter, he leaves his parents, 
a brother, and two sisters. 





Wiut1am Woorr Green, 82, founder 
of the Green Electric Co., Inc., New 
York, died on June 18. Funeral services 
were held in the Riverside Memorial 
Chapel in New York on June 20. He is 
survived by his widow, two daughters, 
and a grandson who is a Naval officer. 

Aaron W. Gumstner, 52, retail jeweler 
at 1751 W. 35th St., Chicago, died on 
June 4 after a brief illness. Mr. Gum- 
biner had operated retail jewelry stores 
in Chicago for many years. 

Wiru1am G. Hamsoure, vice-president 
of Wright, Kay & Co., Detroit, died on 
May 22. Mr. Hamburg collapsed at 
work, and died on the way to the 
hospital. 

Samvet H. Havens, 69, vice-president 
of Henry Kohn & Sons, retail firm of 
Hartford, Conn., died last month at the 
home of his son. He had been in poor 
health for several years. Mr. Havens was 
associated with the Kohn firm for more 
than 50 years. 

Gustave C. Locuman, retired retail 
jeweler of Springfield, Ill., died May 13 
at his home after an illness of three 
weeks. For many years he and his 
brother operated a jewelry store in 
Springfield under the name of Lochman 
Bros. 

Mrs. Henry O. Marcy, member of the 
American Gem Society and of the Bos- 
ton Guild, died in La Jolla, Cal., on 
March 15. Her home was in Newton, 
Mass., and she was a regular and popu- 
lar attendant of guild meetings. 

Epwarp J. Murray, 53, retail jeweler 
in Mason City, Iowa, died at his home 
there on.May 15. His firm, the Murray 
Jewelry Co., was established in 1922. 

Wurm H. Parmenter, retailer in 
Misawaka, Ind., for about 35 years, died 
on April 25. He had been ill for some 
time. Mr. Parmenter’s store is more than 
100 years old, and he was the 3rd owner. 

S. Craic Preston, 66, antique silver 
dealer and executive of Edward Prill & 
Son, New York, died at the Lenox Hill 
hospital in New York on May 19. Mr. 
Preston was president of the Eastern 
Manufacturers & Importers Exhibit, 
Inc., and a charter member. He was also 


a director of the National Gift & Art 
Association. 


Watrter M. Scort, 65, of Scott & Davis 
Co., Chicago, died at his home in Oak 
Park, Ill., on June 10. Mr. Scott joined 
his father in the wholesale firm of Scott 
& Barger about 45 years ago, and con- 
ban 9 the business after his father’s 

eath. 


Miss Litiian L. Srmons, president of 
Simons Bros. Co., thimble manufactur- 
ers, Philadelphia, died on June 12. 

Ina Warren Smiru, Sr., of H. F. Bar- 
rows Co., North Attleboro, died May 
10 in South Pasadena, Cal. Mr. Smith 
was active in the jewelry industry for 
many years. 

Bernarp R. Zeman, vice-president in 
charge of sales of Swank, Inc., Attleboro, 
died at his home in Providence on June 
12. He would have been 46 years old on 
June 14. Mr. Zeman joined Swank in 
1936, previous to which he was a partner 
in |. Heller & Son, Ince. 








Where to Buy 
IMPORTED 
China and Glass 


ROYAL DOULTON 


English Bone China and Earthenware 
THOS. WEBB & SONS 
Hand made English Crystal 


IRISH BELLEEK 
The original production 


WM. S. PITCAIRN CORPORATION 
212 Fifth Ave. New York, N. Y. 


JUSTIN THARAUD, Inc. 
129 Fifth Ave., New York City 


ROYAL ALBERT 
English Bone China 


MYOTT’S 
English Staffordshire Ware 








Se 











PAUL A. STRAUB & CO., Ine. 
19 East 26 Street, New York 
Importers of 
China, Glass and Earthenware 


Dinnerware, Art Goods, Giftwares 
Murray Hill 3-5460 











ENGLISH CHINA 


Lustre Ware Pitchers, Toby Jugs, Cigar- 
ette Sets, Teapots, Sugar and Creamers. 


TEDMAN IMPORTING CO. 
225 Fifth Ave. Room 829 New York, N. Y. 


Wedgwood Ware 


Bone China Dinnerware, Queensware 
Jasper and Black Basalt 
Trade-Mark WEDGWOOD 


Josiah Wedgwood & Sons, Inc. 
162. Fifth Avenue, New York City 














EDWARD BOOTE 


35 & 37 W. 23rd St., New York, N. Y. 
Tel. Gramercy 5-1605 
ROYAL CROWN DERBY CHINA 
WOOD & SONS DINNER AND 
HOTELWARE 
GIBSON & SONS TEAPOTS 
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GUARANTEED ! 


| FINE GOLD and KARAT GOLD 


Strictly Refiners 

























Not Manufacturers 


Though Platinum has gone to war with other 
of Jewelry vos strategic metals, we are happy to offer RUTHO- 
PALLADIUM for the duration. Sheet or wire. 


Kastenhuber & Lehrfeld 


21 West 46th Street . Tel. BRyant 9-1060 New York 
We solicit your Sweeps—Filings—Scrap Gold and Platinum, Metals 
Your Old Gold shipments will receive special attention 
BACK THE ATTACK—BUY MORE WAR BONDS 





























ZENITH PRESENTS 
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ANd St more 


fi New and Superior 
FOAM-LESS 


(WATERLESS) 
WATCH CLEANING 


SOLUTION 


Can ihe: 
| Certified Laboratory Approved 
IK NS Another step to 
Precision Clean Performance . 


AT A LESSER COST 












may we We are asking our invasion After extensive research we have been successful in reaching 
Watch CN iasnr forces to do their utmost. Can : formula ye we feel i > a definite step yrs nt _ ~~ foam 
ess type of cleaning solution. We want to thank the many 
later we at home be content to do watchmakers who have already expressed their enthusiastic 
with these savings less? endorsement of our new product. 





American Time Products QUART 80¢ GALLON $2.50 


Generous FREE SAMPLE on request 





580 Fifth Ave. Inc. new York, N. Y. 
Distributors of Western Electric Watch-rate Recorders 





ZENITH CLEANING FLUIDCO.,52Beekman St, N. Y.7,N.1. 
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Testing Precious Metals 


How to identify, buy and sell old gold, silver and platinum metals; 


the third edition of a standard handbook for the jeweler, antiquarian 


and old gold buyer, thoroughly revised and greatly enlarged 


by C. M. HOKE 


F you are making or handling precious metal articles, 

you will often need to identify the various metals 
and alloys, to distinguish, for example, between a piece 
of 18-karat and a piece of 14-karat gold, or to decide 
whether a given article is white gold or platinum. If 
you are buying or selling old jewelry or dental golds, 
you will often wish to know the approximate value of 
a piece, without taking time for an assay, and possibly 
without injuring the article itself. 

The touchstone method will usually give -you this 
information. 

The idea of testing gold with a touchstone is very 
old. We are told that the Lydians used it in 500 B.C., 
rubbing the metal against a smooth stone, then com- 
paring the streak with similar streaks made by metals 
of known composition. When during the Middle Ages 
men learned to make strong acids, the method became 
more exact. During the last few years, with the intro- 
duction of the many new metals and alloys and combi- 
nations that now characterize the precious metal indus- 
tries, the method has been greatly amplified. In the 
hands of a careful worker it yields quickly a large 
amount of useful information. 


These chapters will first describe the method as used 
on the ordinary yellow gold alloys that have been in 
vogue since the days of our grandfathers. Then we 
shall cover silver, and the white golds and platinum 
alloys that came into use at about the time of World 
War I. In addition full attention will be given to those 
new alloys and combinations, including ruthenium alloys, 
which appeared during World War II. 

Some other simple methods of identification not in- 
volving the touchstone will also be described, as well 











To manufacturing jewelers, especially the older 
generation, Miss Hoke needs no introduction. 
Many ef them will recall how she taught them 
to melt their platinum scrap, handle the 
oxygen-gas torch, forge bars of remelted 
platinum. Miss Hoke is consulting chemist 
for the Jewelers Technical Advice Co., of 
which her father, the late Sam W. Hoke, who 
designed the oxygen torches now used 
everywhere for melting platinum, soldering 
jewelry and the like, was manager. 


Member of the American Chemical Society, 
the American Institute of Chemists, the 
American Institute of Mining and Metal- 
lurgical Engineers and the Electrochemical 
Society, Miss Hoke has written much for the 
jewelry industry. Her book, “Refining Preci- 
eus Metals,” is already a classic in its field. 
The pamphlet “Testing Precious Metals with 
the Touchstone,” appeared first in 1931. 

The present third edition of this work on test- 
ing will appear serially in The Jewelers’ Cir- 
cular-Keystone, starting this month. Com- 
pletely revised and greatly extended, it now 
covers not only the standard jewelry alloys 
but also those new metals and combinations 
that have come into vogue since Pearl Harbor. 








as the pitfalls and dangers that beset the gold buyer. 

The chapter on the buying and selling of old precious 
metals will outline the evolution of the industry, the 
present laws and regulations that apply to it, and will 
attempt to suggest the profits and difficulties that 
accompany it. 


Chapter I—The Old Touchstone Method for Ordinary Geld 


HE equipment for testing ordinary golds is shown 
in Figure 1, though most workers will add one or 
two more acid bottles. There is the smooth, flat stone, 
of slate or fine-grained basalt; there are the so-called 
needles—pointed bits of yellow gold of various fine- 
nesses, each marked with its quality; a small triangular 
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file; and the acid bottles. The gold buyer will need in 
addition a scale and a set of weights. 

Our first task is to make sure that the article to be 
tested really is gold. We then determine its quality by 
rubbing it upon the stone so as to make a mark or 
streak, and comparing this streak with streaks made 
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by the standard needles. This in one paragraph is the 
whole story of the touchstone tests. 


Let us first acquaint ourselves with the ordinary, 
old-fashioned gold alloys of a golden color, postponing 
our examination of white golds, silver and the platinum 
metals until later. For your first step, obtain several 
articles of different types, but of whose quality you are 
sure; for example, a genuine gold coin or a piece or two 
of high-grade jewelry made and stamped by a reputable 
manufacturer; some moderately-priced articles; a hand- 
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Fig. 1. Standard gold needles, touchstone; file, and bottles with 


elongated stoppers for use in making-acid tests. 


ful of very cheap novelty jewelry that is finished to 
look like gold; and finally, for comparison, a piece of 
clean brass. The more articles, and the’ larger their 
variety, the more quickly you will learn to identify and 
appraise the “unknown” articles that will come to you. 


The experienced gold-buyer always begins by filing a 
deep notch in the article, in order to penetrate any outer 
layers, and he may learn immediately that the gold is 
only skin deep. Medium-priced jewelry—rolled-gold or 
gold-filled goods—consists of a core of inexpensive metal 
to which an outer layer of karat gold has been affixed. 
The core is usually brass; occasionally it is a gold alloy 
of lower karat; and during World War II use was 
made of a sterling silver core, instead of brass, because 
wartime regulations forbade the use of brass for jewelry 
manufacture. Low-priced novelties are apt to be elec- 
troplated and their surface film of precious metal is very 
thin indeed. 

Some high-grade articles are flash-finished with a 
light electro-deposit of pure gold, and when new may 
be further protected by lacquer. While these latter 
films can be removed by a few strokes of the file, the 
heavier coatings, such as those found in gold-filled or 
rolled-gold goods, are pierced only by a deeply filed 
notch. Accordingly, as we said, the experienced buyer 
always begins by filing a deep notch. 


The first acid: bottle contains chemically pure (C.P.) 
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nitric acid, full strength, which can be bought from a 
drugstore or supply house. This acid attacks the ma. 
jority of metals, and will destroy skin, clothing, wood. 
work, and so on, and therefore must be handled with 
care. If you should get acid on your skin or clothing, 
immediately wash it off with much water—hold you 
hand under the faucet and let the water run on it freely 
—and very little harm will be done. If no running 
water is nearby, provide a basin of water for immediate 
use if needed: 


Note that the glass stopper of the acid bottle is ex- 
tended into a long tongue. With this tongue, apply a 
small drop of nitric acid to each of your metal articles, 
on a clean surface or in a freshly-cut notch, and watch 
the results, noting the color changes, if any. After a 
half minute, rinse the acid off with plenty of water, 
dry, and see if the metal has been attacked. 

Brass or copper boils up instantly and the acid turns 
green. Gold of 6-karat* or lower will be attacked 
almost as promptly, and will show a green color, due to 
the copper with which it is alloyed; 10-k will darken; 
ordinary gold of 12-k or better will show little or no 
reaction. 


In general, any metal of the yellow color of gold that 
will stand this nitric acid test, may be assumed to be 
gold or a gold alloy. Note that we say of yellow color, 
for there are several white metals, such as platinum 
and stainless steel, that resist nitric acid. 


If possible, get a friend to hand you some unstamped 
articles of whose quality he is sure; examine these 
“unknowns” and report to him regarding their. char- 
acter, repeating the tests until you have learned how 
the various metals and alloys respond to the acid test. 


DETERMINING THE KARAT 


When the acid test has convinced you that an un- 
known is indeed a gold alloy, your next step is to deter- 
mine ,its karat, using the standard needles and the 
touchstone. Rub first one needle and then another upon 
the stone, thus making a series of streaks upon the 
smooth surface. Each streak is a thin layer of metallic 
molecules—molecules of gold and molecules of base 
metals. Now with the stopper of your acid bottle, draw 
a little nitric acid across each streak. 


As you would expect, the base metal molecules, thus 
exposed to the acid, will dissolve promptly, while gold 
molecules remain unchanged; hence, streaks made by 
the lower karat needles will almost disappear, but those 
of higher quality will show little or no response. 


Returning then to your unknown, rub it hard against 
the stone, making a streak. Suppose you suspect that 
it is about 10-k quality, maybe less. Beside the first 
streak make two others, one with the 10-k needle, an 
other with the 8-k needle. With the stopper of yout 
acid bottle, draw nitric acid across the three streaks 
of metal. 

Watch the way in which the acid works. As soon 48 
you find a standard streak whose response is the same 
as that of your unknown, then you have found the 





* The term karat means a twenty-fourth part, and expresses the pro 
portion of gold in an alloy. ‘Thus pure gold is 24-k; 6-k gold is 6/24ths 
(or %) gold, the remaining 18/24ths being some other metal or metals. 
Pure gold is also described as “fine” gold, or as being ‘1000 fine,” and 
6-k gold is sometimes spoken of as ‘'250 fine.” 
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ap roximate fineness of the unknown. By “response” 
ye mean the speed and completeness with which the 
streak is attacked. 

But suppose your unknown is of such high quality 
that it is not affected by plain nitric acid. We must now 
turn to the second bottle, which contains chemically pure 
hydrochloric acid, and we shall make up some aqua 


regia. 


AQUA REGIA 


Aqua regia is a mixture of nitric acid and hydro- 
chloric acid. The name means royal water, and was 
used by the ancients because the mixture dissolves gold, 
the noble metal. Practically the same results are ob- 
tained by adding a little table salt to diluted nitric acid. 
When aqua regia is first made up, chlorine is evolved, a 
noxious gas which attacks metals and should not be 
permitted to reach machinery, balances, and so on. Nor 
should the mixture be kept in a stoppered bottle, for the 
evolving gas might break the container. 

Because of this (and also because it spoils on stand- 
ing) aqua regia should be made up only as needed. Mix 
it the same way every time; the exact proportions are 
not important, but get accustomed to a certain mixture 
and continue to use it. 

It is possible to mix the two acids right on the stone; 
after making the streaks; that is, draw a little nitric 


acid across the streaks, then add a little hydrochloric 


acid, letting the two acids run together. This is not 
good practice, however, because each stopper becomes 
contaminated with the other acid, creating a situation 
that leads to confusion. 

A better plan is this: With a medicine dropper mea- 
sure out ten drops of nitric acid into a tiny bottle; add 
ten drops of water, preferably distilled; then using a 
clean dropper add two drops of hydrochloric acid. This 
gives you enough aqua regia for about a dozen tests. 
Wash your medicine droppers after every usage. 

Returning then to the streak that was not affected 
by plain nitric acid, wash and dry the stone, and apply 
aqua regia with a small glass rod or a clean medicine 
dropper. Even fine gold is attacked by aqua regia. By 
comparing the response with first one standard needle, 
then another, you can determine the quality of your 
unknown. 

This test differs slightly in principle from the nitric 
acid test, in that aqua regia dissolves the gold mole- 
cules as well as those of most base metals. 

Some workers make up their aqua regia with even 
more water than above, because the reactions proceed 
more slowly with the dilute mixture and therefore are 
easier to compare. Some workers use a different pro- 





portion of hydrochloric acid. 

Note the color changes. Fine gold when dissolved 
gives a yellow color, but this is usually masked by the 
green color of the copper that is almost always present 
in gold alloys. Nickel, used in most white golds, also 
gives a green color. Silver when treated with aqua 
regia, forms a cheesy white substance on the stone which 
may well confuse a beginner. Because of the influence 


of the alloying elements, it is well, if possible, to use’ 


yellow gold standard needles when testing yellow gold 
unknowns, green gold needles with green gold unknowns, 
and so on. 


FOR JuLy, 1944 


GREEN GOLDS 


Green gold alloys, especially those of high quality, 
contain considerable silver and little or no copper. The 
response of silver to aqua regia is peculiar, as we shall 
find in a subsequent chapter. Green golds respond much 
more slowly to aqua regia than do yellow golds of the 


Fig. 2. Standard needles 

for testing the fineness 

of green gold and white 
gold. 





same karat, and may lead you to think that they are 
more valuable than they are. Therefore, we repeat, 
when testing green golds, use standard needles made 
with green gold points (see Figure 2). 


RED GOLDS 

These alloys contain more copper and less silver than 
do the yellow golds of the same karat, and respond 
slightly more rapidly to aqua regia. 


WHITE bons 

A white gold is an alloy that contains enough of some 
white metal to destroy the yellow color. There are two 
whiteners in general use—nickel and palladium. 

Most inexpensive white golds consist primarily of 
gold and nickel, to which copper and zinc may be added, 
sometimes other metals. When testing them, use the 
same procedure as with yellow golds, but it is wise to 
use standard needles made with points of white gold. 

Many better quality white golds consist of the same 
elements, gold, nickel, and small amounts of other base 
metals. However, many white golds of especially fine 
quality, including many dental alloys, are whitened 
with palladium. 

Now there is considerable difference in the value of 
gold-nickel and gold-palladium alloys, assuming that the 
proportion of gold is the same. Hence your concern, 
after deciding that a given article is white gold, is to 
learn what kind of white gold it is—nickel-gold or 
palladium-gold. This takes us to a later chapter of this 
story, in which we give the extensions and amplifica- 
tions of the touchstone method, to cover such metals as 
palladium, nickel, platinum and others. 


DENTAL ALLOYS 

There are dozens of dental alloys in use, ranging in 
value from iridio-platinum pins, through the wrought 
and casting golds and high-karat solders, down to the 
amalgams, base metal “technic” alloys, and occasional 
pieces of stainless steel and aluminum that may find 
employment in dental work. 

Some dental fillings are almost pure gold. If a piece 
of vellow metal has been in use in the mouth for some 

(Please turn to page 221) 
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ALLET STONE—I can’t see why, as I am told, a 

chip off the L corner of pallet stone makes unequal 
locks, because locks are at R corners on both stones, 
and not at the L corners. Explain this, if it is true. 
(Question No. 5632.) J. G. 


Answer—What you have been told is true; and if 
you will slowly put an escapement through its acsion and 
watch the wheel and pallets closely, it should be easy 
to see why. Until a tooth disengages from the L stone, 
the R stone will continue moving down into the wheel, 
which determines amount or depth of lock on R stone at 
the instant when drop occurs there, which is at the in- 
stant when the L stone lets go its tooth. If the L corner 
of the L stone is chipped, it will release a tooth sooner, 
so that drop will happen on the other stone earlier, be- 
fore that stone is deeper into the wheel, or when the lock 
at drop on the R stone is less deep than if the L stone 
hadn’t been chipped. But the original amount of lock 
remains on the L stone, because the R stone not being 
chipped releases its tooth at same instant as before, 
when the L. stone’s locking-face has entered the same 
depth into the wheel. So because of the chipped L 
stone, there is less lock on the R stone but the same 
lock remains on the L stone, hence there are unequal 
depths or amounts of lock at the R and L stones. 


LOCK BELL—What is the best metal for casting 

a bell for a fine old grandfather clock? A foundry 
here can do the job for us, but wants a formula for the 
metal. (Question No. 5633.) C. D. 


Answer—tThe metal usually used for this purpose is 
an alloy of copper and tin. The tin content may vary 
from 12 per cent to 24 per cent; an average hardness is 
obtained with 18 per cent of tin and 82 per cent of. cop- 
per; this produces a good clear tone. 


NVAR-ELINVAR—What difference 
tween invar and elinvar metals? 
5634.) C. T. 
Answer—lInvar is an alloy of iron and nickel, which 
has so little expansion under heat or contraction under 


is there be- 
(Question No. 
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cold, that it is used for measuring-instruments, and for 
rods for pendulums for precision clocks, because of its 
uniform behavior during changes of temperature. Elin. 
var is an alloy of steel, nickel and chromium, which js 
so little affected in elasticity by heat and cold that it is 
used for hairsprings in connection with monometallic 
(instead of bimetallic) balances in watches. 


ILING PIVOTS—Is there a rule for how much oil 
to give a pivot in watch, or clock? (Question No, 
5635.) A. T. 


Answer—For jeweled or unjeweled bearings with- 
out endstones, enough oil should be applied in the 
round-bottomed recess around the pivot-end, so that the 
top surface of the oil does not stand higher than the 
top of the pivot. When this condition exists, the supply 
of ofl that has worked downward around the pivot, will 
be seen to have not quite filled the angular space be 
tween pivot-shoulder and the inner side of the watch 
plate. If too much oil is placed in the oil-cup above, it 
will overflow the angular space below, and run down 
on the pinion or arbor, away from where it is needed 
for lubrication, and would gather dust and hasten the 
need to clean the watch. A mistake sometimes made is 
to think the oil-cup in this type of bearing should bk 
almost filled. The correct amount of oil for a cap 
jeweled bearing may be judged by looking through the 
endstone; the outer edge of the oil-drop should no 
reach as far as the edge of the clear space of the jewel, 
as jewels are customarily set. 
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EBLUING HANDS—lIn an old issue of JC-K, 
which I cannot find, I remember that you advised 

a subscriber about some liquid for rebluing clock hands, 
without going to the trouble of repolishing the metal 
and then heating them. Please give me the name of the 
liquid to use. (Question No. 5636.) M. G. 


Answer—The prepared bluing solution referred 
was, we believe, “Dykem Steel Blue,’ made by the 
Dykem Co., 2801 N. 11th St., St. Louis, Mo. This 
preparation is used largely by machinists and took 
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gakers, for coating metal surfaces for laying out de- 

on them; and is excellent also for the purpose 
ou mention. It is sold by many hardware stores; but 
if you cannot find it nearby, you could obtain it from 


the manufacturer. 


ON-MAGNETIC SHIELD—A customer who 

works in a power-plant complains about his watch 
often becoming magnetized: Would it be possible to 
install one of these non-magnetic hairsprings and bal- 
ance? It is an 18 size Waltham watch, 17 jewel, Cres- 


cent Street. (Question No. 5637.) Y. M. 


Answer—For the watch in question, we would not 
advise attempting to replace the original balance assem- 
bly with a non-magnetic one. It would be better to 
supply a non-magnetic shield, such as the “Ajax watch 
insulator,’ which is an outer case to carry the watch 
in, made of soft iron, enameled outside and lined with 
doth; this device is a long-established one for protect- 
ing a watch from magnetization when carried in a 
strong magnetic field; it is obtainable from any jewelers’ 
supply house. 


USTED GONG—On one of these fine French 

clocks, with beveled glass sides all around the 
case to show the works, the spiral steel gong is badly 
rusted; looks bad alongside the fine job I made of pol- 
ishing the brass parts. Can the gong be restored to 
original finish? (Question No. 5638.) A. H. 


Answer—lIt is easy to give this gong a fine rich uni- 
form blue color, the usual original finish on this part of 
French clocks. Fill a metal pan with white sand, pref- 
erably washed in running water, then spread to dry, 
and sifted to remove any foreign matter. After cleaning 
and polishing the steel going with any good abrasive— 
emery, carborundum or the like—bury the gong in the 
sand and on top of the sand lay a piece of steel, of about 
the size of the gong-wire, polished same as the gong. 
Gong and test-piece must be immaculately cleaned after 
polishing, then not touched with bare fingers. Place the 
pan on a stove or other source of heat. Watch the test- 
piece on top of sand, until it has acquired the shade of 
blue desired on the gong. Remove gong from sand 
immediately. It should be found to be same color as 
on the test-piece. The key to success in all heat-coloring 
of steel is perfect cleanliness of the work before heat- 
ing it. 


ATHE MOTOR—Would like advice about horse- 

power ratings of motors for driving a watchmaker’s 
lathe. Some of them are rated 1/20 h.p.; next larger 
are 1/12 h.p. Is the latter better? Has it more power 
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than average watch repair work calls for or any advan- 
tage for ordinary staff and jeweling work in repairing 
watches? (Question No. 5639.) F. H. 


Answer—The motors that deliver 1/20 h.p. have 


(used with ordinary size watchmaker’s lathes) sufficient 
power for staff and jeweling work. But when speed is 
reduced, by using the foot-control rheostat, which in- 
troduces variable resistance in the electrical circuit, this 
also reduces the power-output of the motor, which may 
at slower speeds be less power than certain work re- 
quires. A 1/12 h.p. motor, when the rheostat is used 
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to reduce speed, is not reduced to as little power-output 
as is the 1/20 h.p. motor; so we think the 1/12 h.p. 
motor is preferable. If one has much heavy work to 
do, such as gear-cutting, or turning heavier work than 
staff-work (heavy clock parts, tool-making, etc.) then 
the regulation of power and speeds is better done by 
using a system of varying diameters of countershaft 
pulleys and belting, than by depending solely on rheo- 
stat motor-control. There are also countershafts with 
geared or friction-disk power- and speed-regulating 
provisions, that have been offered for sale; but we have 
not seen these advertised lately; possibly their pro- 
duction has been interrupted by wartime conditions. We 
consider their principle to be in the right direction, for 
their purpose, if the mechanism be well designed. 


ILING TROUBLE—Have trouble with oiling 

some of the cheap Swiss watches we have to sell 
during wartime restrictions. After oiling balance jewels, 
the oil promptly draws away all to one side between 
jewels, and gets away from the pivot. Any cure for 
this? Question No. 5640.) G. W. 


Answer—You will probably see, in the watches that 
give the trouble mentioned, that the top of hole jewel 
is flat instead of curved, and this flat face not parallel 
with flat face of endstone. So the oil will draw into the 
narrowest space between the faces. The only remedy 
would be to reset the jewels parallel, or put in a hole 
jewel with convex face. 


TESTING PRECIOUS METALS 
(From page 219) 


time and still presents a tarnish-free surface, it prob- 
ably is gold of good quality, and should respond to the 
acid and touchstone tests in much the same manner as 
the jewelry alloys. Do not be deceived by the word 
solder as used in dentistry; it may refer to a gold alloy 
of high value, used to join together the parts of a 
denture. 

The tendency today is away from the conspicuous 
yellow golds and toward the white alloys—white golds 
and alloys containing platinum-group metals—which 
will be discussed fully in a later chapter. 

Dental golds do not carry the quality stamps that 
are commonly found on jewelry, hence gold buyers who 
distrust their own ability to appraise metals often refuse 
to quote on dental alloys. For that reason the buyer 
who can appraise properly, will find excellent oppor- 
tunities in this field. 

os 9 

Skill in appraisal comes with practice—practice in 
studying first the behavior of alloys of whose compo- 
sition you are certain, exposing them to the various tests 
described in these chapters and comparing them with 
each other and with unknowns handed to you by some 
friend who knows their composition and can check 
your reports. 

Clean the stone frequently to remove all marks, per- 
haps by rubbing it with fine pumice, or by covering the 
spots with a little aqua regia. Wash it free of acids 
before putting it away, or the traces of today’s tests 
may confuse you tomorrow. 

Next month, “Silver and Some Other White Metals.” 
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Special Notices 


Payable invariably in advance. 


Rates under all headings except 
“Situations Wanted” $1.50 for first 25 
words. Additional words, 5c. a word. 

SITUATION WANTED 75c. for 
first 25 words. Additional word 5c. a 
word. 

Heavy type, $3.00 for first 25 
words. Additional words, 10c a. word. 

Name, address, initials and abbrevi- 
ations count as words, and are charged 
for as part of the advertisement. 

If answers are to be forwarded, 15c. 
extra to cover postage must be en- 

Advertising matter addressed to 
Classified advertisers will not be de- 
livered. 


Special notice forms close 13th of 
month, 


Unless the advertiser instructs us to 
publish his name and address, all 
answers will be directed care The 
Jewelers’ Circular-Keystone. 


In answering ads, do not enclose 
original letters of recommendations, 
send duplicates. 


To avoid unnecessary correspon- 
dence mention your location in the 
advertisement. 


Jewelers’ Circular-Keystone 
100 E. 42nd St., New York 17 


Situations Wanted 


Under this heading, 75c. for first 25 
words, 5c. for each additional word; 
minimum charge, 75c. 








IF YOU :ARE IN NEED of a watch- 
maker, jeweler or opticians, write to 


Henry Paulson & Co., 37 So. Wabash - 


Ave., Chicago, Ill. 





MAN seeks opening with wholesale watch 
or jewelry firm; capable; full knowl- 
edge of filling orders, taking care of 
accounts and buying. Address ‘“T., 
5442,” care Jewelers’ Circular-Keystone. 





MANAGER, salesman, 20 years’ experi- 
ence in retail jewelry store handling 
high class merchandise; prefer Florida 
or southeast. Address “G., 5312,” care 
Jewelers’ Circular-Keystone. 


WHOLESALERS of watches and jewel- 
ry; man with full knowledge of busi- 
ness desires new connection as inside 
man; New York preferred. Address 
“A., 5377," care Jewelers’ Circular- 
Keystone. 





DYNAMIC salesman for reputable north- 
west jewelry store; position must 
guarantee at least $200 a week; peak 
production assured; reference. Address 
Kc 5528,” care Jewelers’ Circular- 
Keystone. 


STORE MANAGER; truly outstanding 
ability ; available well established mid- 
western organization; $10,000 min- 
imum; results absolutely guaranteed ; 
first class reference; confidential. Ad- 
dress “‘B., 5514,” care Jewelers’ Circu- 


MANAGER, excellent salesman, _ thor- 
oughly experienced in every phase of 
credit jewelry business; merchandising, 
credits and collection, window trim- 
ming, etc.; married; age 39.. Address 
“H., 53897,” care Jewelers’ Circular- 
Keystone. 











DIAMOND cutter and polisher, 30 years’ 
experience, just back from Uruguay; 
worked for the best houses and would 
like to make connections with diamond 
cutting firm in. New York. Address 
“R., 5420,” care Jewelers’ Circular- 
Keystone. 





WATCHMAKER, 438, 29 years’ experi- 
ence, unusually accurate workman, 
good appearance, born U. S. A., de- 
sires position with high grade con- 
cern; state salary offered and hours. 
Address “E., 5430,” care Jewelers’ Cir- 
cular-Keystone. 





MANAGER-SALESMAN, several years 
office and selling experience; now em- 
ployed; age 37, married, draft exempt; 
would consider change to progressive 
company with opportunity for advance- 
ment; best references as to character 
and ability. Address “D., 5345,” care 
Jewelers’ Circular-Keystone. 

WATCHMAKER seeking employment in 
high class shop; excellent workman; 
careful. and painstaking; draft ex- 
empt; more than 25 years’ experience; 
state salary, surroundings and hours 
in first letter. Address “G., 5431,” 
care Jewelers’ Circular-Keystone. 

MANAGER-SALESMAN, capable and 
energetic, take full charge of active 
credit store doing large volume; 15 
years’ experience; presently employed, 
prefer New York or vicinity. Address 
“J., 5440,” care Jewelers’ Circular- 
Keystone. 

THOROUGHLY experienced diamond 
man, now employed as buyer of dia- 
monds and jewelry, wishes to make a 
change; capable assuming full re- 
sponsibility, buying, ‘selling, manage- 
ment; draft exempt. .Address “H., 

__ 5494,” care Jewelers’ Circular-Keystone. 

FINE diamond setter, jeweler on re- 
pair and special order work, has 
purchased fine shop equipment and 
would appreciate information on 
city in need of first class trade shop. 
J. W. Bourne, 1226 Maison Blanche 
Bldg., New Orleans, La. 

CAPABLE business man; many years’ 
experience wholesale diamond busi- 
ness, seeks responsible position; also 
experienced buying from public; pres- 
ently connected large jewelry house as 
buyer. Address “F., 5493,’’ care Jewel- 
ers’ Circular-Keystone. 

MANAGER, salesman, 43, married, 
no family; 20 years experience in 
retail credit or cash; now located 
in New York City; an interview 
would result in a swift, to the point 
decision. Address “C., 5524,” care 
Jewelers’ Circular-Keystone. 























BOOKKEEPER, executive ability, com- 
plete knowledge of jewelry manufac- 
turing ; capable of assuming full charge 
of office; Metropolitan area. Address 
“J., 5468,” care Jewelers’ Circular- 
Keystone. 

MAN with experience desires position in 
a factory office; capable; alert; can 
handle workers; experienced in filling 
orders and taking care of jewelers ac- 
counts. Address, “R., 5441,” care 
Jewelers’ Circular-Keystone. 


ACCOUNTANT, office manager; experi- 
enced chain store, taxes, advertising, 
promotion, sales analysis, budgatory 
control; draft exempt; minimum sal- 
ary $5,200. Address “G., 5498,” care 
Jewelers’ Circular-Keystone. 











TRAVELING position wanted; experi- 
enced watchmaker; material or other 
line considered; have following in Vir- 
ginia, North Carolina, South Carolina, 
but will consider additional territory; 
honest, sober; draft deferred; own 
ear. Address “B., 5474,’ care Jewelers’ 
Circular-Keystone. : 

MANAGER; excellent salesman, thor- 
oughly dependable, years of experi- 
ence all phases installment selling, 
collections, advertising, window dis- 
play, layouts; married; prefer con- 
nection in southern states. Address 
“M., 5403,” care Jewelers’ Circular- 


Keystone. 





SALES LADY, experienced in a} Dh 
of the jewelry business; capable + 
ing charge; watch and jewelry re 
estimator repairing, desires affilias 
prominent New York City or Wash, 
ington, D. C., firm; specializing 
class merchandise; references, A, 
“A,, 5519,” care Jewelers’ Circulgy, 
Keystone. 


MANAGER, buyer, prime of life, 
ily man, thoroughly experieng 
hustler, full knowledge jewelry hag: 
ness, desires position promi 
permanency and return worthy ¢ 
one knowing the business, Addn 
“A., 5485,” care Jewelers’ Circuly, 
Keystone. 








Pe. 
WATCHMAKER with six years’ expey, 
ence on R. R. and fine American ay 
Swiss watches; age 48, single; gobg 
and dependable; best references. 
would be interested in making ; 
change about August Ist, as a first ¢ 
second watchmaker. Address ~ 
5432,” care Jewelers’ Circular-Keyston 
lar-Keystone. 








DIAMOND EXPERT, 29 years’ divers, 
fied experience, now buyer large jews 
ry firm, would consider change; thop. 
ough knowledge loose diamonds 
mounted jewelry, old mine diamoné 
extensive buying experience here ay 
abroad; executive of character an 
ability. Address “J., 5495,” care Jewe. 
ers’ Circular-Keystone. 


STORE MANAGER; very highly qual 
fied; California, Nevada or Texas; 
young, resourceful, long colorful & 
perience; please don’t answer unle 
willing to disclose in first letter ful 
details and maximum salary offered 
start; strictly confidential. Addr 
“N., 5508,” care Jewelers’ Circular 
Keystone. 


MANAGER-BUYER, 20 years’ 
ence; take complete charge; high typ 
executive, familiar with every phase 
credit business, credits, advertising 
window display, merchandising, sell 
expert on diamonds; live wire, 
ability; married, permanent draft 
empt, highly cultured, refined ap 
ance; now in Ohio, desire change; 
ply only if you want a manager; §lll 
weekly. Address “F., 5411,” can 
Jewelers’ Circular-Keystone. 








Lines Wanted 


Minimum charge (25 words) $1.5) 
Additional words, 5 cents a word 








SALESMAN desiring a complete line @ 
wedding rings and mountings for NB 
retail trade. Address “C., 5453,” calt 
Jewelers’ Circular-Keystone. 





SALESMAN desiring a nice line of dit 
mond mounted rings for N.E. © 
trade. Address “E., 5454,” care Jewé 
ers’ Circular-Keystone. 


EASTERN factory representative, Pacilit 
coast, wants high grade gold jewel}, 
rings, allied lines; best referent 
volume producer. Address “J., 541) 
care Jewelers’ Circular-Keystone. 


SALESMAN with established trade, 
ing on jewelry stores in Ohio, 
Michigan, desires side line; referene 
furnished. Address “E., 5491,’ cam 
Jewelers’ Circular-Keystone. 


MANUFACTURER’S lines wanted ff 
California’ distribution to jewelry 
department store trade; commission 
will buy stock for delivery. Addres 
“D., 5273,” care Jewelers’ Circular 
Keystone. 


SALESMAN covering east central 
*York state and northern Pennsylvat 
calling on jewelry, gift and dep 
ment stores, wishes good jewelry @ 
gift line. Address “O., 5407,” @ 
Jewelers’ Circular-Keystone. 
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INES WANTED—Continued 





a 
RTISER with fine connection 
Prone wholesalers and larger users on 
Pacific coast requires wedding ring 
ble organizer and volume pro- 


. 2 
ace: references. Address “P., 5419,” 


care Jewelers’ Circular-Keystone. 





a 

pACIFIC COAST representative with ex- 
ceptional wholesale connection desires 
ts’ and/or ladies’ stone ring line; 
pest references; can arrange personal 
interview if necessary. Address “N., 
6418,” care Jewelers’ Circular-Keystone. 





——=—— 
15 YEARS’ experience selling to jewelry 
and department stores in the east; 
seeking known line of jewelry, rings or 
watches: excellent references. Address 
“c,, 5426,” care Jewelers’ Circular- 
Keystone. 








Side Lines 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 








SALESMAN, any territory outside New 
York City; ladies and gents gold wed- 
ding rings. Address “H., 4977,” care 
Jewelers’ Circular-Keystone. 





SALESMEN to carry complete seamless 
wedding ring line, also mountings, for 
old established firm; state territory. 
Address “D., 5459,” care Jewelers’ Cir- 
cular-Keystone. 

SALESMAN wanted for the east and 
middle west, calling on department 
stores and jewelry stores; side line of 
fine gold jewelry; state experience and 
references when replying. Address “P., 
5530,” care Jewelers’ Circular-Keystone. 











EXPERIENCED factory representative, 
Pacific Coast, wants high grade ring 
lines, mountings, gents’ and ladies’; 
also costume jewelry or kindred lines; 
pearls; best of references. Address “‘A., 
5439,” care Jewelers’ Circular-Keystone. 


SMALL LINE of attractive fast selling 
numbers in costume jewelry; wide 
price range; beautifully displayed; 
good post war opportunity; selling re- 
tail trade; commission. Address “H., 
ee care Jewelers’ Circular-Key- 
stone. 








WESTERN sales representative desires 
line of 14K chains, lockets, bracelets, 
etc.; high grade connections and ref- 


erences; commission basis. Address 
“H., 5526,” care Jewelers’ Circular- 
Keystone. 





PACIFIC COAST ring salesman wants 
main line, stone rings 10 and 14K 
ladies and gents; have sold _ rings 
over 20 years in territory; commission 
basis; best references. Address “F., 
5525,” care Jewelers’ Circular-Keystone. 


TO MANUFACTURERS of gold filled 
jewelry; advertiser with exceptional 
following among wholesalers on the 
Pacific coast desires gold filled line; 
intelligent and satisfactory representa- 
tion assured. Address “L., 5417,” care 
Jewelers’ Circular-Keystone. 


PACIFIC COAST sales organization es- 
tablished over 20 years, desires line 
of mountings, palladium and_ gold 
watch bracelets, etc., for the better 
class of trade; commission basis; ref- 











erences. Address “K., 5527,” care 
Jewelers’ Circular-Keystone. 
MANUFACTURERS’ __ representative, 


with Chicago office, desires a good 
line on commission to contact job- 
bers throughout the Middle West. 
Address, “Circular 1350,” Room 
1415, Heyworth Building, Chicago, 
Illinois. 





CALIFORNIA salesmen; wide distribu- 
tion for meritorious product; perma- 
nent Los Angeles office and showroom; 
dignified and profitable representation 
by highest type salesmen with estab- 
lished clientele. Address “D., 5480,” 
care Jewelers’ Circular-Keystone. 


SALESMAN, for West coast territory, 
interested in exclusive line. of cos- 
tume jewelry and other high grade 
merchandise for jewelry stores and 

t rate department stores; have 
over 300 active accounts. Address 
“C., 5386,” care Jewelers’ Circular- 
Keystone. 


SALES AGENCY employing six active 
esmen, covering retail jewelry 
trade in Southwestern states, desires 
to take on a few representative lines 
of quality merchandise; no con- 
flicting lines will be handled, and 
assume only on exclusive terri- 
torial basis. Leader Sales Company, 
qonaton Building, San Antonio, 
‘exas, 











RELIABLE manufacturer is _ inter- 
ested in one resident salesman for 
Chicago and vicinity; and one resi- 
dent salesman for New York City 
and vicinity, to handle small line 
of fast selling cocktail wedding 
rings, on a _ straight commission 
basis, to the better retail trade. Ad- 





dress “N., 5406,” care Jewelers’ 
Circular-Keystone. 
SALESMEN; side line; _ established 


concern; calling on retail jewelry 
stores. Post Exchanges and Ship’s 
Service stores; line consists of pearl 
necklaces, identification bracelets, 
costume earrings, spray pin sets, 
lockets, religious and baby items, 
anklets, ladies’ bracelets and nov- 
elties; all items sterling silver and 
gold filled; liberal commission; 
strictly commission basis; state ex- 
perience and references when reply- 
ing. Address “D., 5408,” care 


Jewelers’ Circular-Keystone. 
a 


Help Wanted 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 


Essential Workers need Release Statements 








WATCHMAKER wanted; efficient, 
steady; apply Klivans Bros., 271 E. 
Federal St., Youngstown, Ohio. 

WATCHMAKER and engraver; $85 per 
week; first class steady work for now 
and after war; pleasant surroundings. 
Hart Jewelry, Hamilton, Ohio. 

WANTED; engravers and _ jewelers; 
highest salaries; permanent positions. 
Apply Jacques Adler, 12 North Tejon, 
Colorado Springs, Colo. 

WANTED, watchmaker, engraver and 
diamond setter, in an old established 
store; living conditions reasonable. 
Kohn Jewelry Co., Missoula, Mont. 

JEWELER, engraver and stone setter: 
state age, experience and salary ex- 
pected. Regero & Regero, 370 Second 
St.,, Macon, Ga. 


MAN for Detroit to take in repairs, 

rw short hours. Ad- 

dress “E., 5481,” care Jewelers’ Cir- 
cular-Keystone. 




















Besontial Workers Need Release Statements 


WATCHMAKER to do extra trade work 
at home for Ohio high grade jeweler. 
Address “D., 5490,” care Jewelers’ 
Circular-Keystone. 


DIAMOND SETTER; all. around, one 
who can do hammered in work; very 
good proposition. A. Grossman, 116 
Market St., Newark, N. J. 


WATCHMAKER, first class man capable 
of servicing high grade Swiss watches 
for West Virginia’s leading store; per- 
manent position. Charles N. Hancker 
Co., Wheeling, W. Va. 


ENGRAVER; first class man for fine 
store, one capable of doing monograms 
and fine lettering; permanent position. 
wee N. Hancher Co., Wheeling, 
W. Va. 


WANTED jeweler for general repairs, 
sizing and stone setting, in A-1 retail 
store in North Carolina city; fine prop- 
osition to the right man. Address “A., 
5098," care Jewelers’ Circular-Keystone. 


WANTED, watchmakers and combina- 
tion men in well equipped air condi- 
tioned jewelry store; can make as 
much as you want to. Carter Jewelry 
Co., Leesville, La. 























WANTED first class watchmaker; rer- 
manent position ideal conditions; .give 
full particulars when applying. ae 
Smith, Jeweler, 105 E. Trade St., 
Charlotte, N. C 








WATCHMAKER for West Coast posi- 
tion; permanent; good working condi- 
tions; state age and experience. Ad- 
dress “E., 2040,” care Jewelers’ Cir- 
cular-Keystone. 

WATCHMAKER wanted; good salary, 
pleasant surroundings; steady posi- 
tion; ‘Ft. Wayne is a very desirable 
city to live in. Carl W. Rose, 826 S&S. 
Calhoun, Ft. Wayne 2, Ind. 

WANTED, first class wateh repair. man 
for benchwork; only good man n 
apply; permanent; name own ‘wages; 
transportation will -be paid. Dunbar 
Jewelers, Yakima, Wash. 

WANTED watchmaker or salesman, 
and second watchwaker; permanent 
- position to right person with ability. 

. G. Spies Company, 115 North 
4th St., Steubenville, Ohio. 

ENGRAVER for jewelry, can make $75 
to $100 a week; steady position in 
best shop in Texas; write for further 
details. Lou Harris Co. 816 Allen 
Bldg., Dallas, Tex. ‘ 

SILVERSMITH . wanted, one who can 
originate ideas from flat silver; must 
be good man or woman‘for midwest- 
ern factory. Address “H., 5394,” care 
Jewelers’ Circular-Keystone. . 

JEWELER-engraver for fine store; 
ideal working and living conditions; 
wonderful climate; real salary. Car- 
penter-Matthew, Jewelers, Asheville, 
North Carolina. 


WATCHMAKER, one who can do setting 
or engraving preferred; highest salary 
paid or salary and percentage; op- 
portunity partnership. A. Grossman, 
116 Market St., Newark, N. J. 


ASSISTANT manager, jewelry store in 
Virginia; splendid opportunity; 
state age, experience and salary ex- 
pected. Address “G., 5391,” care 
Jewelers’ Circular-Keystone. 


JEWELER, special .order and model 
maker to take charge of casting de- 
partment; no limit to salary pos- 
sibilities for right man. Address “D., 
5387,” care Jewelers’ Circular-Keystone. 

WANTED, jeweler for general retail re- 
pair work; no special order or fancy 
work; steady employment for right 
man; healthy climate. Address “V., 
5449,” care Jewelers Circular-Keystone. 


JEWELER, repair man and engraver, 
$1.90 an hour, time and half over- 
time, double time for Sundays. John 
A. Marshall, 508 Close Bldg., To- 
ledo, Ohio. 
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Special Notices 
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HELP WANTED—Continued 


Essential Workers need Release Statements 





Essential Workers need Release Statement, 





WATCHMAKER, $125 per week; an 
easy job for good man in shop of 
Detroit retail store; very pleasant 
working conditions. Address “J., 
5483,” care Jewelers’ Circular-Key- 
stone. 





Essential Workers need Release Statements 





SALESMAN acquainted with trade in 
east and middle west to sell line of 
fine casted ring mountings; good op- 
portunity. Address “S., 5445,’ care 
Jewelers’ Circular-Keystone. 


SALESMEN; large manufacturer silver- 
ware, giftware, offers exceptional op- 
portunity to experienc:d salesmen; 
salary and commissions. Address “K., 
5499,” care Jewelers’ Circular-Keystone. 


JEWELERS (three) on mountings and 
special order work; fine opportunity 
for a good mechanic; state exactly 
what you can do. Address “M., 5501,” 
care Jewelers’ Circular-Keystone. 


WATCHMAKER, experienced, with ref- 
erences; able to take complete charge; 
$75 per week; extremely pleasant 
working conditions. Jay’s Jewelers, 
215 W. 4th St., Winston Salem, N. C. 


WANTED watchmaker; just usual run 
of work, no defense plants or camps; 
position permanent, not a war job; 
salary $50 per week. W. G. Harrell, 
Jr., Waynesboro, Ga. 


WANTED watchmaker, dependable and 
capable; excellent opportunity with 
good working conditions; permanent 
position $90 to $100 per week. Wire 
Hart Jewelry Store, Lima, Ohio. 


WANTED; experienced gold jeweler; 
prefer one who has worked in factory 
producing fine Masonic emblem jewel- 
ry and rings. Fred Buehn Company, 
233 Post St., San Francisco 8, Calif. 


CREDIT MAN; one who has had ex- 
perience in retail jewelry store; fine 
opportunity for the right man. 
Weisser Jewelry and Optical Co., 
313 S. Adams St., Peoria, Illinois. 


WANTED, first class watchmaker; prefer 
one who can do watch, clock and light 
jewelry repairs; give reference and ex- 
perience in first letter. Heart Jewelry, 
Effiingham, Tl. 


WATCH and clock material clerk, man 
or woman, partly or fully experi- 
enced; permanent position and good 
salary. Butterfield Bros., Whole- 
sale Jewelers, Portland, Oregon. 

WATCHMAKER, engraver and stone set- 
ter; competent, draft exempt; in south- 
ern city, daylight shop; $75 weekly; 
eight hour day; give references. Ad- 
dress Ruth & Sons, Montgomery, Ala. 

EXPERIENCED jewelry salesman for 
one of Utah’s oldest and largest jewel- 
ers; position offers exceptional post- 
war opportunity for right man. Address 






































“E., 5388,” care Jewelers’ Circular- 
Keystone. 
WATCHMAKERS; positions open for 


first class men, $72.19 for 50 hour 
week; $91.88 for 60 hour week; all 
holidays’ paid; vacation with pay. 
Meyer Jewelry Co., Professional Bidg., 
Kansas City 6, Mo. 

DIAMOND SETTER; position open for 
first class man $1.43 per hour plus 
time and one-half overtime; splendid 
working conditions; lots of overtime if 
wanted. Meyer Jewelry Co., Profes- 
sional Bldg., Kansas City 6, Mo. 


GIRL OR WOMAN with jewelry sell- 
ing experience; short hours; $40 
per week; Detroit area; very desir- 
able position. Address “P., 5482,” 
eare Jewelers’ Circular-Keystone. 


MATERIAL clerk, man or woman: good 
pay, good working conditions; perma- 
nent with future, with fastest growing 
material house in the South. Address 
“E., 5409,” care Jewelers’ Circular- 











Keystone. 





SALESMAN wanted for jobbi:ig trade, 
west coast territory; complete line 
ladies and gents’ mountings, wedding 
rings, signet rings, cocktail rings, Ad- 
dress “B., 5520,” care Jewelers’ Circu- 
lar-Keystone. 


JEWELER and setter who is able to 
make jewelry from designs; a fine op- 
portunity for the right man; give in- 
formation in detail in first letter. Ad- 
dress “L., 5503,” care Jewelers’ Circu- 
lar-Keystone. 


WANTED, good jeweler, stone setter, 
light special order work; only good 
workman need apply; permanent; name 
your own wages; transportation will 
w — Dunbar Jewelers, Yakima, 

ash, 











WANTED, watchmaker and engraver; 
$75 week guaranteed and all overtime 
you want to make; plenty of good 
clean work in nice air conditioned store. 
J. L. Albriton, 418 East Capitol, Jack- 
son, Miss. 


WATCHMAKER;; experienced; permza- 
nent position with old established 
firm; $100 per week; references 
required; state when able to start. 
S. Muchnick, 443 State St., Salem, 
Oregon. 


WANTED salesmen in key areas to rep- 
resent us; line consists of imported 
parfum, leather goods and jewelry 
specialties, such as lighters and watch 
bracelets. Address “C., 5478,” care 
Jewelers’ Circular-Keystone. 


WATCHMAKER, permanent position for 
A-1, experienced in high grade Ameri- 
can and Swiss watches, with old estab- 
lished firm in the South at once. Apply 
to Box “M., 4889,” care Jewelers’ Cir- 
cular-Keystone. 

WANTED front man, watchmaker-en- 
graver, and ring sizing; this position 
is permanent, not a war-time job; 
air conditioned store; pleasant work- 
ing and living conditions. V. V. 
Vick, Columbus, Ga. 

WATCHMAKER, dependable and capa- 
ble; excellent opportunity; pleasant 
working conditions; permanent; state 
age, qualifications and salary expected. 
Address “J., 4321,’" care Jewelers’ Cir- 
cular-Keystone. 

WATCHMAKERS;; first class Los An- 
geles firm offering finest working 
conditions; salary to $125 per 
week for A-] mechanics. Palomar 
Watch Co., 215 W. 5th St., Los 
Angeles, Calif. 


WATCHMAKER: experienced, draft 
exempt, sober; permanent job; 
$100 per week and better; commis- 
sion basis; best city in the South. 
Ben E. Wilson, 131 Shoreland 
Arcade, Miami, Florida. 

MATERIAL man; good opportunity for 
capable man with experience and abil- 
ity to take charge of department: 
state salary, experience, and when 
available. Address “K., 5401," care 
Jewelers’ Circular-Keystone. 

GOLD ROLLER, experienced only, to 
develop new department for manu- 
facturing rolled gold plate; com- 
plete charge; excellent facilities. 
Write Box 655, Suite 617, 1457 
Broadway, New York City. 

EXPERIENCED manufacturing jeweler 
and engraver; splendid, profitable 
proposition to a dependable, sober 
entleman; investigate if you wish to 
mprove your earnings and have com- 
plete charge. Shaw Jewelry Co., 
Galveston, Tex. 






































nee, 


WANTED at once, a second watchmaker 
who wishes to complete his training 
under a first class watchmaker: a 
young man preferred who is out of’ the 
draft; real good pay to the right Der- 
son. Sclove Co., Inc., 125 Summers §t, 
Charleston, W. Va. 


BRACELET MAKER, experienced “C, 
only, to have complete charge of _Ke: 





developing and making tools for | WA’ 
metal expansion bracelets; excellent we 
toolroom facilities. Write Box of 
Suite 617, 1457 Broadway, New $1 
York City. dit 





PERMANENT position open to a de. lee 
pendable salesman in an old estab- lo! 
lished jewelry and gift store; New | WAN 
York State; state experience and gal- me 
ary wanted in first letter. Address sto 





“E., 5461,” care Jewelers’ Circular- wh 
Keystone. we 
SALESMAN wanted in a jewelry an@ aa 
gift store; short distance from New 54 


York; very good chance for advance- ——— 


ment to the right party; permanent JEW 
position; state experience and salary po 
wanted ‘in first letter. Address “FP, | 
5462,” care Jewelers’ Circular-Keystone. “ 





WATCHMAKER wanted, experienced cn | V® 
all makes of watches; salary $100 per 55 
week for a good man; permanent § —22 
position in a modern store; write full 





particulars in first letter. Winters tol 
Jewelry, 120 North Broadway, Wichita liv 
2, Kan. a 
8 
SALESMAN wanted; Busch & Sons, an wi 
old established firm, offer an excellent “J 
opportunity to a salesman of initiative | K: 
and interested in progressive advance- JE' 
ment; please write or call for an inter- 
view. Busch & Sons, Inc., 875 Broad n 
St., Newark, N. J. g 





WATCHMAKER; immediate and per- 
menent for A-1 mechanic; excellent 
opportunity; pleasant working con- 
ditions; attractive salary; write par- 
ticulars. Rogers Jewelry Company, 
Cor. E. 4th and Prospect, Cleve- 
land, Ohio. 


WATCHMAKER; splendid opportunity 
for a young man; well established 
firm and good work; need man capa- 
ble to run business and prefer one 
with school experience; a fine southern 
city of 50,000. Address “C., 5489,” 
care Jewelers’ Circular-Keystone. 


COMBINATION salesman and watch- 
maker to make road trips; railroad 
watch inspection trips; high salary 
and commission and _ overtime, 
watchmaking if desired; wire 
lect. J. Burri, Jeweler, Cheyenne, 
Wyoming. 

WANTED, experienced salesman with 
initiative; reliable and ambitious; old 
established’ cash and credit store; 
state salary, references other informa- 
tion first letter; confidential; Newark, 
N. J. Address Box “A., 5473,” care 
Jewelers’ Circular-Keystone. 

WATCHMAKERS, jeweler; perms 
nent positions now open for three 
experienced men with Arizona’s fin- 
est jewelry store; excellent opportu 
nity to locate in modern, healthful 
community. I. Rosenzweig & Sons, 
Phoenix, Arizona. 

WANTED, jewelry salesman residing in 
Middle West, for complete line of 
diamond and wedding rings; excellent 
opportunity for the right man to con- 
nect with well known old established 
manufacturer. Address “A., 5421, 
care Jewelers’ Circular-Keystone. 

WATCHMAKER; good steady posi 
tion, pleasant working surro 4 
ings; prefer man with Watch Master 
experience; must furnish good ref. 
erences. Neumann Brothers, Jew 
elers, 325 Huron St., Toledo 4, 
Ohio. 3— 
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" BELP WANTED—Continued 


[Essential Workers need Release Statements 











a 


FACTURERS of an unusual line 
¢ ladies’ ring ensembles mounted, also 
: 14 and palladium ladies’ watches 

d@ watch attachments, wishes repre- 
tation on the West Coast and in the 
Middle West: delivery line. Address 





“c,, §380,” care Jewelers’ Circular- 
_Keystone. 
TCHMAKER- wanted; _ capable 
oo to take complete charge 
of department; earnings $75 to 


$100 a week; pleasant working con- 
ditions; good hours. Apply Brown- 
lee Jewelers, 108 S. Tryon, Char- 


lotte, N. C. 


Essential Workers need Release Statements 





MODELMAKER wrist watch cases; 


capable of making cases and acces- 
sories by hand and machine; read 
blueprints, sketches; complete tool- 
room facilities; post-war guarantee; 
top rates; nationally known wrist 
watch manufacturer. Write Box 655, 
Suite 617, 1457 Broadway, New 
York City. 





SALESMAN wanted for 


out-of-town 
store; permanent post-war position; 
exceptional opportunities for advance- 
ment with a large organization; all 
replies held in strict confidence. Tele- 
phone Plaza 9-4278, New York; call 
mornings before 10.30 or after 4 P. M., 
or Box “B., 5379,” care Jewelers’ 
Circular-Keystone. 





Ra 
ED experienced jewelry depart- 
wane manager for a high grade credit 
store; we want a man with contacts 
who can get reliable merchandise, as 
we are just opening a jewelry depart- 
ment in our store; write giving refer- 
ences and experience. Address “L., 
5402," care Jewelers’ Circular-Keystone. 
JEWELER to assist foreman; good op- 
portunity to become foreman if ability 
is shown; must be able to lead men 
and assist in managing in production ; 
a fine city, good surroundings and a 
very pleasant place to work; state sal- 
ary and experience. Address “Q., 
5502,” care Jewelers’ Circular-Keystone. 
JEWELER on repairing, who is accus- 
tomed to doing some setting; good 
live town, fine shop, plenty of over- 
time; salary, vacation and _ bonus; 
state experience, salary expected and 
where in the past employed. Address 











“J, 5500,” care Jewelers’ Circular- 
Keystone. 
JEWELRY salesman, experienced; 


must be of neat appearance, ener- 
getic and ambitious; an excellent 
opportunity for one who desires 
work under most excellent condi- 
tions; state references. Rogers Jew- 
elry Company, Cor. E. 4th and 
Prospect, Cleveland, Ohio. 
WATCHMAKERS to repair fine watches; 
exclusive repair department first floor; 
to unusual accurate skillful watch- 
makers we offer you the finest posi- 
tion you could ask for; investigate 
true facts from watchmakers now em- 
ployed. Shaw’s Master Watchmakers, 
Galveston, Tex. 

HIGH CLASS watchmaker for perma- 
nent position, with Wisconsin license, 
to take complete charge of repair de- 
partment; salary to start $85; air 
conditioned store; over 35 years in 
business; fine living conditions; loca- 
tion in southern Wisconsin; all cor- 
respondence confidential. Address “G., 
5412,” care Jewelers’ Circular-Keystone. 
SALESMAN wanted; Pacific coast, mid- 
dle west, Southern states, to repre- 
sent ladies’ large mountings, wed- 
ding ring and chain line for retail 
trade; no objections to non-conflict- 
ing lines; commission basis; excel- 
lent opportunity. Address “J., 
5399,” care Jewelers’, Circular-Key- 
stone. 

WATCHMAKER, capable of taking care 
of complete department; one who can 
meet the people; steady job for right 
man; ideal working conditions; salary 
arranged; healthy climate; wonderful 
opportunity; will pay you to investi- 
gate; can also use a second watch- 


maker. Todd’s Jewelry Co., 1713 Carey 
Avenue, Cheyenne, Wyo. 

















WANTED immediately, watchmaker or 
watchmaker-jewéler; we offer a prop- 





osition for post-war employment so at- 
tractive that it will pay any watch- 
maker desiring to improve his condi- 
Hons for the future to investigate 
mmediately; essential workers need 
release statements. Ralph Roessler, 
Ine., Marion, Ind. 


EXPERIENCED watchmaker wanted 


by clean, modern, reliable firm; fine 
permanent position, very good work- 
ing conditions, salary $75 to $100 
week; write particulars; start July 
[st or July 15th; essential workers 
need release statements. Way’s 
Jewelry Store, 108 Main St., Bata- 
via, N. Y. 





HIGH GRADE and very able jewelry 


salesman; good pay, permanent posi- 
tion for after war too, with man- 
agerial advancement for later on; ex- 
ceptional opportunity for the right 
man; all applications will be held 
strictly confidential; write to Morris 
Square Deal Jeweler, 813 Market St., 
Wilmington 10, Del. 





WANTED; jeweler who can set stones 


and do general repair work; this is 
a permanent job and will pay a 
good salary after the war; this is 
for a store in middle Tennessee that 
has been in business over 85 years; 
essential workers need release state- 
ments. Address, “A., 5456,” care 
Jewelers’ Circular-Keystone. 





WATCHMAKER; $100 per week, 8 hour 


day, to capable, draft exempt man de- 
siring to live in Los Angeles, Calif., 
where living costs are lower; ideal all 
year around climate; pleasant work- 
ing and living conditions; steady posi- 
tion; plenty of watch material; state 
age and references; all correspondence 
treated confidentially. M. Rhein, &27 
W. 43rd St., Los Angeles, Calif. 





WATCHMAKERS; be your own boss; 


have excellent proposition for top 
grade man; earning $100 to $125 
and more weekly; hurry, this is too 
good to stay open; fine retail store 
established over 25 years; ideal 
working conditions; large city in 
Ohio; essential workers need release 
statements. Address “C., 5424,” 
eare Jewelers’ Circular-Keystone. 





WATCHMAKER; permanent position 


and home for a good man in the 
largest jewelry store in this city; 
completely air conditioned and 
watchmaker’s bench is in the front 
of the store; our store hours are 9 
to 6 and half day holiday during 
the summer months; essential work- 
ers need release statements. Phone 
or write Rey’s Jewelers, 20 North 
Main St., Greenville, S. C. 





WANTED; 





two A-l watchmakers; 
these jobs are permanent and will 
pay good salaries after the war; 
must be first class mechanics; this 
is for a store in middle Tennessee 
that has been in business over 85 
years; essential workers need re- 
lease statements. Address, “W., 
5455,” care Jewelers’ Circular-Key- 


stone. 





Essential Workers need Release Statements 





EXPERIENCED watchmaker and jewel- 
ry repair man to manage jewelry de- 
partment in drug store; located in an 
industrial center with a good post war 
future; commission paid on jewelry 
sales; all receipts from repair work 
go to manager; commission paid man- 
ager last year was $2,500; can get 
all repair work that you can do; must 
be able to furnish good references; 
essential workers need release state- 
ments; if interested wire or call City 
Drug Company, Inc., phone 281, Bor- 
ger, Tex. 





WATCHMAKER, experienced in R.R. 
work, one looking for a permanent 
position; prefer’ man with mana- 
gerial ability and capable of doing 
excellent work, who can meet the 
Public and sell if necessary; 
according to man’s ability; store lo- 
cated in‘non-defense city of 10,000, 
S. E. Kentucky; essential workers 
need release statements. Address 
“H., 5465,”’ care Jewelers’ Circular- 
Keystone. 





SALESMEN wanted for outstanding 
line sterling silver costume jewelry, 
pins, earrings, bracelets, etc., for 
the retail jewelry trade, high grade 
specialty shops, department stores; 
several established territories open; 
write fully, stating territory covered; 
immediate reply assured; commis- 
sion basis; essential workers need 
release statements. Address, “G., 
5463,” care Jewelers’ Circular-Key- 


stone, 





WANTED, first class jewelry repair 
shopman; diamond setter, polisher, 
engraver, sizing; stone setting, ex- 
perienced man; permanent job; one 
of Omaha’s largest jewelers; give 
references and sa expected; you 
supply all necessary shop tools; want 
to have our own shop in store; es- 
sential workers need release state- 
ments. Write Mr. Kornfeld, Zales 
Jewelry Company, 1507 Farnam St., 
Omaha, Neb. 





WANTED, watchmaker to take full 
charge of repair department; must be 
a good man, but we don’t expect the 
impossible; we do not take in anything 
but the better grade watches and get 
good prices; the finest store in the 
city catering to the better class trade; 
not a credit store; will pay $85 per 
week and man can make $150 per 
week if he wants to put in the hours; 
man who qualifies will have permanent 
job as long as he wants to stay; give 
full particulars concerning yourself in 
first letter; essential workers need re- 
lease statements. Dan S. Park & Co., 
Cheyenne, Wyo. 





COMBINATION jewelers, stone setters 
and engravers, first class high grade 
watchmakers, sober, dependable gentle- 
men of trust; we offer the finest per- 
manent positions ever held in your 
entire career; this is your opportunity 
to enjoy living in the finest all year 
around climate, earn the worth of 
your ability; top salaries; investigate 
our organization located in our own 
building; finest location; splendid 
working space, front of store; not in- 
terested in speeders or watchmakers 
working for trade shops, credit jewel- 
ers, or pawn shop workmen, or school 
boys; we are interested in’ watch- 
makers with practical experience and 
the knowledge to repair a fine watch 
in first class order; essential workers 
need release statements. Shaw Jewelry 
Co., Galveston, Tex. 





(Continued on page 226) 
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Special Notices. 
(Continued from puge 225) 


For Sale 


Stores, Stocks and Businesses 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 














DIAMOND CUTTING factory, completely 
equipped for 8 polishers, located on 
West 46th Street, New York; please 
address “C., 5458,” care Jewelers’ Cir- 
cular-Keystone. 


$8,000 CASH buys small jewelry. and 
watch repair store; excellent neighbor- 
hood, growing business with fine pos- 
sibilities. Mrs. Tobey, 2112 Penn- 
sylvania Ave., Washington 7, D.C 


MY BUSINESS, safe and fixtures, some 
cabinets, show case and other items 
for sale cheap; other reasons; now 
making on repairs over $400 per month. 
Dave Lambert, 927 Scott Ave., Wichita 
Falls, Tex. 


FOR SALE; well 
jewelry store; fine opportunity for 
good watchmaker; rent reasonable; 
located in southern city 50,000; plenty 
of business year round. Address “B., 
5488,” care Jewelers’ Circular-Keystone. 

UP-TO-DATE jewelry store in Missis- 
sippi city of 30,000 normal pop- 
ulation, near large army camp; over 
$65,000 volume in 1943; sales prac- 
tically all cash; more repair busi- 
ness than we can do; good watch 
maker on duty; clean stock of 
‘diamonds, watches, jewelry, leather 
goods, etc.; all bought at right 
prices; good wholesale connections; 
clean fixtures and large built-in 
show windows; short lease, but 
easily renewed to right party; ex- 
cellent location; rent $125 per 
month; inventory approximately 
$7,000, can be handled for $10,000 
all cash, including stock, material, 
fixtures and finished repairs; only 
responsible persons with cash who 
are interested in doing business 
need answer. Address Box 568, Hat- 
tiesburg, Mississippi. 











established small 











For Sale 


Tools, Equipments, Merchandise 


Minimum charge (25 words) $1.50 
Additional words. 5 cents a word 








THREE eight foot plate glass mirror 
back wall cases, one leg model show 
case; all in good condition. J. O. War- 
ren, Box 424, Georgetown, Tex. 

DIAMONDS ; four points to four karats; 
Hold-on clutches; second hand wrist 
and pocket watches; ring and watch 
boxes. Pollack, 95 Bowery,. New York 
City. 

‘GENUINE topaz, aquamarine, amethyst, 
green beryl, single stones, emerald cut, 
2 to 100 carats, a few oval amethysts; 
send for price list and description. 
Verna O. Ward, 55 East Washington 
St., Chicago, Ill. 


NEW AND USED wheel cutters; slide 
rests; lathes and attachments; cash 
paid for used watchmakers’ lathes 
and attachments. R. P. “Dick” 
Gallien. 220 W. Sth St., Los An- 
geles. Cal. 


FOR SALE; Francis engraving machine 
made by Warner Manufacturing Com- 














pany; outfit suitable ‘for average 
jeweler including script and old 
English type; outfit cost $800; will 


take $100 cash, F.0O.B. Durham, N. C. 
Kinton’s; Inc., Durham, N. C. 





LIMITED amount of genuine hand carved 
wall clocks, size 12 x 20 inches, gold 


numerals and hand carving, walnut 
tinished, 8 day half hour and hour 
strike on two chime ruds, Waterbury 
movement; photo vn, request; dealers 
only. American “urkco Clock cts 
64-12 60th Ave., Maspeth, lL. i., N. Y. 


CELLULOID ring tags; blue, green or 
white; ladies $5.50; men’s $5.75; for 
large wedding or cocktail rings $5.90; 
children’s $4.75; white tags $1.00 less 





per 1000; scratch pen or pen and ink 
included; packed 1000 to box. E. S. 
Pergament, 3224 Grand Concourse, 


Bronx 58, New York City. 


12 AMERICAN movements for parts $12; 
12 Swiss movements for parts $9; mis- 
cellaneous material from watches 
$3.25; Ingersoll watches and miscel- 
laneous parts included for your re- 
pairs; our assortment $5; antique 
movements each 25c. Write for price 
list on better grade movements needing 
some repair. White’s Jewelers Ex- 
change, Room 323, Holland Bldg., 
211 N. 7th St., St Louis, Mo. 


NEAR F.F. 120 staffs; I know of a 
staff which can still be bought in 
dozen lots to replace F.F. 120 staffs 
in all F.F. 120 movements and many 
other Swiss movements, this informa- 
tion and a detailed description of how 
to fit these staffs, along with other 
war-time helps for watchmakers, will 
be sent promptly for $1 prepaid. Ad- 
dress “Circular 1349,” Room 1415, 
Heyworth Building, Chicago, Ill. 


JEWELERS! read carefully; this is im- 
portant; in stock for immediate de- 
livery watch and jewelry repair books 
and checks; jobbing envelopes with 
attached call checks, all sizes; complete 
stock books for diamonds, watches, 
jewelry ; diamond guarantees; daily re- 
port sheets; complete credit forms; 
business stationery; window priced 
cards; if not in stock we will make it. 
Dauer Printing Co., manufacturers, 
headquarters for jewelers; printed sup- 
plies of every description; 31 E. 22nd 
St., New York 10, N. Y.; estimates 
given; write for samples; a good house 
to get acquainted with; U. S. parcel 
post delivery service, makes us your 
~~ Legg neighbor. Phones Algonquin 

















Business Opportunities 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 








EVERY EFFORT is made by The Jewel- 
ers’ Circular-Keystone to keep its ad- 
vertising columns clean. Advertisers 
under Business Opportunities, etc., 
must furnish trade references. An- 
nouncements must pass the strict cen- 
sorship requirements of The Jewelers’ 
Circular-Keystone. 


GORDON BROTHERS, cash buyers of 
complete jewelry stores and surplus 
stocks; for details see our advertise- 
ment page 47. 

WANTED to buy small jewelry store: 
good location in town up to 50.000 
population; Pennsylvania preferred. 
Address “K., 5484,” care Jewelers’ Cir- 
cular-Keystone. 

CASH for diamonds, watches and jewel- 
ry; established 37 pons; send surplus 
stock for cash estimate; bank refer- 
ences. Emil Noel, 29 E. Madison St.., 
Chicago, TIl. 

HIGHEST cash prices paid for surplus 
or entire stocks and estates of dia- 
monds, watches and jewelry. M. 
Iralson, Suite 402, 209 S. State St., 
Chicago. 

WANTED, jewelry store; individual will 

. pay cash for substantial well estab- 
lished business; replies strictly con- 
fidential; :write complete details re- 
‘garding store. Address “A., 5512,” 
care Jewelers’ Circular-Keystone. 




















COLMES BROS.; cash buyers of 
jewelry stores with or without ¢ 
tures; we interview you at our ex. |b. 
pense in any part of the country 
bank and trade _ references, it 
Treanont St., Boston, Mass. 





Ec. 
WANTED to buy jewelry stores, by groy 
ing jewelry organization; would preter 
the New England states or Eastern At 
lantic coast and Southern states: cin 
— a wary in the first letter. 
ress “C., ,’ care Jewelers’ 
' lar-Keystone. i 


—_e 

SAMUEL GANSBERG will buy yoy 
surplus or entire stock and fixtures op 
estates for cash; my direct outlet ¢. 
ables me to pay you higher prices: 
bank and trade references of the high, 
est character. Write 15-17 Maidep 
i. New York. Telephone, Reetor 


JACK M. WERST will pay you spot 
eash for your surplus or entire 
stock of jewelry, diamonds, estates, 
with or without fixtures; operating 
from Coast to Coast; best refer 
ences; no deal too large or small; 
act now. Miami Savings Bldg.. Day. 
ton. Ohio. 


YOUNG MAN, watchmaker and sales. 
man with thorough knowledge of the 
jewelry and watch business wishes to 
invest as a partner or other type of 
proposition in retail or wholesale bysi- 











ness, New York or vicinity. Address 
“B., 5487,” care Jewelers’ Circular. 
Keystone. 





DESIRE to buy chain of few retail 
installment jewelry stores or indi 
vidual stores in comparatively 
small communities; interested only 
in established stores; principals 
only; give all particulars in conf- 
dence. Address -“B., 5517,” care 
Jewelers’ Circular-Keystone. 

NAT LEHRER wil] buy for cash, your 
jewelry store complete or any part 
thereof; my .direct connections for 
outlet enables me to pay the best 
prices; all communications held con- 
fidential; bank trade references; write 
or phone, 132 Hester St., New York 
City; ghone Canal 6-4742, night phone 
Tivoli 2-3715. 

JEWELRY stores and stocks bought for 
cash, any size, any amount, anywhere; 
my tremendous outlet and direct con- 
nections enable me to pay you highest 
prices; communicate with me at once 
and my representative or myself, will 
call on_you; our offer will amaze you. 
Louis Rifkin, 81 Bowery, New York 
City. Phone Walker 5-3936. 

ARE YOU GOING out of business? | 
can guarantee you the cost of your 
merchandise plus the expense of 
running a sale, with my perso 
conducted auction or flat sale; no 
sale too large or too small; I 
also pay cash for your entire store 
with or without fixtures; write for 
my proposition, all correspondence 
confidential; best of references 
throughout past 30 years. Herman 
Nathan, 5 S. Wabash Ave., Chicago, 
Til. 

WOULD you like to retire from bus 
ness, if you were given a respor 
sible guarantee, that your enti 
stock would be closed out at a né 
profit of at least 80% above th 
actual wholesale cost? 
will also dispose of your fixtures 
good-will, material, accounts, 
lease at a price far beyond your & 
pectation; write us for complete 
tails, you will not be obligated 
so doing; references from maty 
jewelers who have used this 
recently will be sent you along 
unquestioned bank reference. Wrilt 
at once to McRae & Shaw, § 
Floor, 168 N. Michigan Ave., 
cago, IIl. 



























—— 
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ass..." 
Wanted to Purchase 


Minium charge (25 words) $1.50 
Additional words, 5 cents a word 








TO BUY jewelry store for cash, 

ey all town up to 50,000 population. 

Address ‘‘L., 2513,” care Jewelers’ Cir- 
eular-Key’stone. 





WANTED, used Watchmaster watch 
rate reco:dier; must be in A-1 condi- 
tion. Address “R., 5531,” care Jewel- 


ers’ Circular-Keystone. 





WANTED to buy one copy of the book: 

Patcrology” by Eric Haswell; must be 
in good condition. H. Kelly, 709 North 
Broadway, Weatherford, Okla. 


HARR Watch Repair Company, 2 E 45th 
St., New York City; exceptionally fine 
watch repairing; established for over 
30 years; prompt miail service; send 
for price list. * 





WE MAKE any part Zor all makes of 
watches; we do fine watch repairing 
for the trade; special attention to 
mail orders. Joseph Spitz, 551 Fifth 
Ave., New York City. 





FINE watch repairs by able craftsman, 
identified with watch repairing for 25 


years; best references; work guar- 
anteed; mail orders. invited; for 
further information address “Box B., 


5422,” care Jewelers’ Circular-Keystone. 





WATCH repairing efficiently done by 
experienced watchmakers; mail work 
handled promptly; all work guar- 
anteed, for further information write 
Herman Windolph, 1548 W Belmont 
Ave., Room 209, Chicago, Ill. 





ED to purchase well located jewel- 

Pe tore in town of 10,000 or larger 

in East Texas, Louisiana or Mississippi. 
Box 1311, Alexandria, La. 





ED, watchmakers’ lathes, attach- 
Poot and tools, engraving blocks, roll- 
ing mills, scales, drills, etc.; give full 
details. Ernest Linick, 29 E. Madison 
St., Chicago, Il. 





WILL BUY Watchmaster rate recorder, 
material and crystal cabinets, watch- 
maker’s bench and motor; will make 
trip if not too far. J. Brown, 319 
Roosevelt Ave., York, Pa. 


WANTED, 





set hardness points, dichro- 
scope and refractometer; also inter- 
ested in good diamond scale. D. Flem- 
ing, 2512 Ponce de Leon Blvd., Coral 
Gables 34, Fla. 


INTERESTED in purchasing established, 
reputable jewelry store, doing not less 
than $50,000 annually; will pay cash 





for going business; replies strictly 
confidential; write details. Address 
“B.,, 5340,” care Jewelers’ Circular- 
Keystone. 





WILL PAY ‘ceiling prices for one set of 
triple gear Oliver hand fiat rolls, 
square rolls, ring bender, cutter, oxy- 
gen gauge, or any shop equipment; or 
a complete shop and material; will 
make trip if not too far. Write, wire 
or call. S. W. Hora, Box 436, Mem- 
phis, Tenn. 








Watch Work, etc., for 
the Trade 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 








EXPERT WORK; quick service; rea- 
sonable rates. Mr. H. Siegelson, 74 W. 
47th St.. New York 19, N. Y. 


SPECIALIZING in repairing of chrono- 
graphs and all kinds of fine watches 
for the trade. I. Altay, 22 W 48th St., 
New York 19, N. Y. « | 


CLOCKS repaired, all makes, foreign 
and domestic, spring weight and elec- 
tric; prompt service; work guaranteed. 
Gem Clock Service, 1344 W. Division 
St., Chicago 22, Ill. 


EFFICIENT and accurate watch repair 
service, only accounts desiring good 
work solicited; all work strictly C.O.D. 

5° i ee 71 Nassau St., New York 














ONLY high grade workmanship, exact- 
ing in detail; service prompt; excellent 
reference backed by 28 years’ experi- 
ence, established 10 years. Schwartz 
Watch Repair Laboratory, 1243 Boyn- 
ton Ave., Bronx, New York. 


SPECIALIZING in repairing of chron- 
ographs. Swiss and American 
watches for the trade. O. Diwald, 
1102 Sixth Ave., New York City. 
Tel. Chickering 4-2125. 





EXPERT watch repairing for the trade, 
* specializing in fine watches, also an- 
tique and clocks; mail orders prompt- 
ly; prices and references on request; 
for further information address “H., 
5433,” care Jewelers’ Circular-Keystone. 





FINE watch repairing Swiss and Ameri- 
can watches and all foreign makes 10 
days service $4.50 each. Louis Van 
Zatsman, 7 W 44th St., New York 18, 
Mu 2-9883, Mu 2-9461. 








WE OFFER a high grade watch repair- 
ing and rebuilding service; prompt 
service and finest quality workmanship 
assured; price list sent upon request. 
Dependable Watch Co., 1472 Broadway, 
New York 18, N. Y. 


WATCHMAKERS (three) New York 
City, willing to do work for the trade; 
good references; prompt deliveries; 
for further information address “L., 








5529,” care Jewelers’ Circular-Key- 
stone. 
WATCH repairing for the trade, ex- 


pert on all kinds of watches including 
chronographs; dependable for prompt 
deliveries to out-of-town trade; located 
in New York; best references; for 
further information address “A., 5513,” 
care Jewelers’ Circular-Keystone. 


i cstnenrsirsimmareticidininnnn I ae 


Special Order Work and 
Repairs for the Trade 


Minimum charge (25 words) $1.56 
Additional words, 5 cents a word 











WHOLESALE bead restringing, quick 
service; reasonable prices; for  in- 
formation write to Grayan and Hayes, 
P. O. Box 52, Cuyahoga Falls, Ohio. 


POLISHERS and lappers, experts on 
gold and platinum jewelry; can handle 
any amount of work; prompt service 
guaranteed. Edward Horowitz, 62 W. 
47th St., New York. Lo 5-8455. 


JEWELRY AND WATCH repairing; 
since 1914 we have repaired watches 
and jewelry for the trade; all repairs 
finished like new. MHasenjdeger Bros. 
Jewelry Co., 505 Arcade Bldg., ’ St. 
Louis, Mo. 


DO YOU do optical work? Let us help 
you; send us your customers’ broken 
lenses, frames, prescriptions, etc.; we 
repair and mail the same day; trade 
prices. Industrial Optical Co., 136 Ful- 
ton St., New York 7, N. Y. 


JEWELRY engraving, carving, chasing, 
ladies’, gents’ —— rings, identi- 
fication bracelets; lettering of every 
description; out of town trade taken 
care of. E. Glassman Jewelry Co., 5 S. 
Wabash, Suite 1218, Chicago 3, “Ill. 
Phone Dearborn 3424. 


PEARL and bead stringing; 24 hour 
service; genuine and cultured pearl 
necklaces our specialty; gold and silver 
clasps always in stock. American Bead 
& Novelty Co., 71 Nassau St, New 

York 7, N. Y. 




















p 
Wanted to Rent 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 








FLOOR SPACE wanted’ in modern 
building in midtown jewe sec- 
tion, approximately 2500 square 
feet; will take over sub-let, lease 
or sign a new lease; building to be 
located preferably between 46th and 
5lst Sts. on Fifth Ave., or west of 
Fifth Ave. Address “H., 5313, 
care Jewelers’ Circular-Keystone. 


ie 


To Let 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 








i dia- 
FFICE suite and show room of 
. mond dealer, 5th Avenue at > 
Street, to share with businessman_ n 
similar line; please address, “‘B., 5457, 
care Jewelers’ Circular-Keystone. 





i le 
oRIVATE OFFICE for rent, desirab 
‘ aah codelier Center location; suitable 


: lso 

watchmaker or salesman; a 
i use of showroom; reasonable 
rent. Address “D., 5428,” care Jewel- 


ers’ Circular-Keystone. 


ld 
Patents 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





; »} our good ideas; send me your 

; — Teton or model; free con- 
fidential advice-literature ; register your 
trademarks. Z. H. Polachek. registered 
Patent-Attorney-Engineer, 1234 Broad- 
way, New York City. 


i, AERO RARE EAI EE ANAT 


Miscellaneous 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 








LEARN WATCH repairing by doing it; 
thorough training under expert in- 
structors. For information write a yy 
ard Watchmakers Institute, 134 
Broadway, New York City. 





ATCHMAKERS: increase your ability 

by Fon. the highly recommended _ books ; 
“Rules and Practice for Adjusting 
Watches” and “Practical Balance and 
Hairspring Work” by Walter Kleinlein. 
Your jobber or trade journal. 





RUSTED MOVEMENTS taken apart 
easily; rust removed from parts 
without damage to finish; full % 
pint “Jarene” only $3.50; free de- 
livery; send check or M.O.; money 
back guarantee. U. S. Detergents 
Co., 315 E. 91st St., New York City; 
member Jewelers Board of Trade. 
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Manufacturers’ N ews | 








A. EDWARD FISHER & CO. IN NEW QUARTERS 





A. Edward Fisher & Co., diamond importers and manufacturers of "Lovelight" diamond 
rings, has moved to new and larger offices in the same building in which the firm has 
been located for some years, at 580 Fifth Ave., New York. . 

The new quarters, which are handsomely furnished and decorated in “functional mod- 
ern", were officially opened by a reception and open house the afternoon of Thursday, 
June |. A constant stream of callers thronged the offices all afternoon to congratulate 
the heads of the company and to wish them success and happiness in their new home. 

Above left, Henry Israels, Vice President, shows President A. Edward Fisher the first 
order received at the new location; right: members of the Fisher organization were 


wreathed in happy smiles. 





Another New Sonora Album 





Sonora Radio & Television Corp. of 
Chicago has announced the release of a 
new album of Latin American music re- 
corded by Enric Madriguera and_ his 
orchestra, with vocals by Nita Rosa, Bob 
Lido, and Patricia Gilmore. The brightly- 
colored album cover, reproduced above, 
features a photograph of Madriguera 
with an illustration of a Cuban girl danc- 
ing the rumba. In accordance with 
Sonora’s policy this album of four rec- 
ords is being distributed by jobbers 
throughout the country. 

Included in the album are Besame 
Mucho, Chiu Chiu, Cae Cae, Llumbele, 
Kiss to Kiss, Como-Tru-Cu-Tu, Cansado, 
Os Quindis De Yaya. 

“We anticipate backing up this album 
with the full power of Sonora’s national 
advertising campaign currently running 
in American Magazine, Esquire, Redbook, 
American Home, Liberty, Click, Look, 
and American Weekly,” stated Jos. Gerl, 
Sonora president. “Madriguera’s reputa- 
tion, plus this tremendous advertising, 
should make our new release one of the 
best selling in the Sonora line of ‘Melo- 
dies That Will Live Forever’.” 
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Gruen Reports Record Year 


In his annual report to the sharehold- 
ers of The Gruen Watch Co., Benjamin 
i. Katz, president, has announced that 
the company made consolidated net 
profits of $2,530,243.93 before taxes for 
the fiscal year ended March 31, or $940,- 
705.93 after all charges and taxes. These 
profits were the largest in the company’s 
70-year history and compare with §$2,- 
076,366.86 before taxes, and $908,078.79 
after taxes for the preceding.fiscal year. 
After allowing for dividends on the pre- 
ferred stock, earnings this year were 
equal to $2.39 a share on the 384,25614 
shares of common stock outstanding at 
March 31, 1944, exclusive of treasury 
shares, as compared with earnings of 
$2.30 a share for the preceding year. 

The balance sheet as of March 31, 
1944, showed current assets $7,801,835 
and current liabilities of $1,907,805. A 
year earlier these items were $6,262,310 
and $1,846,634, respectively. The earned 
surplus account was increased from $3,- 
222,925 to $3,889,226. 

In his report Mr. Katz pointed out that 
many of Gruen’s watches went to supply- 
ing the armed forces, that the company 
has manufactured thousands of precision 
war instruments, and has inaugurated a 
course of training in watchmaking for 
returning veterans. This plan, said Mr. 
Katz, has brought inquiries from many 
companies throughout the country who 
are anxious to apply its principles to 
their own plans for rehabilitating return- 
ing disabled men. 

Mr. Katz said that the company was 
proud of its part in selling War Bonds 
through the use of the company’s radio 
spots and magazine advertisements. He 
pledged adherence to the fundamental 
policies which have been so largely re- 
sponsible for the success Gruen has en- 
joved in recent years and voiced con- 
fidence in the future of the company. 








Casco Ads Win Blue Book Award 


Among the nation’s leading advertisers, 
rivalry is keen for a place among th 
very few campaigns chosen each year 
the American Newspaper Publishers 
Assn. as outstanding. The Casco adve. 
tising program has won this high re 
nition for 1944—being ‘selected ag ong 
of the foremost newspaper advertising 
campaigns of the year. 

High in reader interest and attraction, 
the Casco ads featured clever, satiricg) 
illustrations of the Axis _ringleadey 
drawn by Arthur Szyk, world-renowned 
artist. Each advertisement told a stim, 
lating story of the power and grim 
pose with which typical American firms 
and workmen, previously devoted to map. 
ufacturing products for comfort ang 
pleasure, turned with telling success to 
the art of making instruments of victory, 

But each advertisement carried, too, ap 
inherent selling story of Casco’s peas 
time products for greater personal com. 
fort. The message is conveyed unob- 





For sew wet : 
Ruewal patemetive 


catch CAS CO 


Here, in miniature, is a typical example of 
the Casco advertisements that won the 
A.N.R.A. award. 


trusively, yet in such a manner as to 
leave its firm impression of such special 
ties as Casco Electric Heating Pads, 
Casco Dashboard Cigarette Lighters, 
Casco Electric Hobby Tools, etc. 

Each ad uses one of these populat 
Casco products to introduce a gibe at 
the Axis for its failure in measuring the 
will and ability of America. Then the ad 
tells the story of Casco as a typical 
American firm, turning from producls 
for pleasure, to the exclusive manufac 
ture of incendiary bullet cores and fuses 
for shells. 

Not only is the Casco campaign 4 
presentation of work-a-day America’ 
wholehearted contribution to the wat 
effort—the simple, logical use of Cas¢ 
products to introduce each point in wit 
ning an ever-growing consumer interest 
in Casco products that is fast developing 
into a consumer preference for the peace 
time products Casco will again manufac 
ture after the war. 
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Transcontinental Air Record 


Timed Exclusively by Longines 


Col. Clair Peterson, Lt. General “Hap” 
Arnold’s personal pilot, on May 12, 
1944, set a new speed record for a Goast- 

st flight across the UnitedwStates. 
Colonel Peterson flew a'/P-51 North 
american Mustang fighter plane, fully 
equipped to go into battle,, from Los 
Angeles to La Guardia Field, New York, 
in 6 hours, 31 minutes and 30 seconds, 
heating by almost one hour the 7-year- 
gid record of 7 hours, 28% minutes 
established by Howard Hughes in 1937. 

The official time was taken by a Lon- 

es watch which passed timing tests 

forming to the rules and regulations 





John P. V. Heinmuller, President of the 
Longines-Wittnauer Watch Co. and Chief 
Timer of the National Aeronautics Asso- 
ciation, clocks the landing of the P-5I 
fighter plane, piloted by Col. Clair Peter- 
son which established a new transconti- 
nental speed record. The flight was timed 
exclusively by a Longines Olympic timer. 


of the Federation Aeronautique Inter- 
nationale, and conducted by the Neu- 
chatel Observatory. 

The Howard Hughes flight in 1937 was 
also officially timed with Longines 
watches, which the company states are 
the only watches available in this coun- 
try with the proper Certificate of the 
Federation Aeronautique Internationale 
Bulletin, issued by the Neuchatel Swiss 
Observatory. 

John P. V. Heinmuller, president of 

the Longines-Wittnauer Watch Co., Inc., 
is also Chief Timer for the National 
Aeronautical Association, having helped 
organize the Timing Contest Board of 
the National Aeronautical Association, 
in harmony with chronometric specifica- 
tions of the Federation Aeronautique In- 
ternationale at the close of the last war. 
Among the outstanding flights he has 
timed with Longines watches are those 
of every major world record established 
in the last 15 years. He was assisted in 
officially timing this flight by Fred Wil- 
kinson, who acted as Timer for the Na- 
tional Aeronautical Association. 
Mr. Heinmuller’s new book, “Man’s 
Fight to Fly,” with a chronological his- 
tory of aviation, which has just been pub- 
lished by Funk & Wagnalls, is heralded 
as an outstanding work on aviation. 





Genuine Hematite Rings for Men 


_ Chas. Ascherman & Co., wholesale 
Jewelers of Cleveland, O., sole distribu- 
tors for Precious Stones Inc., manufac- 
turers of domestic hematites, are now 
offering sturdy, handsome hematite rings 
for men in 10Kt. gold mountings, rang- 
ing in price from $13.75 to $30. 

Owing to the increasing demand,” the 
company states, “we may not be able to 
Supply your full requirements promptly 
—but we shall do our best.” 





FOR JULY, 1944 





A Quarter-Century of Service 


June 19, 1944, marked the 25th anni- 
versary of Johnson, Matthey & Co., Inc., 
dealers and refiners of precious metals, 
with offices at 608 Fifth Ave., New York. 

President and managing director of 
the company is C. W. Stones, who like- 
wise is celebrating the same date, the 
completion of 25 years as head of the 


Cc. W. STONES 





concern. Mr. Stones was sent to this 
country in June, 1919, by Johnson, Mat- 
they & Co., Ltd. of Great Britain, the 
parent company of the American house, 
to establish the American business, and 
has been in charge of the operations in 
the United States ever since that time. 

Twenty-five years, however, is a rela- 
tively brief span in the annals of the 
Johnson, Matthey organization. The Eng- 
lish company boasts of 242 years of con- 
tinuous operation, having been formed in 
1702. The American branch will have to 
wait till 2161 A.D. to equal that record. 
It may do so, however, as it has made 
an excellent record of service to Amer- 
ican industry and has made many staunch 
friends and customers in the jewelry 
industry. 

Since the start of the war in Septem- 
ber, 1939, Johnson, Matthey & Co., Inc., 
while doing everything possible to care 
for its regular trade so far as wartime 
restrictions have permitted, has exerted 
itself to the utmost in support of the 
war effort, particularly in the fields of 
aircraft, electronics, and surgical instru- 
ments. In recognition of the company’s 
outstanding performance in this direc- 
tion, its factory in Pennsylvania was 
awarded the Army-Navy “E” in April, 
1943. 





Lighters for Fighters 





John J. Woelfle, Hotel McAlpin manager, 
displays some of the Ronson lighters he has 
collected from friends and guests of the 
hotel, in a one-man campaign to get 
lighters for fighters, After having the lighters 
put in first class condition at the Ronson 
factory, he forwards them to men in ser- 
vice overseas, who often find it difficult to 
get a light for a welcome puff. Mr. Woelfle 
urges civilians to send substantial cigarette 
lighters in good repair to men over there, 
who consider lighters a “must.” 





Star for Continuing Record 
Added to Benrus "E'’ Pennant 


On Nov. 30, 1943, the employees and 
management of the Waterbury factory 
of the Benrus Watch Co. were honored 
with the Army-Navy “E” Award pre- 
sented to them for “outstanding achieve- 
ment in the production of war materials.” 

Almost 6 months to a day later, the 
Department of the Navy has again 
honored the Waterbury plant with the 
award of the Army-Navy Star to be 
added to the “E” pennant in recognition 
of a continuing fine production record. 

The star is also a reward for the qual- 
ity of the work produced as well as for 
its quantity—a truly outstanding achieve- 
ment when it is remembered that the 
parts which Benrus produces by the mil- 
lions must be of microscopic exactness. 

In accepting the award, the Benrus 
Watch Co. and its employees have again 
pledged themselves to continue to exert 
every effort in the battle of production 
to help bring an earlier victory. 





Bonham Wins Kreisler Award 





Ernest (Tiny) Bonham, Yankee pitch- 
er, wins a Kreisier Jewelry award as 
outstanding player of the week among 
the major league teams of greater New 
York. Bonham’s pitching against Wash- 
ington in the May Ist game won him the 
honor. He is shown in the photo above 
(left) as he appeared while broadcasting 
from WHN, New York, on the Jacques 
Kreisler radio program. 

Both the Kreisler “Sir-Name” set he 
is holding, and the jewelry set for Mrs. 
Bonham, were presented to Tiny by 
Kreisler. An award is made every Mon- 
day except those Mondays when a game 
is played. The program, broadcast daily 
at 7:15 Eastern Standard Time, features 
a dramatization of one of the games of 
the day. Bert Lee (right), of WHN, is 
principal narrator. 





New Jewelry Line 
To Be Sold by Jewelers Only 


Reinad Co., 256 West 38th St., New 
York, manufacturing jewelers for more 
than 25 years, just put on the market a 
newly created and extensive line of stone 
set, gold plated pins, earrings and brace- 
lets, which will be sold only to jewelry 
stores and will be retailed by jewelers 
only. 

Harry Reinstein, of Reinad Co., in 
discussing the new line, said, “We started 
to plan and style this jewelry some time 
ago, and from the very beginning, it was 
decided that each piece would be, in ap- 
pearance, quality and workmanship, a 
piece of ‘jeweler’s own jewelry’—made 
as a fine jeweler would make it himself.” 

The new line is now ready for delivery, 
in limited quantities, to jewelers exclu- 
sively. 
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Reed & Barton "E’” Pennant 
Gets Star for Continued Achievement 


To the Army-Navy “E” flag that flies 
proudly above the plant of Reed & Bar- 
ton, Taunton, Mass., silversmiths, has 
been added a star, for continuing fine 
performance in the production of war 
material. 

In his letter to Col. Arthur Ashworth, 
president of this 120-year-old firm, an- 
nouncing the award, Admiral C. C. 
Bloch, Chairman of the Navy Board for 
Production Awards, states: 


“At the last meeting of the Navy 
Board for Production Awards, the Reed 
& Barton Corp. was considered for a re- 
newal of the Army-Navy ‘E’ Award. It 
is with great pleasure that I inform you 
that the renewal was granted. Accord- 
ingly, a new flag with one star affixed 
will be forwarded to you in the near 
future. 


“The men and women of the Reed & 
Barton Corp. have achieved this high 
honor by continuing their splendid pro- 
duction in such volume as to justify this 
renewal of their award. In the first 
instance, it was difficult to win the Army- 
Navy ‘E’ and by meriting a renewal, the 
management and employees have indi- 
cated their determination and ability to 
support our fighting forces by supplying 
the equipment necessary for ultimate 
victory. 

“The Navy Department extends its 
hearty congratulations and desires to ex- 
press a fervent hope that future produc- 
tion will be even more outstanding.” 





Hamilton Watch Co. Wins Suit 
To Prevent Infringement of Name 


The Hamilton Watch Co., Lancaster, 
Pa., won another legal bout in protection 
of its name and good will when the 
Superior Court of Cook County, IIl., on 
June 8 signed a decree prohibiting the 
Hamilton Ross Industries from using the 
names of Hamilton or Ross, or any com- 
bination or simulation thereof in the sell- 
ing or advertising of their watches. 

The Hamilton Watch Co. complaint 
contended that -the defendants — Hamil- 
ton Ross, Harry Zeidler and Henrietta 
Ross, co-partners, doing business as 
Hamilton Ross Industries — recently 
sponsored programs over Radio Stations 
WQXR and WLW, appealing to and 
urging the public to purchase the “Cary 
Grant” model of Rossmore watches, a 
division of the Hamilton Ross Industries ; 
that this had caused distributors and 
dealers handling Hamilton watches and 
the public to believe that the business of 
the defendant was the business of the 
plaintiff, and that the defendant thus 
attempted to unlawfully palm off their 
merchandise as that of the plaintiff, con- 
trary to his express wishes and demands. 

Hamilton Watch Co. has won favorable 
court decisions on several occasions in 
recent years when other interests have 
advertised their products in a manner 
that tended to confuse the public by in- 
ferring that such products were related 
to Hamilton products. 

This constant vigilance to protect the 
name and reputation that has been built 
through more than 50 years is assurance 
to the retail jewelers of America that 
their past investments in Hamilton are 
being safeguarded and that Hamilton 
watches will continue to be potent with 
profit possibilities for them in the future. 
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Henriette Compacts Renamed; 
Will Sell as Wadsworth Product 


Effective immediately, the entire line 
of compacts heretofore sold under the 
name Henriette and supplied to the 
trade by Henriette, Inc., selling agent 
and subsidiary of the Wadsworth Watch 
Case Co., will be marketed direct by the 
parent company, under the name Wads- 
worth Compacts. 

It is believed that the change will bring 
increased prestige to the line through 
association of the Wadsworth name with 
fine watches. Further planning includes 
enlargement of past advertising and a 
heavy schedule of advertising space in a 
list of women’s magazines. 

Typical advertising copy states: “The 
makers of fine Wadsworth watch cases 
have utilized their metal handling skill 
to make these compacts not only lovely 
to look at but as exquisitely made as a 
fine watch case.” Ruthrauff & Ryan is 
the advertising agency. 

+ 





New Instruction Sheet 
For Cory Coffee Brewers 


CORY 


BREWING INSTRUCTIONS 
8 ie 





A new and ingenious instruction sheet 
is now being furnished with Cory Coffee 
Brewers. It’s a die-cut round so that it 
slips snugly into the bottom, of the Cory 
upper bowl and cannot be shaken out 
during the stages of shipping, selling, 
packing and delivery. Thus the purchaser 
is bound to see it, because it must be 
taken out before coffee can be brewed, 
and because the front and back are 
identical, the user cannot fail to recog- 
nize that it is her instruction sheet, no 
matter which side is up when she takes 
it out. The directions are brief, to the 
point and largely pictorial, as indicated 
by the specimen page reproduced. 





Sales of Palladium 
Reach New High Record 


Sales of Palladium to jewelry manu- 
facturers have reached a new high rec- 
ord, according to Charles Engelhard, 
president of Baker & Co., Inc., refiners 
and workers of precious metals, Newark, 
N. J. “Sales of jewelry palladium have 
doubled this year over last and use of 
this metal has increased 500 per cent 
since 1938,” Mr. Engelhard said. 


“We confidently expect,” he continued, 
“that palladium will continue to be used 
in fine jewelry even with the return of 
platinum after the war, and that it will 
succeed to the place formerly held by 
white gold, since it has all the qualities 
necessary for fine jewelry—high intrinsic 
value, brilliant white color and immunity 
to tarnish. 








Two New Vice Presidents, 
Three New Salesmen, 
for Gruen Watch Company 
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S. C. GERSHEY E. A, TUPPER Bak 
Benjamin S. Katz, president of Th _ 
Gruen Watch Co., has announced th § Bas 
election of two vice-presidents—Simon (, oe 
Gershey, formerly Eastern Sales Map § pec 
ager, and Ernest A. Tupper, formerly § Ben 
assistant to the president. pen 
Mr. Gershey, in. addition to having} Boo 
been elected vice-president of the com-§ Bov 
pany, has also been appointed sales man. nn 
ager. Mr. Gershey, who has spent bis} Br 
entire business career in the jewelry in § Bri 
dustry, counts among his friends thoy § 3 
sands of jewelers from Coast to Coast vs 
He joined The Gruen Watch Co. asa§ Br 
salesman immediately after its reorgan-§ Bu 
ization in 1935, since when he was pre 
moted successively to Division Manager, 
Midwestern Sales Manager and more re P= 
cently, Eastern Sales Manager. Ca 
Mr. Tupper, former official of the Warf Ce 
Production Board and Department of os 
Commerce, in which he served from 199% ch 
to 1940, joined The Gruen Watch Co. last Ch 
July. From 1940 to 1948, Mr. Tupper . 
was a member of Advisory Commission§ ¢o 
to the Council of National Defense; As§ Co 
sistant Director of the Bureau on Re fe 
search and Statistics of the War Produe§ ¢, 
tion Board; and Chief of the Inventoy§ Co 
and Requisitioning Board of WPB. Mr Ps 
Tupper’s last position with WPB wag ¢ 
that of assistant to Mr. Katz, when the§ Cc 
latter served the Board as a dollare e 
year official. Cr 
Three other men, all of whom have 
had many years of experience in th Di 
jewelry industry, also have recentl§ jp, 
joined The Gruen Watch Co. as sale— D’ 
representatives. They are Theodore Tow > 
vim, of Newton, Mass., who has been #§ 5, 
watch salesman in that region for th§ p, 
past 19 years; Ben Kellis of Chicagg 
who for the last seven years has bet 
general manager of a Chicago store, E 
Sam E. Rubin, of Miami Beach, Fig . 
who since 1928 has traveled in New Yous & 
and New England for a ring manufit§ E 
turer. : 
Mr. Towvim will call on Gruen jewh® jy 
ers in the New England region; E 
Kellis will contact accounts in Chicagh§ © 
part of Illinois and part of Indiana; 
Mr. Rubin will cover the major portiag 
of Pennsylvania and a part of Connetg™ y 
ticut. F 
F 
Bass-Luckoff to Handle 
Axel Brothers’ Advertising 
Axel Brothers, New York City, dit ; 
mond importers and creators of Columba ¢ 
diamond rings, gems for Lady Ame ¢ 
has appointed Bass-Luckoff, Inc. } ‘ 
troit, Mich., to handle the account. 3®§% 
tional publications and women’s mageg ( 
zines will be uséd. . 
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Ahed Gr Beecluciom 


WE ONLY LEND 


THE Boys wHo went ashore on the shell-swept 
beaches of Normandy to storm Hitler’s “Festung 
Europa” were not asked—whether they could “afford” 
it. 

They were sent to do a job, no matter what it cost 
and they’re doing it. Thousands of them have already 
made—thousands more of them will make—the final 
sacrifice so that you and I can continue to live as free 
Americans. 

When they give their lives, can we refuse to lend our 
dollars? Have you really bought all the War Bonds you 
can? 


FREEDOM MEANS SELF-CONTROL 


Tue prive which has been started by the National 
Association of Credit. Jewelers for the repeal of Regu- 
lation W will undoubtedly meet with widespread and 
enthusiastic approval among installment retailers. 

It is of course quite understandable that credit mer- 
chants should want to be freed from the rigid restric- 
tions that have been laid upon their credit policies by 
Regulation W. Even though it may have been no partic- 
ular impediment during the past two years when every- 
one has had plenty of cash, retailers are looking ahead 
to the days when money may not be quite so plentiful, 
and competition for the consumer’s dollar will be keener, 
and business will be harder to get. When that day comes, 
they very naturally want to be able to adjust their meth- 
ods to current conditions. 

We can heartily sympathize with that point of view— 
but we should also like to suggest that a certain amount 
of self restraint in the handling of installment credit to 
the consumer is highly desirable. 

If Regulation W is eliminated, and if that elimination 
leads to another orgy of “Nothing down and two years 
to pay,” it would be one of the worst things that could 
happen to the jewelry business. If we want private 
business to be free of Government regulation, let’s show 
that we deserve that freedom by exercising reasonable 
self-control. 


SAVE IT 


“AS USELESS As yesterday’s newspaper” used to be the 
phrase to describe a thing of absolutely no value what- 
ever. 

Today, yesterday’s newspaper, or the torn wrappings 
or the broken carton from the shipment you received: this 
morning are precious materials that are desperately 
needed for keeping up the flow of vital supplies to our 
fighting men in France, or New Guinea, or Italy. 

Almost everything that the man at the front uses is 
shipped to him in paper or cardboard containers—rifle 
and machine gun bullets, shells, food, blood plasma, med- 
ical supplies—more than 700,000 different items in all. 
With ten million men to be supplied, that means by far 
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the largest need for paper and paper board in the ent 
history of the world. % 

So vast is the need that all the new wood pulp 
can possibly be produced this year will fall eight m 
lion tons short of the total that will be required. 
only way in which the deficit can be made up is ¢ 
vaging and re-working waste paper. 

Every scrap that can be collected is desperatg 
needed in order to keep up the flow of supplies to ¢ 
fighting men. Save your old cartons and wrappin 
your old magazines and newspapers, the contents of yo 
waste baskets. Bundle up your obsolete advertisi 
literature, clean out your old files and records—and tu 
them in to your local paper salvage drive. 4 

And keep on doing it—the need will go on as long 
the war lasts. 5 


TIME TO TAKE STO¢ 


A.THovGH A Lot of long, hard fighting undoubted 
still lies ahead, the successful invasion of wes 
Europe suggests that perhaps we may at least be a 
proaching the “beginning of the end,” and that it 
none too soon to start taking stock of our businesses wi 
an eye to the day when the shooting will stop. 

For example, what about our inventories? Are ¥ 
more heavily loaded on some items than we would com 
sider advisable in normal times? Have we a lot 
goods on our shelves that are not quite up to the ste 
ard that we would usually demand, or goods that ap 
priced too high for normal selling? 

If so, might it not be a good idea to start cuttin 
down ,that inventory so that we won't have a lot @ 
merchandise on our hands that may be hard to moj 
later on? ‘ 

Might it not be a good idea to overhaul our buyi 
policies, and instead of rushing out and purchasing « 
thing and everything we can get from any source, g 
back to the idea of selecting our merchandise and @ 
suppliers, and concentrating on known brands afi 
sources whose goods we can be sure are reliable 
honestly priced? 7 

In short, might it not be a good idea to begin rig 
now to face the fact that before very long we're goi 
to have to get back to sound principles and put ou 
selves into fighting trim for the transition from a sell 
er’s market to a situation where there will no longer B 
more dollars than goods, and merchandise will ag 
have to be sold. 

A little forethought now can save a lot of headache 


Editor 
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